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| State of the Nation’s Economy: 
; Up 

> Divwenp PayMENTs - 
to $244 million during February, an 
mcrease of $63 million, or 35 per- 
'eent, from a year before, according 
to Commerce Department. During 
the six months ended Feb. 28, U.S. 
corporations paid nearly $4.7 billion 
fin dividends, or 5% percent more 
| than a year earlier. 

Crupe-Om Stocks Totaled 

| 263,898,000 barrels in week ended 
| March 20, a net increase of 724,- 
| 000 from the preceding week. 
- Wuo.esate Prices — Climbed 0.2 
"percent in week ended March 23 to 
‘110.8 of the 1947-49 base index. 

Freight Loapincs—Totaled 609,959 

‘cars in week ended March 20, an 
‘increase of 0.01 percent over the 
_ preceding week. 
TREASURY sits — Increased 
_ $488 million in week ended March 
24, according to\Federal Reserve 
. Board. 


| amounted to $325 million, according 
to Bureau of Statistics, or $53 mil- 
lion more than in 1952. 
+ x * 


Down 


Manuracturers’ Sates — Totaled 

’ $23 billion in February, the same as 

in January but $1.1 billion less than 

; in the like 1953 period, according to 

+ Commerce Department. February 

sales of durable goods dropped 2 
» percent. 

Sree, Outeput—Produciion last 
week was scheduled at 68 percent 
of capacity, compared with 68.1 
percent the preceding week. A 
month ago it was 70.7 percent. 
Business Inpex—Physical volume 
of business in week ended March 
20 declined to 97.3 percent of the 
1935-39 base index from 98.2 in the 
previous week, according to Bar- 
ron’s. 

Srore Sates—Department-store 
sales in week ended March 20 
were 13 percent below sales in 
the corresponding week of 1953, 
according to Federal Reserve 
Board. 

UNEMPLOYMENT C.Laims—Dropped 
16,900 in week ended March 20 to 

a total of 293,706, according to 
Labor Department. This figure is 
30,453 below a month earlier. 


Top Cars 
New-car registration for two 
months: 
1954 Pos. Make - 
Ford 
Chev. 


Plymouth 
Buick 
Pontiac 


1953 Pos. 
146,539— 2 
159,764— 1 
88,237— 3 
60,782— 4 
52,948— 5 
37,576— 8 
42,520— 6 

7 


22,778—10 
19,218—11 
17,700—12 
25,351— 9 
16,701—13 
13,104—14 
5,436—17 
10,016—15 
8,899—16 
Kaiser 4,832—18 
Henry J 2,446—19 
Misc. 5,690 
Total All Makes 
- 710,380 182,779 
For further details see Page 
45, today’s issue. 
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7 Dealers Name Leaders— 


lew officers of the lowa Automobile Dealers Assn. include (front row, from left), 
illiam Cramblit, Ottumwa, vice-president, and William C. Culver, Cedar Rapids, 
resident. Back row: Howard Sole, Des Moines, treasurer, and Lee Thomas, Burlington, 


vice-president. 





April Production Starts 
At a Slower Pace 


By Tom Hewitt 
Staff Writer 


5 ys Big Three last week turned 
out a bigger chunk of total car 
production—96.6 percent—as out- 
put declined 2.1 percent to 114,375 
cars, according to AvUTOMOTIVE 
News estimates. 

In the preceding week the top 
trio accounted for 95.2 percent 
of the 116,381-car total. 


Truck turnout last week came 
to an estimated 21,641, against 22,- 
105 in the week earlier. 


Thus, April — and the second 
quarter—have started off on a pace 
slower than that which wound up 
the first quarter. 

x * ” 


ARCH totals are estimated at 
526,613 cars and 99,883 trucks, 
bringing first-quarter output to 1,- 
426,667 cars and 283,317 trucks. 
These totals give 1954 the third- 
best first quarter for cars—but the 
lowest in six years for trucks. 
More cars were made in March 
than in any month since Octo- 
ber. Last month’s car total was 
18.8 percent above February, but 
7.5 percent below the like 1953 
month. 


Truck output was up 16.4 per- 
cent from February, but down 24.3 
percent from March, 1953. 

A Big Three member estimates 
that April output will decline to 


enough to bring second-quarter 


Justice Dept. Gets Bootleg Proposal 


rORMAL presentation to the U.S. 
Department of Justice of 
NADA’s long-awaited anti-bootleg- 
ging proposal was made late last 
week in Washington. 

Judge S. M. Barnes, assistant 
attorney general in charge of 
anti-trust activities, received the 
proposal from NADA officials, 
including Frederick J. Bell, ex- 
ecutive vice-president; Charles 
Freed, president, and James 
Moore, general counsel. 


NADA hopes to get quick action 
from the agency on approval of the 
proposed amendment to dealer con- 


totals to 1,442,000 cars and 275,000 
trucks. 

* * * 
( output declined last week 

' because: 

1. Chevrolet lopped off Saturday 
work at its plants, but is expected 
to resume those operations this 
week. 

2. Ford division’s daily schedules 
were lowered, although four plants 
worked Saturday, as in the week 
before. 

3. Studebaker’s South Bend 
car assembly lines were down, 
and only the Los Angeles and 
truck plants operated. 

Higher production goals last 
week were posted by DeSoto, which 
worked five days for the first time 
in two months; Cadillac, which 
planned Saturday work; Oldsmo- 

(Continued on Page 55, Col. 1) 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


160,726 


136,016 138,986 


Last Prev. 1953 
Week Week Week 


For complete production totals 


by makes, see table, page 55. 


tracts. Justice Department approval 
of the clause is neeessary to avoid 
any implication that the proposal 
would act in restraint of trade. 
oe * * 
ELL said if NADA can receive 
a statement from the Justice 
Department that there will be no 
interference with an agreement be- 
tween factories and dealers on pro- 
tection of territories, he has been 
assured by factories that they will 
proceed to revise dealer contracts. 
Bell added that, if this is not a 
legal possibility, NADA will con- 


Industry 
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TRUCK SECTION 
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Auto Monopoly Probe 
Sought in House; GM, 
Ford Deny Accusation 


Rep. Crumpacker Says Big 2 Have Set Out to Take Over 
The Industry; Accused Makers Cite Demand 


As Reason for Increased Share 


ORD MOTOR CO. and General 

Motors last week denied 
charges that they are engaged in 
a “monopolistic” sales battle which 
is causing widespread unemploy- 
ment in the auto industry. 

The accusation was made on 
the floor of the House ‘of Repre- 
sentatives in Washington last 
Tuesday by Rep. Shepard J. 
Crumpacker, Indiana Republi- 
can. 

He introduced a resolution call- 
ing for a full-scale investigation of 
competitive practices in the in- 
dustry. 

° * * . 

LL afer peed for Chrysler Corp. 

and the independent makers de- 
clined to comment on Crumpack- 
er’s resolution. 

The probe would be conducted 
by the Federal Trade Commission 
to determine whether antitrust 
laws are being violated or wheth- 
er changes in these laws are 
needed to cope with the situa- 
tion, 

The Crumpacker resolution must 
first be reported out by the Rules 
Committee and then get by the 
House. If the Senate should agree 
that an FTC investigation is need- 
ed, Congress would have to appro- 
priate funds, for FTC has no money 
for such a purpose. 

* * :- 
i A HOUSE speech outlining his 
proposal, Crumpacker said: 

“For the first time in the history 
of the automotive industry, it ap- 

pears that General Motors and Ford 
have set out to monopolize the 
field. They have the economic pow- 
er to do this. 

“However, up to this time they 
have shown a healthy respect for 
the antitrust laws and for public 
opinion—which has a strong dis- 
taste for monopolies in this coun- 
try.” 

Crumpacker said that to germit 
the sales battle to continue would 
be to “doom the men already laid 
off at automobile factories to more 
or less permanent unemployment, 
and also to jeopardize the jobs of 
those working at these plants and 
for the thousands of dealers who 
sell their products.” 

~ x x 


ARLOW H. CURTICE, GM 

president, said: “As far as 
General Motors is concerned, there 
is no production war in the auto- 
mobile industry. As in the past, our 
schedules, within the limits of our 
capacity, have been established in 
relation to our own market ap- 


tinue with attempts to get na- 
tional legislation passed by Con- 
gress. 

Freed said last week that she 
thought it would be pcssible tofgg 


could sell new cars only to a ffs 
chised dealer, who agreed to ff 
(Continued on Page 52, Col. 1) 


praisal. That will continue to be 
General Motors’ policy. 

“Only under such a policy can 
the interests of the public, our 
dealers and the corporation be 
served best. Production of Gener- 
al Motors’ products currently re- 
flects the demand from our 
customers. As a matter of fact, 
dealers’ stocks are currently less 
than anticipated for the spring 
market. 

“The automobile industry always 
has been the most competitive in- 
dustry in our economy.” 

+ . * 


RNEST R. BREECH, executive 

vice-president of Ford Motor 
Co., said: “There is a simple ex- 
planation for our increased share 
of the automobile market today: 
It is the current public demand 
for our products. 

“Ford Motor Co. builds its 
cars and tru¢kes according to 
orders from its ‘and bases 


system which is based upon 
freedom of choice of the pu \ 
This is the first time in the post-.. 
war period that Ford Motor Co. 
has been able to base its pro- 
(Continued on Page 7, Col. 1) 


Upswing in Sales 
Set Back a Bit 
By Snow Storm 


By Bob Lienert 
Staff Writer 
SEASONAL snow and cold, 
which shocked much of the 
U. S. last week, set back the infant 
spring boom in auto sales tem- 
porarily. 

Snow fell east of the Rockies— 
as far south as the Pan- 
handle region — and rly 
paralyzed several cities in the 
midwest and Great Lakes 
regions. The middle Atlantic 
area also was hard hit. 

Market observers were inclined 
to feel that the blow which 
weather struck at sales on the last 
three days of March might have 
prevented the month from being 
a particularly outstanding one, 

saleswise. 
. a 

ON THE basis of preliminary 

reports, it had been estimated 
that sales for the month could have 
topped 450,000. It was felt last 
week, however, that the three bad 
days winding up March probably 
reduced the month’s potential total 
by 10 percent. 


the weather would be more than 
(Continued on Page 55, Col, 3) 
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At Brooklyn &L. L Parley c<-. 


Factory Bootleg Drive 
Sincere, Bell Says 


NEW YORK.—While auto manu- 
facturers laid the groundwork for 
bootlegging by overproducing in 
1953, they are now 
sincere in their 
efforts to stamp 
it out, Frederick 
J. Bell, executive 
vice-president of 
NADA, asserted 
last week at the 
annual dinner of 
the Brooklyn & 
Long Island Auto- 





Assn. 
Bell estimated 
1953 overproduction at at 600,000 cars, 


Contestants Start 
1,335-Mile Grind 


In Economy Run 


LOS ANGELES.—Led by a Nash 
Ambassador, the 1954 Mobilgas 
Economy Run got under way this 
morning (Apr. 5) at 12:01 a.m. 

The cars will travel 1,335 miles 

to Union Pacific’s Sun Valley, Id. 

—via Yosemite, San Francisco, 

Elko and Twin Falls. 

Entered by Pasadena Nash 
Service, Pasadena, the car won the 
post position at a drawing last 
week. AAA officials Ralph De- 
Palma, Chuck Stevenson and Jack 
McGrath pulled starting positions 
out of a racing helmet. 

An Oldsmobile Super 88, entered 
.in the run for the first time, drew 
the traditionally “unlucky 13” po- 
sition, and a Dodge Royal V-8 
overdrive v be the last to leave. 
A. C. . , the official 


F, J, Bell 






























in will be made 
automobiles 
ge 49, Col. 1) 


How They'll Start— 


Drawing lots to determine the starting 
positions of cars entered in the Mobilgas 
Economy Run are (from left), Jack McGrath, 
Chuck Stevenson and Ralph DePalma. Mc- 
Grath and Stevenson are champion race 
drivers and are ineligible to compete in 
the three-day run from Los Angeles to 
Sun Valley, Id. DePalma is honorary 
steward of the 1954 run. 


Starting April 26 


mobile Dealers’ 


p 20 partici- - 


adding that there is little that can | 
be done about it now except work 
with the factories in the interest of 
realistic schedules this year. 


In reviewing the progress 
NADA has made since the man- 
dates given to them by the deal- 
ers at Miami, he said that the as- 
sociation has progressed to talks 
with the Justice Department on 
the feasibility of 
clause in contracts to protect ter- 
ritorial rights among dealers. 

If factories can receive assur- 
ances from the Justice Department 


that there will be no interference | 


inserting a | 
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with such an agreement between | 


the factories and dealers, he has 
assurances from the factories that 
they will proceed with contract re- 
visions. 


However, Bell also said that if | 


this is not a legal possibility, the 
association will continue with at- 
tempts to have legislation passed 
through Congress which would 
attain the same ends. 


While praising factories for the 
greatest industrial miracles the 
world has ever seen, Bell said he 
felt that they were decidedly short- 
sighted not to pay the same atten- 
tion to their dealer relations. 

In regard to the Taft-Hartley 
law, Bell reported that there was 
some opposition on the part of 
other retailers to having all retail- 
ers exempted from the law. 

However, in view of the disas- 
trous results of the Bagalusa situa- 
tion, NADA intended to work this 
problem out in some way, even if 
it required special legislation again. 

Bell also pointed out that the 
new termination date on the ex- 
cise tax, as well as the floor stock 
refund, would result in a saving 
to dealers throughout the country 
of $30 million, assuming that next 
year at this same time, dealers 
have the same number of cars on 
hand as at present. 

Bell also said that although there 
was some talk on the part of many 
people regarding the pack which 
some dealers are reputedly using in 
their prices, it is certainly no more 
onerous than the “phantom freight 
charges” of some of the factories. 

New officers at the business ses- 
sion were: President, William Am- 
erling; Queens vice-president, Wil- 
liam Klaess; Nassau vice-president, 
Mal Pierce; Suffolk vice-president, 
Alfred Rampone; secretary, Harold 
Perfit, and treasurer, Herbert F. 
Charters. 

The following were elected direc- 
tors to serve for a three-year term: 
from Kings County, Alvin Heinzer- 
ling, and Harold Perfit; from 
Queens County, John Opladen and 
Harry M. Williams sr.; from Nas- 
sau County, Nicholas Pellegrino 
and Daniel Crossdale sr., and from 
Suffolk County, Herbert L. Van 
Scoy and Carl E. Vail. 

C. Ray Palmer was re-elected as 
executive vice-president by the 
board. 


Automotive News to Expand 
Engineering, Production Coverage 


Beginning with the Apr. 26 issue, Automotive News will expand 
its coverage of automotive engineering, production, styling and 
materials activities through the addition of a 


monthly section. 


The new section, which will appear in the last 
issue of each month, will be called “Engineering « 
Production e Materials.” It will provide a different 
news approach to behind-the-scenes activities in 
the auto manufacturing and supplier plants. 


Editor of the new section will be John T. Bene- 
dict, former executive editor of Design News, a 
national publication in the design engineering field. 


A graduate engineer with eight years of writing 
experience, Benedict also has worked on Chevrolet’s 


light-car project and in Ethyl Corp.'s research department. 
Watch for the first edition of the “Engineering « Production e 


Materials” section . . 


April 26 in Automotive News 





1954 


Hornet Special Added to 1954 Line— 


Hudson's new Hornet Special series is 
| formance and roadability at lower prices. Available in three styles, its advertised- 
delivered price is $2,619 for both the four-door sedan and the club coupe. The six- 
passenger club sedan is $2,570.60. 


said to feature the Hornet's power, per- 





Cars Passed in Excise Cut 


Ike Signs Bill Which Eases Tax on Appliances 
And Costs Treasury $999 Million 


WASHINGTON. —A number of 
excise-tax cuts, mainly on home 
appliances, went into effect last 
week—but autos, gasoline, cigarets 
and other taxed items were not 
among them. 


After both the Senate and the 
House had agreed on a version 
of the bill, it was signed by 
President Eisenhower, but not 
without protest. A veto would 
have cost the Treasury almost 
$1.1 billion in revenue. 


The President argued that the 
loss caused by the tax cuts made 
it more necessary than ever that 
Congress vote down later any pro- 
posal to raise individual income- 
tax exemptions. 

The fact that automobiles were 
not included in the relief from 
excise taxes is widely believed to 
be due to apathy on the part of 
manufacturers. 


The bill passed by Congress re- 
duces to 10 percent most rates 
which now are above 10 percent. In 
addition, it cuts in half the 10 per- 
cent tax on home appliances and 
also exempts from the new 10 per- 
cent admissions tax rate any 
tickets costing 50 cents or less. 

Excise rates on autos, gaso- 
line, cigarets and liquor are ex- 
tended until Apr. 1, 1955, with 





Nash Metropolitan 
Sold Out in Day; 
Output Boosted 


DETROIT.—Initial dealer stocks 
of the new Nash Metropolitan 
were sold out the day after its 
introduction, according to George 


W. Mason, president of Nash-Kel- | 


vinator. 

Dealer and customer response 
has been so gratifying, Mason said, 
that production rates are being in- 
creased by 60 percent immediately 
and will be further increased as 
rapidly as possible. The initial 
order with England’s Austin Motor 
Co. was for 20,000 cars at the rate 
of 350 per week. 


“Metropolitan sales exceeded 
cars in dealers’ hands by 34 per- 
cent within 24 hours of its public 
announcement,” said H. C. Doss, 
sales vice-president. 


Every effort is being made to 
expedite Metropolitan delivery 
schedules, Doss said. Deliveries 
from England are made to more 
than 17 U. S. coastal ports of 
entry, making possible many sav- 
ings in freight and time, he said. 

“Nash dealers report some of 
the heaviest floor traffic they have 
experienced during any intro- 
ductory period in the past,” Doss 
said. “We believe this reflects 
strong public interest in Nash’s 
new approach to the changing pat- 
tern of car use. 

“We anticipated heavy ac- 
ceptance in congested metropolitan 
and suburban areas, where the 
advantages of a compact car are 
obvious, but we have been pleased 
at the uniformly good reception of 
the Metropolitan in every type of 
community.” 


the provision that on that date 
they will drop automatically 
from 10 to 7 percent. Rates on 
trucks, parts and accessories will 
drop from 8 to 5 percent. 

Another clause provides for a 
floor-stock refund for cars and 
trucks in stock when the excise 
taxes are reduced. 

These provisions, which were not 

(See EXCISE CUTS, Page 55, Col. 3) 











Hudson Fills Out i 
Hornet Line With © 
Cheaper Models | — 


DETROIT. — Hudson last 
announced a new addition 
1954 line of cars — the Hofnet 
Special, a lower-priced companistr 
to the Hudson Hornet. 

According to N. K. VanDerzee, 
sales vice-president, Hornet 
Specials now are being shipped to 
dealers throughout the U. S. 

“This new Hudson has the 
Hornet’s power, performance, 
roadability and roomy interior,” 
VanDerzee said. “The Hornet 
Special was designed to bring these 
advantages within reach of more 
people.” ' 

The Hornet Special is available 
in three body styles. Advertised. 







| delivered price of both the four- 


door sedan and the club coupe is 
$2,619. A six-passenger club sedan-- 
the first such Hornet ever offered 
—is $2,570.60. 

The four-door sedan in the regu- 
lar Hornet series is priced at $2,- 
768.86, and the club coupe at $2,- 
741.99. , 

VanDerzee said the Hornet 
Special had the Hornet chassis and 
Hornet wheelbase—124 inches—as 
well as the 160-horsepower Hornet 
engine. 

Seats of the Hornet Special are 
finished in worsted upholstery in 
check weaves, with a choice of 
two color combinations. Among 
body finishes available are two 
new colors — green-gold and lip- 
stick red. 


Chrysler's Plastic-Die Kitchen— 


Hidden in a remote corner of a Chrysler Corp. plant in Detroit, this plastic-die 
shop developed a process which hardened plastic sufficiently to put it to use for 
production. In the foreground, John Koons, head of the laboratory, shows a foreman 
how glass cloth is. placed in the plaster mold. In the left background, men are remov- 
ing the plaster cast from a plastic die. Others mix chemicals, prepare weldments 


and smooth plaster molds. 
— a 


Developed by 


DETROIT. — Although plastic 
dies are not yet used for long pro- 
duction runs, a new process de- 
veloped by Chrysler Corp. raises 
hopes that their use in the very 
near future is assured, according 
to C. F. Vandekerck, staff master 
mechanic. 

He revealed that Chrysler’s 





Automotive News Letter 


Traps Dealer Swindler 


GREER, S. C.—W. E. White, 
45, sought for nine years by po- 
lice across the nation for robbing 
an average of a dealer a month 
since 1945, was apprehended 
within 24 hours after a letter 
concerning his activities appeared 
in Automotive News, March 22. 

The letter was from R. J. Staf- 
ford, Doc Stafford’s Motor, Por- 
tales, N. M., White’s most recent 
victim. A Greer resident, seeing 
White’s picture in Automotive 
News, called the office of Sheriff 
R. V. Chandler jr., of Greenville. 
Deputies Jack Abercrombie and 
R. M. Crumley picked up a copy 
of Automotive News and dropped 
in on White who was working as 
an auto salesman. White was 
quoted as commen “Yes, 
that’s me. Good picture, ion’t it?” 








* * 


New Plastic Die Process 


Chrysler 


plastic experts made a die out of 
a liquid plastic that would with- 
stand more than 20,000 pounds of 
pressure per square inch in 
stamping out steel parts. 

While Chrysler Corp. executives 
are reluctant to make predictions 
regarding the effects of the new 
process, they say that it opens up 
these possibilities: 

1. More frequent changes in car 
styling on low-production models. 
2. The cost of sports cars and 
luxury models may be reduced. 
3. A greater variety of car styles 
in each line of cars. ' 

The primary advantage of plastic © 
dies, Vandekerck said, is in the 
speed with which they can be pro- 
duced and the resulting economy. 

“While conventional steel dies 
require three to eight months to 
manufacture, plastic dies can be 
made in three or four weeks,” he 
explained. “Even the experimenta! 
dies now being made are 30 
cent cheaper than conventional 
dies, and when they are used on 
a large scale, the saving in the 
cost may be as high as 70 percent.” 

To make a plastic die, a liquid 
plastic is brought out of a cold 
storage room, mixed with a secret 
catalyst and poured into a plaster 
mold that has been prepared with 
(See CHRYSLER Page 10, Col. 5) 
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| Sealers tell me 


By John 0. Munn 





“The first thing to do is to go 
back to your territory and load 
dealers up with enough cars to 

ke them realize that they are 
sealers. It is to the interest of 
dealers that they do a little wor- 
rying, and the best kind of worry 
that you can give to them is the 
quantity of cars they have on 
hand and how they are going to 
sell them.” 
* * az 
7A. dear reader, is a direct 
quotation by a factory vice- 
president in charge of sales to his 
district managers. It was made, of 
course, before the war. 


Up until last fall dealers were 
begging for cars so factories did not 
need to use their economic power 
to force dealers to overstock. In 
fact, dealers begged factories for 
cars so long that when some fac- 
tories continued with high produc- 
tion last fall many cars were 
grabbed up before the dealers 
stopped to realize that in a packed 
market additional cars meant a 
loss instead of a profit. 

I quote this materpiece of evi- 
dence of general factory policy. 
This plan of manufacturers load- 
ing cars on dealers as a success- 

r <yod vhnique has been told 
,.. Me many times not only by 
,attory chiefs but by New York 
brokers, who watch the destinies 
of the various factories. very care- 
fully. The vice-president in ques- 
tion evidently thought his speech 
was important because he had it 
printed and sent confidential 
copies to each of his district 
managers so that they would re- 
member and carry out his in- 
structions. 

I quote it, too, to point out that, 
in spite of recent statements by 
factories 


controlled as long as factories in- 


dulge in production races. I am/| 
sure the majority of dealers recog- 


St. Louis Dealers 
Draft Ad Code 


ST. LOUIS.—A set of standards | 


governing the advertising of new 
and used cars and trucks has been 
worked out by the advertising com- 
mittee of the Greater St. Louis 
Automotive Assn. in cooperation 
with the Better Business Bureau. 

The rules have been mailed to all 
members of the association, to- 
gether. with a postcard which 
dealers are expected to sign and 
return to the BBB as an indication 
of their acceptance of these 
standards. 

In an association bulletin, it is 
recommended that “every new and 
used-car dealer member take ad- 
vantage of this opportunity to cor- 
rect many of the objectionable 
practices that have been allowed to 
creep into the merchandising of 
new and used cars and trucks.” 
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regarding bootlegging, | 
bootlegging cannot and will not be 


nize this fact. These dealers wish 
their organized leaders would go 
directly at the cause—the contract, 
rather than the result—bootlegging. 
These dealers are certain that 
manufacturers also realize the 
necessity of a new contract al- 
though they are reluctant, indeed, 
to change the existing contract 
which is so much to factory ad- 
vantage. 
o * * 


| Dealers Must Unite 


NEW contract will be available 

the instant dealers are united 
to any degree; first, upon the fact 
that a more equitable contract 
would benefit both dealer and 
manufacturer and, second, on what 
should constitute the terms of such 
a contract. NADA is in a better 
position now than ever before to 
take leadership in arriving at such 
a goal. The directors know what 
the score is. They have an admin- 
istrator, Frederick Bell, who is 
more than capable of carrying out 
any decisions or policies in this re- 
gard. 


These directors are backed by 
the most complete Industry Re- 
lations Committee ever organized 
in this trade. It is capably chair- 
manized by Frederick M. Sutter 
(Dodge) of Columbus, Ind., and 
the following able dealers nation- 
ally representing the various 
makes of cars: Joseph O’Daniel 
(Oldsmobile), Evansville, Ind.; 
Melvin R. Ballard (Nash), Salt 
Lake City; E. T, Brooks (Chrys- 
ler), Jacksonville, Fla.; J. Harri- 





| chester, N.H.; C. C. Cole (Chev- 
rolet), Yanceyville, N.C.; R. L. 
Edwards (Pontiac), Ridgefield 
Park, N.J.; M. M. Marston (Lin- 
coln-Mercury), Washington; B. C. 
Hawn (Studebaker), Waterloo, 
Ia.; R. C. Quinlevan (Packard), 
| Milwaukee; Judson B. Smith 
(Kaiser - Willys), Greensboro, N. 
C.; W. R. Stephens sr. (Buick), 
| Minneapolis; H. E. Warren (Cad- 
illac), Minneapolis; J. E. Wolf- 
| ington (DeSoto), Philadelphia, 
| and George F. Ziesmer (Ford), 
| Mankato, Minn. 

Dealers are so hopeful for action 
this year because this committee 
has been reenforced, for the first 
time in the history of the industry, 
by the Industry Relations Advisory 
| Committee, made up of dealers lo- 
| cated in every state in the union 
| and representing every make of car 
sold in that state. 

* . 








* 


| Year of Decision? 
wees styled its convention in 
Miami, “The Year of Decision.” 
| Dealers asked whether it was a 
| year of decision for the dealers, the 
| association or the manufacturers. 
| Most dealers thought it should em- 
brace all three. Many of them felt 
reassured that it would apply to 
NADA when they listened to 
speeches by the various officers 
| that indicated they had determined 
to put leadership in association pro- 
grams, particularly with reference 
to factory relationship. 

The biggest problem for NADA 
in contract negotiation isn’t the 
lack of policy or staff to carry it 
out. It is, I am told, the lack of 
dealers’ willingness to get behind 
NADA in a contract-revision pro- 
gram. Membership cannot be di- 
vided in such a controversial issue 
as a new contract. 

The association has to con- 
stantly overcome the influence 
and pressure of the 15,000 factory 
representatives who are con- 
stantly calling on automobile 
dealers. This is a personal con- 
tact, and it is a power that NADA 
finds difficult to match, although 
they do an energetic job in mem- 
bership mailings in an attempt 
to do so. 

Never will all dealers unite on 
this subject, but it is hoped that a 
sufficient number will agree, not 
only on the fact that the contract 
is needed but the type of contract 


for which to work. We were not 
(See DEALERS TELL ME Page 53, Col. 3) 









son Cavanaugh (Hudson), Man- 


‘Convention Urges Poll on Protection ... 





Iowans Rip Makers 


DES MOINES. — Manufacturers 
were blamed for new-car_ boot- 
legging and “cross-selling” in one 
of the resolutions adopted by the 
Iowa Automobile Dealers Assn. at 
the close of its annual convention 
here last week. 

The resolution declared that 
“such practices are the direct 
result of overproduction by auto- 
mobile manufacturers and the 


maldistribution by them of their 
products.” 

The resolution asked that NADA, 
if it is unable to obtain immediate 
cooperation from the manufactur- 
ers, “take whatever drastic action 
is necessary.” 

Another resolution passed 
unanimously urged NADA to con- 
duct an immediate poll on the 
question of territory protection. 





NADA Public Relations Group Meets— 


Participating in a meeting of the NADA public relations committee in Chicago were 
(from left), George Benjamin, manager of the Arkansas Automobile Dealers Assn., 
secretary; Roland Hughes, NADA director from Arkansas: Floyd Randolph, NADA 
director from Nebraska; Walter M. Kiplinger, NADA director of public relations; 
Walter B. Cooper, NADA director from Colorado, chairman; Eustace Wolfington, 
Philadelphia, vice-chairman; Henry Liebschutz, consultant; J. J. Verschoor, NADA 
director from South Dakota, and M. R. Darlington, managing director of the Inter- 
Industry Highway Safety Committee. 


N.Y. Auto Bills Signed 


Cover Lending of Dealer Plates, U.C. Certification, 
Price Cut for Distinctive Tags 


ALBANY.— Gov. Thomas E., sold or title to which has never 
Dewey has signed into law three} been transferred to any person 
automotive bills. All become ef-| except to a dealer holding a 
fective July 1. franchise from the manufacturer 

They provide that: for the sale or resale thereof.” 

1. Dealer and transporter plates; 3. Prevent the re-registration or 
may be loaned for five days to|operation of any vehicle: sold for 
persons who lease motor vehicles, | junk. 
as well as to purchasers. The law| 4. Require windshield defrosters 
requires the lessee to apply for/on all vehicles made after Jan. 1, 
registration within 24 hours. 1955. 

2. The certificate of adequacy | Bills which died would have 
now certifies that the used vehi- | established compulsory auto liabili- 
cle sold complies with mechani- | ty insurance; singled out vehicles 
cal requirements established | for installment-sale restrictions; 
under Section 15 of the Vehicle | provided that every sale of a used 
and Traffic Law. vehicle implies that the vehicle is 

3. The extra cost of distinctive| free from “all material defects” 
license plates is reduced from $10} unless specified in writing, among 
others. 





to $5. 

Bills which have passed both 
houses of the Legislature and are 
awaiting Dewey’s action would: 

1. Require former cabs to be 
marked as such on the registration 
certificate. 

2. Define a second-hand vehicle 
to mean “one which has been 


Illinois Dealers 


To Hear Moore 


SPRINGFIELD, Ill.—James 
Moore, NADA legal counsel, and 
Edward Payton, Cleveland automo- 
tive management consultant, will 
speak at the Illinois Automotive 
| Trade Assn. convention here May 
3-4 at the Leland Hotel. 

In addition, IATA said, a top fac- 
tory official is being sought as 
speaker. Convention registration 
information and hotel reservation 
blanks are being mailed out. 


Smaller Shows 


Lure Throngs 


SPOKANE. — Spokane’s first an- 
nual motor show was so successful 
that a repeat performance has al- 
ready been scheduled for next 
March, according to Charles Heitz, 
manager. 

The five-day show -drew 33,000 
visitors, Heitz said. 

Another 12,000 persons turned out 
for the four-day show at Missoula, 
Mont. Robert Breen, manager, re- 
ported “tremendous enthusiasm” 
for the show. 

Eleven dealers in Uniontown, 
Pa., meanwhile, staged their ver- 
sion of an auto show by holding 
simultaneous open houses. A $1,000 
gift certificate, good toward the 
purchase of a new car, was given 
away. 

Some 15,000 persons attended the 
two-day Kansas Auto Show at 
Hutchinson, Kans. A pastel mink 
stole, home freezer, television set 
and wristwatch were given away 
to visitors. 

Entertainment was headlined by 
the Ted Weems orchestra. 





Wemhoft rates? ... 


On the House . 


The two resolutions followed 
closely the recommendations of 
Charles C. Freed, Salt Lake City, 
NADA president, who had ad- 
dressed the convention on its open- 
ing day. 

Freed told the dealers that he 
favored nationwide uniform trans- 
portation or freight charges in 
order to permit the buyer to know 
what share of his costs were 
freight costs. 

“Phantom freight charges defi- 
nitely exist in the business today, 
and if the profit is taken out of 
the transportation cost, you will 
have uniform pricing,” he de- 
clared. 


Bootlegging is the No. 1 problem 
confronting the auto dealer today, 
Freed said, and NADA is “working 
hard for a speedy solution.” 

He said he thought it possible to 
get national legislation providing 
that a manufacturer could sell new 
cars only to a franchised new-car 
dealer who agreed to purchase 
them only for purposes of resale 
to a retail customer. 

Freed said NADA “is asking for 
a penalty of 25 percent of the net 
cost of the new car on the dealer 
who violates any such agreement.” 

He said he believed that “auto- 
mobile dealers are going to have 
to accept territory protection.” - 
Freed referred to the fact that 
11,000 returns from a national poll 
last fall showed “a slight margin 
against territory protection” but 
added that dealers in his home 
state, Utah, voted 3 to 1 in favor 
of it in a poll the- third week in 
March. 

Another convention resolution 
pledged the Iowa _ association’s 
support to the NADA program for 
improvement of factory-dealer re- 
lationships. Y 

The convention also went on 
record as opposed to State plans to 
revalidate the 1953 Iowa auto li- 
cense plates for a third year in 
1955. The resolution called on State 
officials to make arrangements for 
issuing new plates in 1955. 

A total of 600 association 
members and their wives at- 
tended the convention at Hotel 
Fort Des Moines. 

Arthur S. Fleming, Washington, 
director of defense mobilization, 
told the convention that unlike 
America’s tradition of letting its 

war industries fall apart after a 
major conflict, the nation now has 
the framework for military pro- 
duction in case of another major 
conflict. 

Rudy Fick (Ford), Kansas City, 
appearing on a dealer panel, told 
the dealers “the key to success in 
our business is an _ enthusiastic 
dealer organization.” 

Fick recommended incentive 
payments in the shop as well as 
for salesmen. 

Also on the panel were Frank 
Collard (Dodge) Waterloo, secre- 
tary of the NADA; Byron Hawn, 
Waterloo, and Dale Norton, 
Spencer. 

Elected president of the Iowa 
association for 1954 was William L. 

(Continued on Page 56, Col. 1) 


Some small dealers in the Big Three makes are complaining 
they’re not able to get sufficient numbers of new cars from their 
factories, while all around them volume dealers are loaded and send- 

CS ing cars into the bootleg market. Seems that the 
smaller dealers get it in the neck, in times of both 

scarcity and abundance . 

Alone successful among 


‘the auto organizations 


seeking changes in excise taxes, NADA was able 
to get Congress to provide for a floor stock refund 
on autos and trucks in stock when the levies are 
reduced Apr. 1, 1955 ... NADA Executive Vice- 


President Fred Bell will make his first official 
visit to San Francisco Apr. 21 when he addresses 
a special dealer luncheon meeting. Will he have 
word on the West Coast’s big bugbear, freight 


Tennessee association tells ifs members: “Who 
cares which factory produces and sells the most automobiles? We 


believe that most dealers are not concerned about their factory being 


Williams Hurt in Crash 
BILLINGS, Mont. — Lewis A. 
Williams, manager of Lew Chevro- 
let Co., Billings, suffered fractures 
of a hip and several ribs in a high- 
way crash near Thermopolis, Wyo. 


their businesses.” 





in first place, or 16th place, so long as they (the dealers) can make 
a reasonable profit . . . We believe all dealers should disregard this 
propaganda (about the sales race) and concentrate on managing 


—Pere Wemnuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM 


+. { !. Fair and equitable contracts between manufacturers and dealers in 
a motor vehicles, parts and accessories; 

¥ 2. Every dollar of gasoline and oi! taxes, collected by state and federal 
€ governments, applied to the building and maintenance of highways; 

B® ¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


After voting a big slash in appliance levies, the Senate 
overwhelmingly vetoed a similar cut in auto excise taxes. | 
With some auto makers only mildly interested, why | 
should Congress be concerned? | 
+ * * | 


Stiffening sales, steady prices and improved inventories | 
all along the line are reported from the nation’s auto) 
markets. 

Are we nearing that corner? | 
oe 4 

Would - You - Takes, growing in intensity in a buyer's | 
market, are the target of local dealer associations, Better 
Business Bureaus and state officials in many sections of the | 
nation. 

Since this practice is branded unethical by the BBB, 
a real crackdown seems in order. 

oe a * 


Outlining details of its guaranteed annual wage demands, 
the UAW points out that it really will be seeking a “guar- 
anteed employment plan” from auto firms. 

A rose by another name will have just as many thorns. 

: * * * 

Accusing five sales firms, Bendix-Westinghouse charges 
that counterfeit brake parts are being peddled throughout | 
the country. 

The lives of thousands mean little to gyp-parts operators. 
eke ae | 

New York’s state legislature has just voted for semi-| 
annual inspections of safety equipment on motor vehicles. | 

The Empire State joins 14 other commonwealths in 
seeking an answer to traffic fatalities. 
* os a 

Chrysler Corp. has overcome two big barriers in gas tur- | 
bine engines for automobiles—fuel consumption and high 
exhaust heat. 

A “milestone in motive power engineering,” but metal- 
lurgical and manufacturing problems still remain. 





Events 


Dealers Auto Shows 


April 3-4— North Country Auto Show, 
Dartmouth College Alumni Gymnasium, 
Hanover, N. H, 

April 3-11 — Quad-City Autorama, Rock 
island Armory, Rock Island, Illinois. 


April 19-25 — Denver Auto Show, Denver 
Municipal Bidg., Denver. 


April 22-25—Sioux City Automobile Show, 
Municipal Auditorium, Sioux City. 
April 29-May 2—Logansport Auto Show, 
City Armory, Logansport, Indiana. 
May 22-31 — Indianapolis Custom Auto 
Show, Manufacturers Building, Indiana 
State Fairgrounds. 
* ¢* @ 


Dealers Conventions 


April @—Rhode Island Automobile Dealers 
Association, Sheraton - Biltmore Hotel, 
Providence. 


April 14-1S—Automobile Dealers Associ- 
ation of Indiana, Inc., Convention, 
Claypool Hotel, Indianapolis. 

April 15-l16—Automobile Dealers Associa- 
tion of Indiana Convention, Claypool 
Hotel, Indianapolis. 

May 3-4—Illinois Automotive Trade Associ- 
ation ee Leland Hotel, Spring- 
field ili. 

May 7-8—South Carolina Automobile Deal- 
ers Association Convention, Francis 
Marion Hotel, Charleston. 

May 10-11—Missouri Automobile Deaiers 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

May !1-12—Massachusetts State Automo- 
bile Dealers Association Convention, 
Hotel Statler, Boston. 

May 18-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 


muda. 

May 23-25—Michigan Automobile Dealers 
Association Convention, Pantlind Hotel, 
Grand Rapids. 

June 3-5 — Washington State Auto Deal- 
ers Association Convention, Bellingham, 
Washington. 

June — Automobile Trade Association of 
Maryland Convention, Ocean City, Mary- 
land. 

June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

August — Automobile Dealers Association 
ot West Virginia, Greenbriar Hotel, 
White Sulphur Springs. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

Sept. 12-13— South Dakota Automobile 
Dealers Association Convention, Rapid 
City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotei Hilton, 
Albuquerque. 

Sept. 17—Kansas Automobile Dealers Assn. 
Convention, Broadview Hotel, Wichita. 


an, 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

Sept. 19-22—New York State Automobile 
Dealers Convention, Saranac Inn, Sara- 
nac, New York. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 20-2I—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, Ar- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- 
ers Assn. Convention, Buena Vista Hotel, 
Biloxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunier Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Agle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Arizona Automobile Dealers 
Assn. Convention, Westward Ho Hotel, 
Phoenix. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct. 24- lorida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 

Oct, 26 — Connecticut Automotive Trades 
Association Convention, Hartiord. 

Nov. 7-§—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov, 20—Utah Automobile Dealers Asso- 

(Continued on Page 13. Col, 1) 


10 Years Ago... 


WELL——NOT THIS 
WVENTION SHOWN HERE, 
ME BBY, BUT — 


WILL THERE BE A 

L/L DOOHICKUS TIED 

IN TO KINDA, You KNow, 
LOWER AUTO PRICES,MEBBY 7 


THE MOST-WATCHED 
GUY IN THE LAND 
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‘Closer Ties . 


Salesman’s Motto 


Having been in the automobile 
sales field either directly or indi- 
rectly for the past 10 years and in 
the selling field for some 20 years, I 
believe the time has come when the 
salesman and his boss, the dealer, 
must be closer together and with a 
complete understanding of what is 
expected of each other. 

The salesman must come to the 
understanding that he has to pro- 
duce profitable wholesome business 
for the dealer, or the dealer will be 
| out of business. When the shopper 
comes in only interested in what he 
| is going to get for his tradein, it is 
usually a waste of time to deal with 
him because he is not looking for 
quality in what he is purchasing; 
| only the idea of selling a used car 
| at a top price. 

In selling today, I believe the 
| salesman should always be mindful 
of where the source of his check 
|is coming from and try to keep his 
| salary and commission (if that is 
| the way he is hired) on a basis 
|that does not cost the dealer a 
fortune at the end of the month. 
By this I mean his sales should 





The Big Story 


Treasury Procurement revealed that 10,000 used Army trucks are 


up for sale to dealers on a competitive bid basis . 


.. A quota of 


10,000 cars, to be available for eligible motorists in April, was an- 


nounced by the Office of Price Administration . . 


. The average 


Packard dealer made a profit for the second consecutive wartime 
year and dealer outlets increased 8 percent during 1943, George T. 
Christopher, president of Packard, reported . . . During 1943, a total 
of 8,445 miles of highways were completed in the U.S. under the 
supervision of the Public Roads Administration, compared with 


10,178 in the preceding year. 


—From the Files of Automotive News. 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





about equal what he would earn at 
a@ reasonable commission. 

I am trying to look at this situa- 
| tion from both sides of the desk. 
There is nothing so discouraging to 
|a dealer as to see repossessions 
|hauled into his yard, and this is 
only caused by somebody’s mis- 
judgment; first, the salesman be- 
cause he first talked to the pur- 
|chaser and, second, the salesman- 
ager or dealer by having pressure 
from the salesman to get the deal 
through. 

Therefore, I believe in the motto 
to let all the poor business go to 
your competitor and keep the good 
business. This can only be ac- 
complished by complete  under- 
standing between dealer and sales- 
man. 

Working on this basis, the dealer 
and salesmanager and salesman 
would be a strong chain in any 
dealership.—Guy W. Woop, Box 369 
Caribou, Me. 


* eo s 


|H. P. & Torque 


Your article in the Feb. 15 issue 
of Automotive News, page 8, refer- 
ring to horsepower and torque. 

In selling heavy-duty trucks, 
which I have been doing for the 
past 20 years, I have always used 
torque as a true measurement of 
performance. Most car salesmen 
use the term horsepower because 
of smaller cubic inch motors and 
higher RPM. 

I would like to have H.P. ex- 
plained in so far as work done. Can 
the formula: H.P. equals ft. Ibs. pe: 
minute/33000 be used in regards to 
gross vehicle weight, such as: 4000 
Ibs. trav. 60 MPH/33000 equals 640 
H.P. — Georcze Racing, Autocar 
Trucks, Worcester, Mass. 

* a. = 
Eprror’s Note: In practically all 
cases where work is done, the 
(Continued on Page 20, Col. 3) 
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ONLY STUDEBAKER DEALERS 
HAVE A REAL DREAM CAR 
FOR IMMEDIATE DELIVERY: 


nO amesiniiedtiin tai 





This is it! America’s most 
beautiful sports car ! 

Not something for the future! Not just for 
display ! This is a car actually being sold 
in volume day after day! 

No wonder foresighted dealers like to be 
Studebaker dealers ! 


STUDEBAKE 


| 


AMERICAS FRIENDLIEST 
FACTORY 
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Detroit Dealers Charge Illegal Conspiracy a 


Teamsters Push for Salesmen 


By Joe Callahan 
Staff Writer 

RTHUR M. STRINGARI, at- 

torney for Detroit-area Ford 
and Lincoln-Mercury dealers, 
charged last week that a sales- 
men’s organizing drive by the AFL 
Teamsters threatens to create an 
“illegal conspiracy.” 

“And if they invoke their 
threat to impede the delivery of 
cars to dealers through control 
of the haulaway drivers, the 
union probably would face law- 
suits on the grounds of un- 
authorized secondary boycotts,” 


Other Detroit dealer officials 
have adopted a “wait-and-see” at- 
titude following a Teamsters’ 
organizational meeting last week 
attended by 250 to 300 dealer 
salesmen. 

. * +. 
OST of ‘the dealers’ “make” as- 
sociations in Detroit have 
taken the position that labor re- 
lations is “each individual dealer’s 
problem.” 

Henry Lower, business agent 
for the Automobile Salesmen and 
Demonstrators, Local 376, said 
that the union would shortly pe- 
tition the National Labor Re- 
lations Board for representation 
elections in every dealership in 
which the union has signed up 
at least 30 percent of the sales- 
men. 


have been made,” Stringari said, 
“the union is seeking to substitute 
a minimum commission for the 
present commission plan, which 
gears the amount salesmen receive 
to the gross profit of the sale.” 

He said this demand is unwork- 
able and would drive dealers into 
violation of the antitrust laws. 
soe continued: 


i: ESTABLISHING a fixed in- 

stead of @ sliding commission, 
the union threatens to eliminate 
competition among dealers. Once 
dealers are forced to pay fixed 
commissions, they will also be 
forced to give fixed tradein prices 
on used cars to cover the inflexible 
commissions. 

“This will tend to eliminate 
all price competition among 
dealers and, in effect, cause an 
illegal conspiracy.” 


Plymouth Sales Hike 


Of 15 Pct. Reported 


DETROIT.— Plymouth last 
week announced that retail new- 
car deliveries were up 15 percent 
from the level prevailing two 
weeks earlier. 

William J. Bird, general sales 
manager, said also that used-car 
sales increased for three succes- 
sive weeks and used-car stocks 
were down 15 percent from the 
first of the year. 


“Although no formal demands | ————————e————___ 





Buick’s New Century Consetihie-- 


This mew convertible has joined the Century series as the fifth : aeaiaidiad model 
among Buick's current offerings. Mounted on a 122-inch wheelbase, the Century has 
-@ 200-horsepower engine. Its advertised-delivered price of $2,963 includes power 
windows and power front seat as standard equipment. The Century group now 
numbers four models, with a four-door sedan, hardtop and station wagon in addition 


to the convertible. 


Auto Leaders 


to Explore 


Closer Government Ties 


WASHINGTON. —To study the 
possibility of closer cooperation be- 
tween the Commerce Department 
and the auto industry, department 
officials have arranged conferences 
with industry executives for Apr. 
13 and 15. 

Invitations have been mailed, 





Hudson’s Refusal 
To Renew Dealer 


Contract Upheld 


NEW ORLEANS. — A_ $82,500 
judgment in favor of a former Den- 
ton (Tex.) dealer has been reversed 
and .rendered in favor of Hudson 
Sales Corp. 

In reversing a District Court 
judgment, the Fifth Circuit Court 
of Appeals held that Hudson had 
a right not to renew its contract 
with the dealer, Mark Waldrip. 

The dealer had been awarded the 
judgment in January, 1953, on his 
complaint that Hudson Sales,.in re- 
fusing to renew his contract, was 
violating the antitrust laws. 

Hudson contended that the Dis- 
trict Court findings were inade- 
quate to support the judgment, and 
that the facts afforded no basis for 
such findings. 

Findings of the Circuit Court of 
Appeals were that Waldrip had no 


right to renewal of his contract as | 


a@ master dealer when Hudson con- 
cluded that he “was not in a posi- 
tion to give Hudson adequate repre- 
sentation and it would not be to 
Hudson’s best interests to again 
contract with him.” 


with the suggestion that those 
invited send or bring recommen- 
dations of subjects they would 
like to have discussed. 

Certain to be discussed, officials 
said, are mobilization readiness 
Plans, road legislation, taxation, 
foreign economic affairs and the 
general business outlook, at home 
and abroad. 

The Apr. 13 meeting will include 
only car, truck and trailer manu- 
facturers. The Apr. 15 conference 
will be for builders of bodies, parts, 
engines, accessories, etc., officials 
said. 

George Davis, director of the au- 
tomotive division of the Business 
and Defense Services Administra- 
tion, probably will preside at both 
meetings. 

Secretary of Commerce Sinclair 
Weeks will set forth the aims of 
his department in relation to bus- 
iness, while Lothair Teetor, as- 
sistant secretary for domestic af- 
fairs, and Charles F. Honeywell, 
BSDA administrator, will be pres- 

ent for transportation, and Fran- 
cis DuPont, commissioner of the 
Bureau of Public Roads, will get 
the views of the auto men on 
highway construction, legislation 
and financing. 


Samuel Anerson, assistant secre- | 


tary for international affairs, will 


make a foreign economic report, | 


with emphasis on automotive in- 


| terests. 
Weeks also plans to have Marion | 


Folsom, undersecretary of the 
treasury, address both meetings on 
taxes in general and excise taxes 
specifically, and to invite opinion 
with reference to the present effect 
of these taxes on the auto industry. 


Lower has contended that a 
minimum commission of about $75 
would simply be figured by the 
dealer as a part of the cost of the 
car. 

“The dealers can still be as com- 
petitive as they want in deciding 
how much of their own profit they 
want to slash for the customer,” 
he declared. . 

* * 


EARING that the salesmen 
were complaining principally 
that new-car discounting was re- 
ducing their incomes, one dealer 
said: Nance Tours Firing Line— 
“Some of those salesmen should 
spend more time selling the deal to 








On a visit to dealers in all parts of the nation, James J. Nance (second from right), 


the customer, and less time selling | Packard president, checks on reaction to Packard's spring sales program. Here he jots 
it to the dealer.” down ideas of Chester Stillwell, manager of Randall Motors, Middletown, N. Y. 


Following the Detroit meeting, 
James R. Hoffa, a national vice- 
president of the Teamsters, sent 
the following telegram to approxi- 
mately 70 dealerships: 

“This is to notify you that 
Local 376 of the Teamsters Union, 
AFL, has been authorized by 
your majority salesmen employes 
to represent them. CHICAGO. — “Gas, Gaskets and 

“Any discriminatory action taken| Glamour” is the slogan of a new 
against said employes by your com-/| promotional program launched by 
pany for their union activity will Stewart - Warner 
result in economic action.” Corp.’s Alemite 
ee division. 

ISCUSSING salesmen’s com- The firm is 

plaints of greatly reduced in- sponsoring a 
come because of excessive discount- nationwide 
ing, Stringari said: program of car- 

“Some of the dealers’ pay pol- care schools for 
icies leave much to be desired. women, accord- 
But these dealers are a small ing toF. A. Hiter, 
minority. Good auto salesmen are senior vice-presi- 
earning $10,000 a year today.” dent of Stewart- 


This contradicted union officials | Warner, but each 
who said a survey of 100 Ford and 7. 2, oe course will be 
Chevrolet salesmen disclosed an/| under the direction of the indi- 
average weekly wage of $43. vidual dealer. 

> 2 = The course consists of a two- 


L°Ow2R said that the union,| hour class, held weekly for a 

through newspaper advertising| Period of six weeks, in the 

alone, had signed up more than 700| dealer’s service department. 
(Continued on Page 48, Col. 2) The women students learn, in 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday) 


Wednesday, March 31 Wednesday, March 24 


(Prices firm. Sold 111 cars out of (March 3, Sale very good, prices 
150 entries.) firm. Sold 107 cars out of 148 


BLICK—'53 Super Riviera coupe, §$2,- entries.) 
015°, $1.950°. '52 Special 4-dr., $1,- BUICK—’53 Super Riviera 4-dr., $2,- 
130°; RM Riviera coupe, $1,380*. ’51 025°. °52 RM 2-dr., $1,390°. °51 
Super 4-dr., $1,070; RM _ Riviera Special Riviera, $940*. °48 Super 4- 
coupe, _ $1.165°, "50 Special 4-dr., dr., $200, 
$600°. "49 RM 4-dr., $365°. CADILLAC—'53 (62) club coupe, ods 
CADILLAC — ’51 (62) 4-dr., $1,925*. 350°. ‘50 (62) club coupe, $1,650 
‘49 (62) conv., $1,200*. "49 (62) 4-dr., $1,000°. '47 (62) 4- 
CHEVROLET—'53 (210) 4-dr., $1,270, dr., $425, “41 "(62) 4-dr., $600. 
$1.250; 2-dr., $1,300*, $1.250*: (150) CHEV KOLET—'53 Bel Air sport coupe, 
4-dr., $1,175, $950; 2-dr., $1,150. °52 $1,545°, $1.505*, $1,450*; (210) 4- 
SL Deluxe 2-dr., $875, $835, $715. ’51 dr., $1.290°. '52 SL Deluxe sport 
SL Deluxe 2-dr., $715, $700, $690, coupe, $1.090*; 2-dr., $955, $890*, 
$660; 4-dr., $710; Sport coupe, $900; $860. ‘51 Bel Air coupe, $905*, $840; 
SL Special business coupe, $690. 50 SL Deluxe 2-dr., $740*, $735*, $690°, 
SL Deluxe 2-dr., $550; sport coupe, $645; 4-dr., $715, $665*. "50 SL De- 
$600; SL Special 2-dr., $440, $475. luxe sport ‘coupe, $520; conv., $675. 
"49 SL Deluxe 2-dr., $600, $435; SL ‘49 SL Deluxe sport coupe $410; 4- 
Special 2-dr., $400, $370, '48 SM dr., $560, '48 FM 4-dr., $250, 
2-dr., $260. °47 SM business coupe, DexioTO—'54 Fire Dome club coupe, 
150. =. > Fire Dome os $1,- 
ae fee . 50°, °52 Fire Dome 4-dr., $900°. 
“toh en oe oO ‘51 Custom club coupe, $900°. ’50 
. _ : Custom 4-dr., $420; °49 Deluxe 
DODGE—'51 Meadowbrook 4-dr., $680. Carry-All, $400. 
‘50 Meadowbrook 4-dr., $520. FOKD — '53 Crest Victoria, $1,480; 
FORD—'53 Custom (8) 4-dr., $1,330*, Custom (8) club coupe, $1,520*; 2- 
2 at $1.235*, $1,230, $1.200, $1,180; dr., $1,500°, $1,225; 4-dr., $1, 335, 
2-dr., $1,300, $1, 275, $1,200, $1,100; $1. 510, $1, 300, $1,290; Custom (6) 
Victoria, $1,490"; Custom (6) 2-dr. club coupe, $1.520*. °52 Custom (8) 
$1,185*; (6) % -ton pickup, $900. "53 club coupe, $950°; 4-dr., $1,060°*, 
Custom (8) 4-dr., $965; club coupe, $935, $890; 2-dr., $990, $975; Main 
$950; (6) 2-dr., $985. "51 (8) 2-dr., (8) 2-dr., $910. '51 Custom Deluxe 
$640; (6) 2-dr., $270. '50 (8) 2-dr., Victoria, $855, $800*; Custom (8) 2- 
$570; (6) 2-dr., $550, $530. '49 (8) dr., $650, $615, $560, $525; 4-dr.. 
conv., $340; club covpe, $430; (6) 2- $635. ‘50 Deluxe (6) 4-dr., $460; 2- 
dr., $305, $270. '47 (6) 2-dr., $125. dr.. $380, $425, $310. '49 (6) 4-dr., 
$210. °47 (8) 2-dr., $280 








Sa ee Ta, So HUDSON—'52 Hornet 4-dr., $1,050°. 
LINCOLN—'49 4-dr., $620*. *51 Pacemaker 2-dr., $610*; 4-dr., 
MERCURY — ’52 4-dr., 2 at $1,075*; ov" Hornet 4-dr., $715*; coupe, 
club coupe, $1,275*; "Monterey club 
coupe, $1,350*. °51 4-dr., $800. ‘50 MERCURY 's3 coupe, $1,640. ‘52 4- 
4-dr., $600, °49 4-dr., $450. $1,215, $1,180; 2-dr.. $1,150, °51 


NASH—'51 2-dr., $430. '50 2-dr., $230. couipe, $785*, $775; 4-dr., $715. *49 
OLDSMOBILE—'53 (88) 4-dr., $1,775*. $340." ae: é-ar.. 3 at OER, CO, 
*52 (88) 2-dr., $1,315*. °51 (88) club NASH—'53 Ambassador 4-dr., $1,175. 
coupe, $980*; 2-dr., $770*. *49 (98) 52 Statesman 2-dr., soi. 49" (600) 
4-dr., $190°. 2-dr., $235. '48 (600) 4-dr., $160, 
PLYMOUTH—’53 Cranbrook 4-dr., $1,- OLDSMOBILE—’51 (88) 2-dr., $850*; 
050; club coupe, 2 at $1,050. °52 (98) 4-dr., $1,075*, $705*, °50 (88) 
Cambridge club coupe, $810. ‘51 coupe $615*. 
Concord 2-dr., $475, $405; club coupe, PLY MOUTH _ "53 Cranbrook club 
$655. °49 Deluxe conv., $410. coupe, $1,230. °'52 Cambridge club 
PONTIAC—’53 (8) 4-dr., $1.600*, °52 coupe, $815, $680. '51 Cambridge 2- 
(8) Catalina, $1.400*, $1.3S0*, ‘51 dr., $630. ‘50 Deluxe business coupe, 
(8) Catatina, $925; 2-dr., $915. $900; $320. '49 Deluxe 4-dr., 2 at $375. 
4-dr., $925. °50 (8) Catalina, $845°; PONTIAC—’53 Chieftain (8) 2-dr., $1,- 
(6) 4-dr.. $460. '49 (6) 2-dr., $430; 620*. '52 Catalina (8) coupe, $1,- 
4-dr.. $445. 390*, $1.300*; (8) 4-dr., $1,190°, $1,- 
STUDEBAKER—'52 Commander conv., 175. °51 (8) 2-dr., $915°. "50 (8) 4- 
$910; Champion 4-dr., $650, $615; dr.. $365*: coupe, * $605°, 
2-dr., $635; club coupe, $935. °51 ST! DEBAKER — '48 Champion 2-dr., 
Champion 4-dr., $250. $200. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports Are On Pages 42, 43, 44 





‘Gas, Gaskets, Glamour’ 


Women Car-Care Schools at Dealerships 
Sponsored by Alemite 





nontechnical, language, the funda- 
mentals of their car’s mechanical 
systems, the importance of peri- 
odic lubrication, how to make 
minor repairs, how to trade in a 
car, how to buy a new car, winter 
and summer driving precautions, 
and what insurance coverage is 
needed. 

Demcnstrations, charts, films and 
instruction by automotive experts 
round out the classes. Car-factory 
zone personnel, as well as suppliers 
of batteries, tires, antifreeze, brake 
linings and other components or 
materials, have a place in each 
dealer’s school -program. 

Women’s desire to learn more 
about the care and maintenance 
of the family car has already 
been demonstrated in two cities, 
Hiter said. 

In Cleveland, schools offered by 
two car dealers resulted in a wait- 
ing list of several hundred ap- 
plicants. 

Similar classes held in Hartford, 
Conn., sponsored by the Hartford 
Automobile Dealers Assn., resulted 
in a heavy overflow of women ap- 
plicants. 

Explaining Alemite’s interest in 
setting up schools for dealers, 
Hiter said: 

“A survey last fall convinced 
us of the increasing interest 
among women in seeing that the 
family car receives proper care. 
Dealers declared that they liked 

to have the wives bring the car 
in because it meant that more 
cars could be brought in on 
Tuesday, Wednesday and Thurs- 
day, thus spreading the work 
load.” 

Women interested in attending 
courses may contact their dealers 
for information about courses. 
Dealers can obtain material neces- 
sary for staging courses from 
Alemite distributors. 


Packard to Launch 
$2 Million Spring 


Sales Stimulation 


DETROIT. — Packard said last 
week that it would launch a 
nationwide distribution activity, 
termed a grass-roots “turnaround,” 
to heighten and dramatize the 
spring upturn in its dealers’ sales. 

The $2 million, four-point 
program will be conducted during 
April and May. It includes cash 
awards for salesmen, a salesmen’s 
day-to-day plan book guide, and 
continuation of the company’s 
program at all levels. 

As the program goes into effect. 
1,600 chambers of commerce are 
being urged to solicit the cooper- 
ation of local merchants in “spring 
selling weeks” and other merchan- 
dising activities. 

In addition to the basic program, 
Packard has scheduled $1 million 
to promote the theme, “Let Pack- 
ard Prove It,” in an advertising 
campaign using national maga- 
zines, newspapers, radio and tele- 
vision, according. to William 
Macke, merchandising manager. 
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GM, Ford Deny Charges... 


Auto Monopoly Probe 
Sought in Congress 


(Continued from Page 1) 


duction on public demand, as com-| ing is probably the most important 
factor in selling automobiles,” he| 3 


pared with conditions existing 
prior to the middle of 1953 when 
we were unable to fill the public 
demand because of Government 
controls and scarcity of raw ma- 
terials.” Sis a 


EP. CHARLES OAKMAN, 

Michigan Republican, asked 
Crumpacker how he could term 
the keen competition between Ford 
and GM monopolistic. 

Crumpacker replied that courts 
have found that to force compe- 
tition out of a field sometimes may 
be a violation of antitrust laws. 


Rep. Gardner Withrow, Wis- 
consin Republican, recalled that 
in 1935 the FTC made an in- 
vestigation of competitive 
practices in the industry and 
stopped similar complaints which 
had been voiced at that time. 


Ford and GM have spent billions 
of dollars to expand and improve 
manufacturing facilities, Oakman 
said. 

“That may be why they are mak- 
ing most of the cars,” he added. 
* = * 

- CALLING for immediate Gov- 

ernment action, Crumpacker 
said, “While the battle for leader- 
ship rages between Ford and GM, 
people are going hungry and auto- 
mobile dealers from coast to coast 
are either going bankrupt or sur- 
rendering to the opposition in ever- 
increasing numbers. 

“It is my hope that these two 
giants of industry will see the 
handwriting on the wall and call 
off their battle before their lust 
for leadership has so aroused the 
public opinion that they them- 
selves might eventually be de- 
stroyed.” 

Crumpacker said he hoped the 
matter could be resolved without 
the necessity of the Government 
bringing a dissolution suit under 
antitrust laws against either Ford 

or GM, but he added: “It seems to 
me that these two companies, by 
their present conduct, are inviting 
such action.” 


By urging the investigation, 
Crumpacker said, he was seeking 
to bring home to the public a full 
realization of what is happening 
“before it is too late to save some 
of the smaller competitors in the 
mone who are being forced to the 


IRUMPACKER cited sales and 

production figures to show that 
what he called “the current de- 
pressed condition” of the industry 
is not industrywide. 


According to his figures, sales 
have declined 9.5 percent so far 
in 1954, although production is 
down only 6.4 percent. If this de- 
cline had been spread evenly 
throughout the industry, he said, 
it would have caused no major 
job dislocations. 

Instead, he said, the decline has 
taken place “entirely in that seg- 
ment represented by the Chrysler 
Corp. and the so-called independ- 
ents, which include Studebaker, 
Nash, Hudson, Kaiser and Willys.” 


Crumpacker said he had noted 
that while GM and Ford produc- 
tion had increased during 1954, out- 
put had fallen off by more than half 
in other segments of the industry. 


s * ® 


“WHILE it will no doubt be ar- 


; gued by some that all this 
is due merely to Ford and GM 
Products being superior in quality 
and lower in price than competitive 
makes, I think it must be obvious 
that this is a minor factor, if it 
is a factor at all,” Crumpacker said. 


Price differences between com- 
petitive models of different makes 
are small in most instances, he 
said. As to quality and customer 
appeal, he said, “there is little 
reason to believe that public 
taste in these matters could have 
changed so sharply and so abrupt- 
ly in such a short space of time.” 

“It is well known, both within 
and outside the industry, that styl- 


said. “While the GM line has been 
restyled in the 1954 models, the 
Ford line of cars, which have 
shown the most spectacular gain in 
sales, are hardly distinguishable in 
appearance from their 1953 and 
1952 models. You just have to look 
elsewhere for an explanation for 
the sudden change in the sales 
pattern.” 

Crumpacker said it is becoming 
increasingly apparent that the real 
explanation lies in competitive 
practices. 


* > + 
“q)NE of the first and most im- 
portant of these practices,” the 
lawmaker said, “is the forcing of 
cars on dealers through overpro- 
duction. 


“Dealers are being forced to | have voluntarily given up their 


me 


Indianapolis Officers Honored— 









Retiring officers of the Indianapolis Automobile Trade Assn. are presented with 
plaques by Lovis A. Walther (left), president. They are (left from Walther) Walter 
Hiser, past president; James D. Strickland, retiring board member, and B. T. Gates jr., 


retiring board member. 


handle an ever-increasing vol- 
ume of cars irrespective of 
whether they can do so profitably 
..- If they don’t keep abreast of 
the steady flow of new cars de- 
scending on them from the pro- 
duction lines, they will find them- 
selves overwhelmed with bank- 
ruptcy.” 

A few dealers, Crumpacker said, 


franchises, but most have such a 
large investment tied up that they 
are forced to battle to survive. 

To move new cars he said, they 
must overallow on tradeins. Then, 
in order to keep from being 
swamped with used cars, they must 
sell the used cars at less than the 
prevailing market price. This he 
said, demoralizes the used-car mar- 
ket and attracts used-car purchas- 





droopy 


head 








ers away from their competitors. 


The combined factor of overal- 


lowing on tradeins and selling used 
cars at loss has reduced the over- 
all margin to the vanishing point 
in many instances, he said. 

oo * * 


ws ANY new-car dealers who 
have held Ford or GM fran- 
chises for years have been operat- 
ing in the red for the past several 
months for the first time in their 
experience,” Crumpacker said. 

“The pressure produced by such 
competitive practices is just as 
strong, if not stronger, on the 
dealers of competitive makes. To 
continue selling cars they must 
engage in the same or similar 
practices. If they don’t sell cars, 
the overhead expenses of their 
establishments gradually eat 
them up.” 

About the time that a dealer for 
one of the independent manufac- 
turers is faced with bankruptcy be- 
cause of this fierce competition, 
Crumpacker said, one of the “Big 
Two” comes around and offers him 
a franchise. Crumpacker said that 
the number of dealers switching 
from independents to the “Big 
Two” has increased at an alarm- 
ing rate. 

“Dealerships are to an automo- 

(Continued on Page 10, Col. 1) 


looks darling here....BUT NOT ON 






Install 
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MIRROR 





BEAUTIFUL NEW CONCEPTS IN FUNCTIONAL MIRROR DESIGN 
TO. COMPLEMENT AND ENHANCE THE CARS OF TODAY 





NO. JF 88 BODY- 
OBLONG MIRROR-It's high, wide 
and handsome! Mirror head meas- 
ures 3” x 5“ — and has all the fine 
features of the JF 55. LIST— $5.10 


A JF ORIGINAL! 


mounted! 


MOUNT 


5 


SELF-ADHERING GASKET ACTS AS 


TEMPLATE FOR HOLE ALIGNMENT 


JOMA MANUFACTURING CO., 


INC. e 


JF MIRRORS feature turret-screw locks — absolute insurance against drooping 
or sagging heads! Once locked, they stay locked and you save yourself costly 
“come-backs!” Replacement of mirror heads is never a problem. Anyone can do 
it without disturbing the bracket mounting! Simply loosen turret-screw, replace 
head and tighten to any position — that’s all! 


JF MIRRORS by Fischer are designed with foresight for better hindsight. Without 
question, this is the most exciting line of mirrors that ever graced a car panel! 
Without question, JF MIRRORS are as beautiful as the cars on which they are 


JF MIRRORS are custom-contoured for flush mounting, triple chrome plated and 
- furnished with a 4%” mirror head of selected optical glass. 


Available in non-glare or clear— LIST $4.05 


fi MIRRORS, -3;,/,, 


sisi Quire) 


NEW YORK 72, 


NEW YORK 
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DETROIT. — The broad story of 
Chrysler Corp.’s efforts to win back 
its competitive position through 
modernization was described last 
week in a Fortune Magazine art- | 
icle, “Chrysler Takes the Bumps.” | 

The task facing L. L. Colbert, 
Chrysler president, says Fortune, is 
not only one of modernizing the 
product, but of modernizing a 
“huge business which had been run 
like a little business by a handful 
of exceptional businessmen.” 

This is to be done in part through | 
divisionalization, and the magazine | 
says the new orders are: 

| 





“Take it from Highland Park 
as soon as you can and show a 
profit.” 

With little time to develop talent 
from within, divisional chiefs have 
been given the OK, according to 
the article by William B. Harris, to 
hire from the outside. 


In the long-term future, the 


magazine says, Plymouth will be 
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‘Chrysler Takes the Bumps’ 


Fortune Describes Colbert’s Efforts to Modernize 
A Giant ‘Run Like a Small Business’ 


put on its own, but “not until the 
presidents of -Chrysler, DeSoto 
and Dodge have s 
their lines enough so that cach 
can stand on its own feet.” 

Biggest task, it was said, will be 
in decentralizing central engineer- 
ing. 

Appointment of Virgil Exner as 
styling director was said to be an 
important step in this direction. 
Exner has been charged to work 
directly with the division presidents 
and their department heads, For- 
tune said. 

Thus, it was pointed out, “the 
looks of cars will no 
longer be decided by a few men 
at Highland Park.” 

It is said that the 1955 models 
will be the first to result from the 
new order. 

A part of the new program, For- 
tune says, involves a change in the 
traditional attitude that dealers 
should be self-sufficient. 

“Chrysler officials,” the article 
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says, “would be the last to admit 
that they are considering moving 
toward the GM system of strict 
dealer control, yet it should not be 
a surprise if they do.” 

The magazine says that while 
the contract held by K. T. Keller 
(which runs to 1956) makes it 
clear that Keller is boss, he has 
delegated this authority to Col- 
bert. 


Insistent rumors in Detroit to the 
effect that all top jobs, including 
Colbert's, are in jeopardy, were 
called unfounded by Fortune. 


* 
Businessmen Meet 
o e 
Today in Capital 

WASHINGTON, — The National 
Small Business Men’s Assn. opens 
its three-day membership meeting 
here today (Apr. 5). 

In addition to visiting their con- 
greasional representatives, the 
members will discuss legislation 
affecting small businesses. Speakers 
include DeWitt Emery, association 
president, and Dr. Millard G 
Faught, consultant to management 


and the author of books and art- 
icles on business and economics. 


DISTRIBUTOR REPRESENTATIVE MAKES INSTALLATION ON YOUR PREMISES 


IN LESS THAN 45 MINUTES WITHOUT REMOVAL OF WHEELS OR TIRES! 
Will not Crack, Chip, Peel .. . Blowout-Safe ... Puncture Protected 


Cc & M MOTOR SALES 
14550 Livernois Ave., Detroit 21 


WITE-WALL OF COLORADO 
4730 East Colfax, Denver, Colorado 


WITE-WALL OF MINNESOTA 
823 South 4th St., Minneapolis 15 


SEVERAL CHOICE FRANCHISES AVAILABLE. FOR FURTHER INFORMATION WRITE... 


WITE-WALL, INC., 742 W. Taylor St., Chicago 7, lil. 


DISTRIBUTORS 











Boehm Retires from Cadillac Post— 


Retiring after 27 years of service, E. D. Boehm, used-car manager of Cadillac's 
New York branch, is presented with a scroll and gifts. From left are H. J. Berney, 
New Rochelle sub-branch manager; F. Bussche, York Ave. sub-branch manager; W. C 
McCallister, branch new-car sales manager; S. B. Earnest, general manager of the 
New York branch; Boehm, and H. W. Powers, Bronx sub-branch manager. In the 
background are A. W. Fehling, Boehm's successor, and J. A. Ransom, resident comp 
troller. 





Marquis to Cappel 
Earl Cappel, former vice- presi-| continues as a dealer in Oakland 
dent and west coast manager of | The new firm name is Cappel Pon- 
Cappel, MacDonald & Co., Dayton,/|tiac. Vern Savage sr., sales man- 
O., is the new Pontiac dealer in| ager for Marquis, is vice-president 
Walnut Creek, Calif. He took over| and general manager of the new 
the dealership of Don Marquis, who | company. 
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GIVES “WHITE-WALL APPEAL” TO ANY BLACK TIRES! 
Made of PURE CREPE RUBBER — Becomes Part of the TIRE! 
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CALIFORNIA WITE-WALL DISTRIBUTORS 
3184 Pico Blivd., Los Angeles, California 


WITE-WALL OF IOWA 
19 S.W. 42nd St., Des Moines, lowa 


$12 PER SET INSTALLED 
Set of Four 
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Report From Dealers 


a 





Mr. Claude Short, Dodge Plymouth Dealer, Santa Monica, California 


“The best sales force Ii ever had 


“For 21 years, I've been selling Dodge. I'm happy to say that I've wheel and feels that Dodge performance, he’s a believer. 


one — sig ee oe a Because this is the kind of performance that set 196 official 
V-8 and 6 9 ¥ ? : AAA records . . . and won for Dodge the selection as official 
. Pace Car for this year’s famous Indianapolis 500-Mile speed 
“Together, they offer any car buyer the widest possible price range. classic! In roominess, in elegant styling, in handling, in road- 
Each one, at its price, offers more features, more built-in value than ability and sheer comfort, this new ’54 Dodge is a solid seller 
the cars it competes against. And how they can sell on a demonstration and America’s Top Economy 8 to boot! 


ride. They tell a prospect more in one half hour than | can in a day. 7 ; sa) . 
This year, more than ever, it’s great to be with Dodge! 


“So, | let my stor salesmen do my talking for me. And you know, it 
works mighty good!” 


Dependable New 
Like Dodge dealers all over the country, Claude Short knows 
that the ’54 Dodge is a terrific salesman. Its elegant new 7 
styling and gracious new interiors impress just about everybody 
who sees them. And when a prospect gets his hand on the 


Dodge Dealers of America present the tops in TV-Radlo entertainment: Danny Thomas, ABC-TV + Bert Parks in “Break The Bank,” ABC-TV + Roy Rogers, NBC Radio 
DODGE DIVISION + CHRYSLER CORPORATION + DETROIT 31, MICHIGAN 





Riemann 
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‘GM, Ford Scoff at Accusation Made in Congress ian 


Auto Monopoly Probe Proposed 


(Continued from Page 7) 


action to the Antitrust Division 


bile company what branches are to| of the Department of Justice. 


a tree—cut them off one at a time 
and you gradually kill the trunk,” 
Crumpacker said. “The injury to 
the parent company of such ampu- 
tations is permanent and in most 
instances irreparable.” 
* * c 
IRUMPACKER said the first ob- 
jective of any FTC probe should 
be to determine whether such com- 
petitive practices constitute a vio- 
lation of existing antitrust laws. 
“If it should be found that they 
definitely are,” he said, “the FTC 
would be obliged, of course, 
either to take appropriate action 
itself or to recommend immediate 





Gangway! 

BUFFALO.—Two Great Lakes 
auto carriers—the first of the 
season—reached port from De- 
troit last week with about 900 
cars. Scores of trailers were 
lined up to take the cars for de- 
livery throughout the east. 





“If the FTC finds that the prac- 
tices are not in violation of existing 
laws, they may wish to recommend 
to Congress amendments to the law 
which would deal with such prac- 


tices.” 
* 


+ * 
As AN example of what has hap- 
pened to the independents, 
Crumpacker cited the case of Stu- 
debaker. He said: 

“Last August, when production 
was at its peak, Studebaker em- 
ployed 24,000 production workers. 
Today they are down to 12,000 and 
there are rumors of a possible lay- 
off of another 3,500. Even those who 
still have a job at the plant are 
only working four days out of every 
14. 


“Thus, while the total employ- 
ment at Studebaker has dropped 
in half, the total payroll a1 a 
monthly basis is less than one- 
fourth what it was last August.” 

Crumpacker said the Studebaker 
situation is “not an extreme or un- 


typical of what has happened to a 
number of companies in the indus- 
try.” 

Crumpacker presented the follow- 
ing statistical background of the 
industry so far in 1954: 

GM sales are down 0.3 percent 
from last year, while Ford sales 
have increased 13.5 percent. GM 
production has increased 1.4 per- 
cent while Ford output is up 47.7 
percent. 

* * 
: sales of Chrysler Corp. are 
down 31.2 percent while pro- 
duction has declined 48.2 percent. 
Sales of independent makers are 
down 47.4 percent and production 
has fallen 59.7 percent. 

“The net result of this shift in 
sales,” he said, “has been to in- 
crease GM’s share of entire sales 
from 39.8 percent last year to 43.8 
percent during the corresponding 
period this year, while Ford’s 
share has jumped from 25.3 per- 
cent to 31.7 percent.” 

Other figures quoted by Crum- 
packer showed that: 


has increased from 45.9 percent last 
year to 49.1 percent this year. Ford 
production has jumped from 21.1 
percent to 33.5 percent. In the week 
ending March 13 Ford and GM 
represented 86.7 percent of the in- 
dustry total. 

In 1954, Chrysler sales are down 
to 17.4 percent of the market, com- 
pared with 22.9 percent last year, 
while Chrysler production has fall- 
en to 12.5 percent of the total—10 
percent in recent weeks—as com- 
pared with 22.5 percent last year. 

7 * . > 

q= of the independents have 

fallen to 6.6 percent of the total 
as compared with 11.3 percent last 
year and the pre-Korean average 
of 16.5 percent. Production is down 
to 4.9 percent of the total as against 
11.2 percent last year. In recent 
weeks it has been as low as 2.9 
percent. 

Crumpacker said he under- 
stood that the FTC already has 
received a number of complaints 
from auto dealers and has been 
conducting a limited investiga- 
tion into competitive practices. 
The investigation, he said, is in 
connection with FTC’s continuing 


usual example, but is more or less GM’s share of total production | check into possible violations of its 



































1. You don’t have to be a detective to know 
today’s customer expects honest value from 
his car. 





3. But if you want him to speak well of 
wes. 


© 1954, Ethyl Corporation, New York 17, N. Y. 


2. And if he doesn’t get first-rate perform- 
ance, he’ll be skeptical of you and your whole 
organization. 





4. Wise him up. Tell him to use “Styl 
gasoline and get full power from his 
car. (Of course, the timing should be 
set for “Ethyl” gasoline.) 








cease - and - desist orders issued 
against the Big Three in 1941. 
* > s 


“E* IS my desire,” he said, “thet 
this be expanded into a ful'- 
scale investigation of competitive 
practices within the industry . 

“I certainly myself am a strong 
believer in our free enterprisc 
system and believe that free and 
untrammelled competition is an 
integral and necessary part of 
that system,” he said, “but by the 
same token I believe that monop- 
olies in any field are just as in- 
imical to both free enterprise and 
free competition as in Govern- 
ment interference and regulation. 

“I would think that the leaders 
of these two great enterprises would 
display enough industrial states- 
manship to stop this thing before it 
reaches the point where Govern- 
ment intervention will be forced by 
public opinion.” 

Crumpacker is an attorney and 
a native of South Bend. Relatively 
unknown at the national level, he 
is reported to be well-liked and re- 
spected in his district. He was first 
elected to the Hce~-se in 1950 and 
sent back in 1952. ."e is up for re- 
election this year. 


Gradings of Oil 
Are Simplified 
By Quaker State 


OIL CITY, Pa.—To simplify the 
grading of motor oils, Quaker State 
Oil Refining Corp. last week an- 
nounced that it henceforth would 
market its oils under the desig- 
nations of “light,” “medium” and 
“heavy.” 

F. O. Koontz, sales vice-presi- 
dent, said that this development 
would “restore common sense to 
motor-oil marketing and relieve a 
situation that has become highly 
confusing to dealers and motorists 
alike.” 

“With our new grade desig- 
nations,” Koontz said, “the dealer 
can quickly provide the right type 
of oil for every customer. He will 
also simplify his ordering and re- 
duce his inventory. Also, he will 
have fewer slow-moving grades to 
clutter up his storage space, and 
his turnover of all stocks will be 
faster.” 

The light grade, designed especi- 
ally for cold-weather service, is 
for use where SAE 10W, 20W or 
20 grades are now recommended. 


The medium grade, designed for 
warm-weather service, is for use 
where SAE 20W or 30 grades are 
recommended. 

The heavy grade is designed for 
truck or bus engines where a 
heavy oil is desired, or in older 
engines where heavy oil is wanted 
to cut down consumption, or where 
SAE 40 or 50 grades are recom- 
mended. 

Quaker State also markets a 
special multiple-viscosity, high- 
detergency oil, covering the SAE 
5W-20 range. 


Chry 


sler 


(Continued from Page 2) 
strips of glass cloth and a special 
plastic paste. A steel plate known 
as a weldment is attached to the 
back of the die so that it may be 
fitted into the press. 

After setting at room tem- 
perature for 24 hours to get rid 
of any air bubbles, the unit is 
placed in an oven and baked at 
a temperature of 180 degrees. 

After the die is taken from the 
oven, the plaster case is removed 
and the die is smoothed and 
polished by hand with fine sand- 
paper. To the inexperienced eye, 
the die appears fragile, but actually 
it is harder than a rock, engineers 
say. 

Plastic dies do not always last 
as long as steel ones, but due to 
the ease with which they can be 
made, they will be ideal for short 
production runs, according to Van- 
dekerck. They also have the ad- 
vantage of being easily repaired 
with a secret Chrysler “Kuick- 
patch.” 





Brost Motors to Move 
Brost Motors Inc. (Dodge-Plym- 
outh), 1291 and 1285 Main St, 
Buffalo,-is planning to move its 
new-car sales and service facilities 
to the latter location, Chester J. 
Brost, president, has announced. 
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PORGELAINIZE 


OFFERS A QUICKER, EASIER WAY TO MOVE CARS FASTER 
: NEW 1954 MODELS jo buyer's market it pays to 


show your product to the best advantage. The car that outshines, 
outsells. So why not Porcelainize every new car before display? 


The added beauty is the greatest of all sales appeals. 


USED CARS What is your rate of turnover? 30 days? 
40 days? National tests prove conclusively that Porcelainized used 
cars sold in an average of 4.48 days. Why? Because Porcelainize 
gives used cars the impression of excellent general care by former 


o 


owners. Buyers buy more confidently, more freely. 





POWER YOUR SALESMANSHIP WITH PORCELAINIZE! 


ROELAVNIZE = tnt emt 


FREEMAN & FREEMAN, INC. 
DENVER 3, COLORADO 
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FOB FACTORY 


Metals and Machining 
Delay Turbine Output 


yg ssghoreug CORP.’s announcement that it has developed 
an automobile gas turbine that solves the troublesome 
high-fuel consumption and exhaust problems emphasizes 

that the new engine is not ready for general use. 
The announcement states that commercial production of 
©—- - > 


turbines for cars “de- 


pends on the long-range solu- most difficult materials to machine, 
tion of many complex metal- | which are used commercially. 


lurgical and manufacturing prob- 
lems.” It may be helpful to see 
what some of these problems are. 
As many jet-engine producers 
will testify, mass manufacture of a 
gas turbine would be much differ- 
ent from volume production of a 
piston engine. While some of the 
materials, aluminum and magne- 
sium, for example, machine very 
readily, other alloys used to resist 


Much experience in forming 


Some recent advances have been 
made. Nevertheless, casting, form- 
ing and machining of jet-engine 
alloys continues to be a compli- 
cated problem. 

Even if the materials used in gas 
turbines were not expensive and 
difficult to form and machine, the 
car manufacturer would still be 


high temperatures are probably the faced with tolerances that are 





much tougher than anything en- 
countered in passenger and truck 
engines today. 

Whereas a car engine may re- 
quire selective fitting of pistons and 
piston pins, for example, most of 
the blades exposed to high tempera- 
tures, and possibly some of the 


other turbine blades will have to be 


selectively fitted. 


* * ® 


Tolerances Pose Problem 


[i THE case of jet engines, not | 
only the small components like 
blades are held to very close toler- 
ances, but overall dimensions are 
also held to extremely close limits. 
This means that many parts—not 
just a few—must be selectively as- 
sembled. Producing to meet ultra- 
rigid tolerances adds considerably 
to manufacturing costs. Selective 
fitting adds still further to mass 
production expense. 

When the high cost of materials 
is added to manufacturing costs 
that are known to be much 
greater than today’s piston-engine 
costs — and the cost penalty of 
selective fitting is included—it be- 
comes more understandable why 
Chrysler has emphasized that 
many manufacturing problems 
remain to be solved before gas 





“You wear it over the head and 
it eliminates all the glare from 
oncoming headlights.” 





turbines for cars will become 
available to the public. 

Possibly the biggest hurdle, how- 
ever, is the barrier of strategic ma- 
terials. Early in the postwar period, 
it was pointed out that a really big 
jet-aircraft program would prob- 


ably consume all of the nickel and 
cobalt and probably most of the 
tungsten and chromium available 
in this country. 

While molybdenum is available in 
large quantities here, any squeeze 
on the other heat-resisting alloying 
elements is reflected by serious 
pressures on molybdenum. 

e + * 


Strategic Roadblocks 


At THE present time, U.S. Gov- 
ernment stockpiling of nickel is 
continuing. With this in mind, it 
seems highly unlikely that Wash- 
ington would permit the use of very 
| large blocks of this critical strategic 
material for civilian use at least 
| until the Russian threat has abated. 

In the long run, the strategic ob- 

jections to U.S. passenger cars 
powered by a gas turbine may be 
the most serious ones. This situa- 
tion could be quickly changed, of 
course, by the development of 
ceramic or other materials suitable 
for use in gas turbines. 

Assuming that Ohrysler’s claims 
for ite new gas tarbine are justi- 
fied —and there seems to be no 
good reason to discount them — 
the company deserves the con- 
gratulations of the industry for 
having reached an objective that 
every other U.S. firm working on 
gas turbines has apparently failed 
to reach. 
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If this is true, Chrysler engineers 


'are entitled to the Blue Ribbon of 
| Achievement in Engineering for the 
| past five years or more. The fact 
| that its goal was kept so well under 
| cover during the past nine years is 
|further indication of the loyalty i 
|and persistence behind Chrysler’s | 
| engineering research program. 

| * > + 
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OF SUCCESSFUL MANUFACTURING EXPERIENCE 
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| Westinghouse Announces 


| New Line of Motors 


BUFFALO.—Westinghouse Elec- 
tric Corp. has announced a new 
line of electric motors featuring 
‘ some models in which horsepower 
} . output is doubled with no increase 


N EW in the size of the motor. 


Tom Turner, vice-president in 


charge of the motor and control 


division here, said the new motor 
has been d as the Life- 
Makes Under-Car Work 
Faster and Easier... 


Line “A.” Its frame, or housing, 
and the bell-shaped covers for each 
end, are made of cast iron instead 

This new lift meets a wide range of needs in 

price and performance. It’s ideally suited to all 

kinds of service station or repair shop use: 


of steel. 
The change from steel to cast 
iron, he said, was indicated by re- 
@ MAXIMUM ACCESSIBILITY . . . reach all points easily 
for lubrication, inspection, adjustment and repairs. 
Fast, low-cost under car mechanical work. 








———————ee nee 





Pee 





cent important developments in 
casting techniques. 
” : - 


Reynolds Manual Gives 
Heat Treating Data 

LOUISVILLE. — A manual en- 
titled “Heat Treating Aluminum | 
Alloys” has been published by Rey- i 
nolds Metals Co., 2500 S. Third St. . | 
Louisville, Ky. 

The book discusses in a non- | 
| technical manner the principles of | 
aluminum heat treatment, details | 
on the wrought aluminum alloys, 
| annealing, stabilizing, solution heat 
treatment and aging or precipi- 
tation hardening. 

The 122-page manual was first 
published in 1946. It is available 
without charge to engineers, metal- 





e@ IMPROVED LUBRICATION . .. car springs are relaxed lurgists, instructors and technical 
° . “ men requesting it on company 
and bearings are free — permits full grease penetration i letterhead. To others, the price is 
at lower pressures. oTHER tyres or @CUEEEES urrs- ™ a. * 
e@ QUICKER WHEEL, TIRE, AND BRAKE WORK... New McReynolds Press 


Two Post Shop Lift 

Single Post Roll-On Lift 
Single Post Free Wheel Lift 
Two Post Truck and Bus Lift 


DETROIT.—Installation of one of 
the largest tryout presses in the 
contract tool and die industry has 
been announced by McReynolds 
Die & Tool Co., 1234 Mt. Elliott 
Ave., Detroit 7, Mich. The triple- 
action press has a 12-foot bed. Also 
completed was a new craneway 
building to provide additional facil- 
ities for large die assembly. 


- 7 ~ 
Machine Lights 

BROADVIEW, Ill. —Steber Mfg. 
Co., of Broadview, Ill, has an- 
nounced a new line of machine and 
bench lights which, the manufac- § 
turer contends, will relieve eye 
strain and operator fatigue. Fix- 
tures are available in varying 


lengths. 


Transmission Belt Data 
PHILADELPHIA.—A four - page 
illustrated bulletin on flat trans- 
mission belts has been released by 


free-hanging wheels facilitate brake work, tire rotation, 
wheel repacking, and putting on chains. 


plus... CLEAR FLOOR SPACE... EASY 
SPOTTING ... ECONOMICAL INSTALLATION! 


High Pressure 


(777 Air Compressors ——_—_—_—_ Car Washer 


, : 1 and 2 Gun Models— 


Y% H.P. through 50 H.P. Y% H.P. through 50 H.P 300 Lbs. Water Pressure 


* * * 





Y% H.P. through 15 H.P 


CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 
1976 Kienten Avenue, St. Louis 20, Missouri = 


Quaker Rubber Corp., division of 
H. K. Porter Co., Inc., Tacony and 
Comly Sts., Philadelphia. 








(Continued from Page 4) 


Dealers Conventions 


ciation Convention, Newhouse Hotel, 
Salt Lake City. 

Nov. 29-Dec. I—Idaho Automobile Deal- 
ers Association Convention, Boise Hotel, 
Boise. 

Dec. 2-4—Montana Automobile Dealers 
Assn. Convention, Florence Hotel, Mis- 
soula. 

Dec. 7—Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

Dec. 8—Milwaukee County Automobile 
Dealers Association Convention, Milwau- 
kee Athletic Club, Milwaukee. 

* © 7 


General 


April 6-11—Easter Parade of Stars Auto- 
mobile Show, Waldorf-Astoria Hotel, 
New York ay. : 

April 8-11—Midwest Automotive Trade 
Show, Kiel Auditorium, St. Louis, Mo. 

April 21-May 2—International Motor Show, 
Turin, Italy. 

April 26-28—1954 Metal Powder Show and 
Tenth Annual Meeting of Metal Powder 
Association, Drake Hotel, Chicago. 

April 27-30—Tri-State Regional Automo- 
tive Show, Pittsburgh. 

April 28—Twelfth Annual Luncheon, New 
York Metropolitan Council, Automobile 
Old Timers, Roosevelt Hotel, New York 
City. 

May 4-6 — National Highway Users Con- 
ference, Mayflower Hotel, Washington, 
D.C 


May 12-13—Southeast Automotive Show, 
Buena Vista Hotel, Biloxi, Miss. 


May 13-15—Association of American Bat- 
tery Manufacturers, Inc., Greenbriar 
Hotel, White Sulphur Springs, West 
Virginia. 

May 20-23—New England Regional Auto- 
motive Show, Mechanics Bldg., Boston, 
Mass. 

May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotel, Buffalo. 


June 6-11—Society of Automotive Engineers 
(Summer Meeting), Ambassador and 
Ritz-Carlton Hotels, Atlantic City, N. J. 


August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 15-17 — National Petroleum Assn 


Dealers’ Position 
Very Comfortable, 
GM Chief Says 


SAN FRANCISCO.—General Mo- 
tors dealers are approaching the 
spring upturn in auto sales in a 
“very comfortable position,’ Harlow 
H. Curtice, GM president, said last 
week. 

Before a news conference, Cur- 





tice said he did not know how com- | 
petitive firms were faring, but | 


that GM was “coming up to the 


high selling season with less stocks | 


on hand than might have been ex- 
pected.” 

The news conference was held in 
connection with the San Francisco 
showing of the GM Motorama. 

Curtice said current unemploy- 
ment figures do not “indicate an 
important decline” in the level of 
business activity. He pointed out 
that total United States employ- 
ment, exclusive of the armed forces 
is estimated at about 60,000,000 
compared with 57,000,000 in the 
corresponding period of 1950, a 
good business year. 

“Currently, our own employment 
in General Motors is 30,000 higher 
than it was at this time a year 
ago,” he said. 

Curtice also: 

1. Hit again at the “vicious prac- 
tice” of automobile “bootlegging” 


and said GM would “do everything | 
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(52nd Annual Meeting), Traymore Hotel, 

Atlantic City, New Jersey. 

Sept. 20-22 — Truck Body and Equipment 
Association, Inc.. Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29 — American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 

York City. 

| Nov, 1I5-17— American Finance Confer- 

ence, Commodore Hotel, New York 
ity. 

Dec. 6-7—National Standard Parts Associ- 

ation, Hotel Sherman, Chicago. 


| Dodge to Manage 


Boise Auto Show 

BOISE, Id. — Dick Dodge, sales | , 
manager of Campbell-Simpson | 4 
Auto Sales Co., has been named | 
general chairman of the Boise} 
| Automobile Show committee. | 
| He will be assisted by Jack Max- 

ll, bs 

ei ee eter Cath, Ine. | | Charlotte Stages First Show in 20 Years— 
| Rynd Miller, president of the 
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13.5% of Farmers 
In Midwest Seen 
Buying New Cars 


CHICAGO, — Approximately 13.5 
percent of the farmers in eight 
midwest farm states will buy new 
cars during 1954, according to a 
survey made by five midwest farm 
papers. Farmers on 4.8 percent of 
these farms expect to purchase a 
new truck in 1954, 


The survey was made by the 
editors of The Farmer, Nebraska 
Farmer, Prairie Farmer, Wallace’s 
Farmer and Wisconsin Agricultur- 
ist, who queried farmers in Illinois, 
Indiana, Iowa, Nebraska, Minne- 
sota, North Dakota, South Dakota 
and Wisconsin. 


Other contemplated purchases 
among the area’s 1,151,752 farmers 
include auto tires, 31.7 percent; 
truck tires, 10.9 percent; tractor 
tires, 15 percent; auto tire chains, 
| 5.5 percent, and auto batteries, 20.4 
ae 


The forecast of buying intentions 


More than 6,000 visitors filed through the Radio Center in Charlotte, N.C., where | was based on 10,500 questionnaires 


Boise Automobile Dealers Assn.,| 10 local dealers had displayed more than 50 new models — the first show in| sent to representative farmers in 
|said the show dates will be an-| Charlotte in 20 years. Cooperating sponsors were the Junior Chamber of Commerce | each county of the eight states. Re- 


| nounced soon. and the Charity League. 


| 
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within the law” to stamp it out. He | 


said he was “hopeful of a real solu- 
tion within a reasonably short 
time.” 

2. Said GM plans no price changes 
on its 1954 automobiles. 

3. Described automobile customer 
credit as remaining on a “very 
sound basis.” 

4. Said the auto industry’s steel 


BEWARE 


supplies have been “adequate” since | 


the middle of 1953. 

5. Called for expanded highway 
construction and improvement pro- 
grams. He said he thought it was 
comparatively “unimportant” how 
these were financed as long as they 
are accomplished. 

6. Firmly denied that there is a 
production war or overproduction 
in the auto industry. 

Curtice repeated his earlier pre- 
dictions that “the underlying 
strength and vitality of the econ- 
omy should support a gross na- 
tional product this year approxi- 
mately equal to the $365 billion 
total estimated for 1953,” and that 
the domestic market will absorb 
approximately 6,300,000 cars and 
trucks this year. 


PARADE traffic stories regularly stop 7 in 10 readers. 

PaRADE, the Sunday Picture Magazine, promoted the idea of the 

“New Driver” sign now being tried out in several cities, and told 

the story in a recent issue. Traffic safety stories like these, based on 

original PARADE research, have won the National Safety Council Award 

for two successive years. The record shows these stories are read by more than 
9 million people in 45 key markets from coast to coast when they appear. 


Readership like this is the rule, not the exception, in PARADE. 

PARADE has become the best read publication in print, according to 
independent surveys. Advertisers in PARADE get twice as many readers 

per dollar of ad cost as they get from any of the big three weekday magazines. 
And ParabE makes an impact on Sunday that carries through 

and makes sales all the rest of the week. 


plies were received from 38 percent. 








To the 5473 
New Car Dealers 
in PARADE Cities 


Below are the 
automotive advertisers 
who have used 
PARADE in the past 
year to back up their 
dealers with the extra 
selling power of 
advertising in full 
showroom color. 


Chrysler Corp. 


Chrysler (Inst.) 
De Soto 

Dodge 
Plymouth 


Ford Motor Car Co. 
Mercury 


General Motors Corp. 


Chevrolet 
Oldsmobile 
Pontiac 


Hudson Motor Car 
Hudson Cars 


Nash-Kelvinator Corp. 
Nash 


ACCESSORIES 


AP Parts Corp. 
Miracle Power 


Goodyear Co. 
Goodyear Tires 
Hastings Mfg. Co. 
Casite 


Simoniz Company 
Simoniz Wax 





PARADE ... The Sunday Magazine section of 45 fine newspapers in 45 major markets . . . with more than 13 million constant readers. 
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AUTOMOTIVE WASHINGTON 


Local Action Stressed 
In Safety Program 


By William Uliman 
ashington Correspondent 
PRELIMINARY report on newly formed plans for a 
campaign to battle the nationwide traffic-accident plague 


A 


was issued week by the President’s Action Committee 
for Traffic Safety. 

The committee, set up at last February’s meeting of the 

oo 

White House Conference on bor, business and agricultural or- 


Highway Safety, was designed rene, Se. i 
° “ e ‘or ’ 

to cooperate with magazines, ,launched on the community and 

newspapers, radio and television jndividual levels with emphasis on 

stations, as well as women’s groups, | local group action. 

fraternal and veterans’ groups, la- The report said that women, as 







A Glass of Water Explains How 


Holley Engineers Took 


Stalling Out of Sudden Stops 


The simple thing you've seen a 


molders of opinion in the home, 
should have added responsibility to 
develop proper attitudes toward 
traffic safety. State governors and 
other high public officials also are 
called on to take part in the 
campaign. 
- + od 


Annual Drive Urged 


T= committee recommends that 
one month each year be devoted 
to a national campaign to educate 
the public and create support for 
local programs. 

It says that labor groups have 
an “urgent obligation” to help be- 
cause “a majority of those killed 
or injured in highway accidents 
are wage earners or members of 
their families.” 

Businessmen are urged to set 
up civic safety agencies where 
none exist or to join in extend- 
ing the program of existing or- 
ganizations. 

Such rural groups as 4-H clubs, 
the Future Farmers of America and 


on 


or 







the 


A glass of water explains engine 
stalling during quick stops and 
difficult starting when parked 


carried, water spills over the 
edge of the glass. 


Much the same action takes 
place in the fuel bowl of a stand- 
ard carburetor. An abrupt stop 


forcing gasoline into the mani- 
fold, flooding the engine, or— 
pulls gasoline away from fuel 
intakes, starving the engine. 


wer 


The solution to the problem is 
also graphically explained by 
the water glass. The depth of the 
water over the center of the 
bottom remains the same, no 
matter which way the glass is 
tilted. 
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the like are urged to be active in 
the campaign. 
The agriculture 
group recom- 
mends that land- 
grant colleges be 
made a key 
agency in pro- 
moting highway 
safety throughout 
the states be- 
cause these 
schools, with their 
extension and 
continuing educa- 
| tion services, enjoy the confidence 
| of the people as a whole. 

The report noted that a large 
portion of the nation’s 38,000 an- 
nual traffic fatalities occur in rural 
areas. 





William Uliman 


* * * 
Swapping Facts 
p= a@ recent Washington 
conference of business - paper 


editors, Postmaster General Arthur 
Summerfield was scheduled as a 














angles. When tipped or 















start changes the fuel level 
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hundred times—a full glass of water 
spilling over the sides when carried 
—explains the reason for a common 
driving annoyance. Abrupt stops 
and fast starts frequently cause en- 
gines to miss or stall. The reason: 
the same spilling. action in a glass 
of water occurs in ordinary carbu- 
retors with off-set fuel bowls. 
Abrupt stops and starts pull gasoline 
away from fuel intakes, starving the 
engine, or spill quantities of gas into 
the manifold, flooding the engine. 


Holley, working closely with 
automotive engineers, designed the 
first concentric type carburetor. 
Again, the basic theory comes from 
a glass of water. The depth of the 
water over the center of the bottom 
of the glass will remain the same 
-. even when the glass is tilted at ex- 


treme angles. Thus, by locating all 
fuel intakes at the center line of the 
fuel bowl, the engine is always 
assured of the proper amount of 
gasoline during fast stops, fast starts, 
on sharp turns, or when starting on 
a steep grade. Similarly, the location 
of the fuel intakes close to the ven- 
turi in the Holley off-set bowl car- 
buretor has reduced this driving 
annoyance on volume cars. 


Holley’s proven experience in 
designing increasingly efficient car- 
buretors to meet the requirements 
of modern engines has produced a 
record of “firsts” unmatched in the 
industry. So—if you’re wondering 
how to do a job of fuel metering 
better and more efficiently, call 
Holley’s Carburetor Engineers. Let 
them listen, test, recommend and 


design. 


By locating fuel intakes at the 
center line of the, carburetor 
fuel bowl, the engine is always 
assured of the proper amount 
of gasoline for smooth, efficient 
performance. This is called true 
concentric carburetion. Holley 
Centri*e Flo and Centri* Quad 
carburetors are true concentric 
design. 
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VAN DYKE, MICHIGAN 


WORKING WITH AUTOMOTIVE ENGINEERS TO 
INCREASE STANDARDS OF PERFORMANCE AND 
ECONOMY FOR MORE THAN HALF A CENTURY 


Se 


luncheon speaker. Delayed at a 
morning Pentagon session, the edi- 
tors were late returning to the 
Statler and found their guest await- 
ing them, but not impatiently. 

When this correspondent found 
him, the former NADA director 
and Flint Chevrolet dealer was 
reading a conference copy of Auto- 
MOTIVE News. 


“Gee, but this is a good issue,” 
he said. “I’d like to keep it.” 
Well, when we parted a couple 
of hours later, Summerfield had a 
copy of Automotive News under 
his arm, while this correspondent 
was lugging a large envelope loaded 
with facts about the Postoffice De- 
partment—some quite revealing 
facts that were largely new to me 
and the others present. 

The top postal man gave the 
editors a lot of inside informa- 
tion on the troubles of his de- 
partment and also presented an 
incentive-pay plan he has recom- 
mended to Congress. 

Summerfield said he was simply 
trying to apply some good business 
practices to the postal service. 


* * * 


Strong Economy Is Goal 


ECRETARY of Commerce Sin- 

clair Weeks told the editors 
that the Eisenhower Administra- 
tion is dedicated to the mainte- 
nance of a strong, dynamic flexible 
economy which will be capable of 
providing a constantly improving 
standard of living for the Amer- 
ican people. 

The maintenance of such an 
economy, he said, requires an at- 
mosphere, a climate, an environ- 
ment in which business can flourish 
and grow. 

Weeks said signs that a business 
upturn is on the way were visible 
in many areas at the close of the 
first quarter of 1954. The inventory 
liquidation which has been going 
on since October is slowing, he 
added, and a moderate uptrend is 
anticipated during the second 
quarter. 

Recent figures indicate, he said, 
that an upturn is also coming in 
employment. He pointed out some 
specific examples and said that 
in the first half of March the 
rather extensive hiring and firing 
by the auto companies has re- 
sulted in a net of some 10,000 
more hired than fired. 

The two most dynamic supports 
for the economy, he said, are prob- 
ably construction and capital equip- 
ment manufacture. 

Noting that the seller has been 
in the saddle for a number of 
years, Weeks expressed the opinion 
that his selling organization has 
grown soft, and that he is suffering 
from his own lack of foresight. 

“There’s still gold in the hills,” 
he told the editors, “but the sellers 
haven’t been out digging for it.” 

He said most any housewife 
can tell you that there hasn’t 
been a salesman around in years 
to sell any of the household ap- 
pliances that women buy. The 
sellers are just waiting for cus- 
tomers to come and get it, and 
then there is no oldtime sales- 
manshi 


Pp. 

Weeks said that he is trying in 
every way to make the Department 
of Commerce more valuable to all 
businessmen, and he feels that 
more progress is being made in that 


direction. 
~ * = 


Defense Moves Aired 


At THE Pentagon, officials of the 
Department of Defense briefed 
the editors on various activities 
under way. Assistant Secretary 
Fred Seaton outlined legislative 
problems. Assistant Secretary 
Franklin Floete discussed property 
utilization. Maj.-Gen. George Stew- 
art spoke on “Our Foreign Assist- 
ance Program.” 


Assistant Secretary Charles 
Thomas, who is secretary-desig- 
nate of the Navy Department, 
outlined supply problems at the 
defense level and told the editors 
the Defense Department is mak- 
ing tremendous advances ih ap- 
plying modern methods to “the 
biggest business in the world.” 

Thomas said the Defense Depart- 
ment is working to gear its supply 
system to this nation’s modern pro- 
duction plant. 

“If overnight,” he said, “we should 
devote all our economy to war pro- 
duction, the output would be stag- 
gering. We want to be able to take 
advantage of that production ca- 
pacity.” 
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lt pays to travel with 
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Nash Servicemen Go to School— 

This combined technical service training and zone conference room recently was 
established for Nash's Minneapolis zone. E. L. Nelson, zone technical service manager, 
is shown instructing zone personnel on the 1954 models. 
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With the Staff... 


ALONG DETROIT'S AUTO ROW 


table organization for bake sales, 
card parties, etc. 
His dealership has been accepted 


Price Code Proposed 


A plan designed to eliminate 
price-cutting has been advanced by . 
as a polling place for City, State 
Joe Scudiere (Studebaker). and Bederal elections. 
“If something isn’t done soon, | ss 
the independents will be squeezed | Beate ve. Care 


out of the picture,” he says. 
Selling aluminum boats has be- 


Under Scudiere’s plan, each come a hobby of Bill Hermann jr 
state would have a code which | .,je3 manager of Bill Hermann 


would prohibit large discounts. | Hudson, because its so much dif- 
Dealers who violated the code | ferent from selling cars. 

would lose their license. | “It’s actually fun to sell a boat,” 
He suggested that a leeway of| Hermann says. “There are no dis- 

perhaps $200 should be allowed so| counts, no tradeins and no war- 


wanted to buy a boat, and the 
maker wrote and offered a 
franchise. 

+ * 


Glut Blamed on °53 


One independent dealer — his 
showroom crowded with '54 models 
and his used-car lot packed with 
late-model cars—is more than per- 
turbed by what he terms overpro- 
duction in 1953. 

“They tell us this is to be the 
third best year in history, but 
they’ve got to show me,” he 
says. “Last year they over- 
produced so much that ordinary 





late-model used-car buyers went 
out and bought °53s at big dis- 
counts. 

“Now we're stuck with both the 
new models and jammed used-car 
lots.” 


that the auto business stili would | ranty work.” 


be competitive. | The aluminum - boat business 

A promotion and community-| still is in a seller’s market. In 
minded dealer, Scudiere recently; midsummer, MHermann is 
moved his dealership to Detroit’s| swamped with orders he cannot 
west side from the east side. fill. He gets only 30 boats a year. 


To get acquainted in the new The Hudson dealership began * 9 
area, he has offered use of his| handling boats seven years ago. Public = Response 
dea'ership premises to any chari-|It seems one of its salesmen 
7 ores Ren r . In P oll Swamps 

* 
Highway Group \ 

WASHINGTON. — Indicative of 
public interest in highway 
problems, Arthur C. Butler, di- 
rector of the National Highway 
Users Conference, announced last 
week that an opinion poll on high- 
way issues, sent by NHUC to 
several thousand persons all over 
the country two weeks ago, 
already had brought replies from 
more than 25 percent. | 

Hundreds of replies are arriving 
daily and efforts to tally the voting 
have fallen behind mail deliveries. 
Butler said. 

Reason for the poll, he explained, 
was to determine the five issues 
most important to highway users 


Trailmobile Cited for Plant Safety 


CINCINNATI.—The National, colm McGowan, Trailmobile di- 
Safety Council has awarded Trail- tector of safety, has announced. 

bil Inc. a “Certificate of “Comparison of accident frequen- 
aastapatatd ° cy figures shows that Trailmobile 
| lowered its accident rate from 15.20 
in 1952 to 7.45 in 10 months of | 
1953,” McGowan said. 


a 


’ 





Achievement” for outstanding re- 
duction in the frequency of dis- 
abling accidents to employes, Mal- 


today, so that these issues could 
be fully considered at the Fifth 
Highway Transportation Congress 
here May 4-6. 

Those polled were asked to se- 
lect, out of a list of 16, the five } 
issues they considered to be of top i 
significance to highway trans- 
portation. Provision was made ' 
also for individuals to supply ‘ 
issues of their own choosing. 

Issues listed by NHUC were con- 
cerned with highway program- 
ming; highway-development public 
relations; various aspects of high- 
way finance, such as _ third- 
structure taxes, toll roads and 
Federal aid; uniform laws; sizes 
and weights; improvement of the 
different highway systems, includ- 
|ing the urban traffic problem, and 
| other topics. 
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ADVANCEMENT 
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NOW-—a surface that dries dust free in 10 to 15 
minutes . . . with R-M Permax and R-M Enamel 
Reducer (S-30 ER-59) . . . THE MOST IMPOR- 
TANT ADVANCEMENT SINCE LACQUER. 


QUICKLY FREE your spray booth for the next paint 
job and turn out more jobs per day. 


SAVE WEAR on compressor machinery . . . because 
the new R-M enamel combination allows use of much 
lower air pressure. Use only 40 to 45 pounds, yet 
operating speed is increased with practically no paint 
waste from overspray. 





_Busiest Dealer? — 

Packard's nomination for the busiest 
dealer is Brig.-Gen. Joe Foss, of Sioux 
Falls, S. D. A Marine Corps air ace, Foss 
operates Joe Foss Motors. In addition, he 
is a member of the National Air Advisory 
Board to the secretary of the Air Force, 
National Executive Commission, Nationa! 
Guard, national aeronautic commission of ° 
the American Legion, board of directors 
of the Air Force Assn. and board of 
trustees of the National Society for Crip- 
pled Children and Adults. He also is 
president of the South Dakota Society for 
| Crippled Children, a member of the South 
Dakota Legislature, chief of staff of the 
South Dakota Air National Guard and oa 
member of the National Monuments Board. 


MORE PROFIT from increased paint mileage per 
gallon. 


GAIN remarkable all-weather control and stop worry- 
ing about orange peel! 


5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 
1244 WN. LEMON STREET, ANAHEIM, CALIFORNIA 
in Conade: 845 Wyendotte St. W., Windsor, Ont. 


RinsHep-Mason Company 








Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 
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TORONTO.—Production capacity 
of the synthetic rubber industry 
must soon be expanded to meet in- 
creasing world consumption of rub- 
ber, P. W. Litchfield, board chair- 
man of Goodyear Tire & Rubber 
Co., said here last week. 

Speaking before the Empire 
Club of Toronto, the dean of the 
rubber industry said current raw 
rubber eonsumption already ex- 
ceeds today’s tree rubber capacity 
and that plantations will be un- 
able to expand sufficiently in time 
to supply world requirements 
within a few years. 

“Today, world production of nat- 
ural rubber is estimated at 1,700,- 
000 long tons per year,” Litchfield 

said. “But world consumption of 
new rubber in 1953 was at a rate 
some 600,000 tons in excess of the 
total supply of natural rubber. 


“The difference in supply and re- 
quirements — in other words, the 
margin which has enabled our post- 
war economic progress—is made up 
by the synthetic rubber industry.” | 

World consumption of rubber will | 
have increased by 1958 to one mil- 
lion tons in excess of what may be 
produced from existing rubber tree 
plantings, Litchfield estimated. and 
only two years hence the demand 
for new rubber will just about 
equal the maximum output of both | 
plantations and existing synthetic | 
facilities. 

“If we are to avoid severe re- 
straints upon our expected eco- 
nomic expansion, we will soon be 
required to begin a substantial | 
expansion of our synethic rubber | 
plant capacity,” said Litchfield. 

Looking to the future of thé rub- | 
ber industry, Litchfield said that 


Buick Is Gearing 
Hardtop Output 
To Top 250,000 


FLINT.—Stepping up the output | 
of its Riviera hardtops, Buick ex- 
pects to build more than a quarter 
of a million such units this year, 
according to Ivan L. Wiles, general 
manager. 

Wiles noted that Buick already 
was the leading producer of hard- 
tops, having turned out a record 
171,993 in 1953. 

He disclosed that the division 
now was in full production on 
Rivieras in both the Special and | 
Century series. Both models were | 
introduced in January but output | 
had been limited. 

Wiles said that, in all, hardtop 
production had been boosted 20 
percent’*to meet demand, which he | 
described as greater than at any 
time since Buick introduced its 
Riviera styling in 1949. 


U.S. Rubber Plans 


Venezuela Plant | 


NEW YORK.—A high-speed pro- | 
duction tire plant will be con-| 
structed in Guacara, Venezuela, by 
U. S. Rubber Internacional de 
Venezuela, a subsidiary of U. S. 
Rubber, according to L. C. Boos, 
general manager of U. S. Rubber’s 
International division. 

With production scheduled for 
late 1955, the new plant will be 
U. S. Rubber’s sixth Latin Ameri- 
can tire factory. 

The plant will have walls re- 
sembling vertical venetian blinds. 
The gaps between the sections will 
be open, except for a steel mesh to 
permit breezes to blow through the 
plant. 


Pontiac-Cadillac Dealership 


In Tacoma Sold to Rowland 


Don E. Rowland has purchased 
Mulligan Pontiac-Cadillac Co., 
Tacoma, Wash., and has changed 
the firm name to Rowland Pontiac- 
Cadillac Co. 

For the past five years Rowland 
had owned a Dodge- Plymouth 
dealership in Lancaster, O. 

Shannon O'Neil has been ap- 
pointed sales manager of the new 
firm, and Dick Schoepflin has been 
named service manager. 














while the 1954 outlook is for fewer 
original equipment tires, the mar- 
ket for renewal tires will probably 
be higher than in 1953. 

Another favorable factor, he 
added, is the growing market for 
rubber products other than tires. 

Litchfield also referred to the 
pending transfer of American syn- 
thetic plants from Government to 
private ownership. 

“The U.S. Government,” he said, 


Washington Analysis 
Incorrectly Credited 


An article in the March 29 issue 
of this paper concerning a consum- 
er analysis conducted by the Wash- 
ington Star inadvertently referred 
to the survey as a project of the 
Washington Post. 


The Post was in no way a spon- 


sor or backer of this survey of! 


buying habits in the national capi- 
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SOS on Synthetic Rubber 


Litchfield Sees Need for Expanded Production 
As Plantations’ Capacity Shrinks 


“wants to get out of this business 
and, even though we realize we are 
in for a hectic period of transition, 
the rubber industry welcomes this 
opportunity to take over. 

“We on our side of the border are 
trying to get away from ‘big’ gov- 
ernment and restore more power 
and responsibility to the individual. 
In the long run—and particularly | 
in view of the steadily increasing | 
demands for this commodity — we 
believe our synthetic rubber busi- 
ness will do a better job in private 
hands.” 

Litchfield said that “no basic 
industry can boast of a more con- 
sistent record of technological 
progress, nor point to a more con- 
sistent record of passing along to 
the public the fruits of this prog- 
ress.” 

Consumers, he said, today get 10 
times more mileage, with one-third 
less dollar cost than 40 years ago 
when Goodyear first started to pro- | 
duce tires in Canada. Workers have 
received similar benefits in shorter 
hours, higher pay and increased | 
welfare benefits. 

He summed up the industry’s | 
record with the statement, “I know 
of no industry where there is keener 
competition, or a better record of 








tal. Full credit belongs to the Star.! real service to the public.” 


THE WEAVER WAY 


It’s NEW!... 
It's LOW in price! 


_ WEAVER 


SINGLE POST FRAME LIFT 


lays flat on the floor... 
handles all cars regardless of width 


Supplementing the line of Weaver Twin Post Lifts and Triple 
Post Lifts, Weaver now offers a new advanced design Single 


Post Frame Lift for certain specialized services. 


Lays Flat on Floor 


The Weaver Single Post Frame Lift permits direct drive-on 
positioning of all cars. Will not pinch or bruise tires. When 
not in use, a car may be stored over it. With adapters 


removed, it projects only 14%” above floor. 


Floor Level or Wall Type Controls 


Dead-man type floor level control valves are standard equip- 
ment on the Weaver Single Post Frame Lift — at no extra 
cost! Located at the center on either side of car, they give 
operator full view of lift adapter contacts at all times. (Wall 
Type Controls optional). 
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Tompkins Honored— 
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Ky. Lawmakers 
Forego Changes 
In Dealer Laws 


LOUISVILLE.—The 1954 session 
of the Kentucky Legislature ended 
last week with no change in the 
laws under which state auto 
dealers currently are working. 

“This is an amiable record,” said 
Lew Ullrich, managing director of 
the Kentucky Automobile Dealers 
Assn., “when we consider the fact 
that 525 House bills and 253 Senate 
bills, plus 162 House and Senate 
resolutions, were introduced during 
the session.” 

Of these 940 measures, only 86 
were directed at cars or trucks, 
Ullrich said, and only a_ small 
number of those were passed. 

The few bills enacted had to do 
with individual owners and oper- 
ators of motor vehicles, Ullrich 


Harold D. Tompkins (left), trade sales | SAid, and do not directly affect the 
vice-president of Firestone Tire & Rubber dealer. 


| Co., receives a 35-year service pin from 
Harvey S. Firestone jr., board chairman. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? | outh), Buffalo, N. Y. 





Ilustration above shows that 4-Way adjustment adapters do not 


Reimann Names Gilbert 


| Russell A. Gilbert has been ap- 
| Pointed used-car manager of Rei- 
mann Motors Inc. (DeSoto-Plym- 


Wie Sau ene 





have to be removed before conventional tread car is driven over lift. 








Little floor space is taken up by the Weaver Frame Lift. Top surface 


is only 112” off the floor level. 
directly over super-structure). 


(Narrow tread foreign cars roll 


‘“Multi-Directional’’ Adapters 
8-non-slip easy-to-use rubber faced adapters enable 


the Weaver Frame Lift to handle any type car regard- 
less of width. “Out-Rigger” type adapters are used 
for all narrow width cars . . . 4-Way adjustment type 


are used for standard width cars. Lift is also furnished 
with exhaust muffler, non-rotating device, and dual- 
location wheel chock arrangement. 


Weaver Single Post Frame Lifts are available in two 
models — either Air-Oil operated (Model EC-164) or 


tion Lifts. 


Electric-Oil operated (Model EC-165). These models 
supplement the famous Weaver line of Twin Post Lifts, 
as well as Weaver Triple Post Lifts, and Trailer Inspec- ; 


See your Weaver Jobber today or write us for Bulletin AN-712 


. « Brake Testers . 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT | 


Complete Weaver line includes: Twin Post Lifts . . Single Post Frame Type Lift . . Unit 
Lifts . . Wheel Alignment Equipment . . Headlight Testers 
Balancing Equipment. . Jacks .. Wheel Dollys..Car Washers..and Air Compressors. 


. Wheel 
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Merchandising 


Memos to Dealers 





RECENT Ford sales-training 

bulletin does a thorough job of 
putting the new salesman to work. 
It covers everything from the ad 
used to hire the salesman to 
carrying him and the dealer 
through four weeks of work and 
study. 

One criticism — it seems a bit 
rough to throw both cars and 
trucks at the new man at the 
same time. 

However, the arrangement of 
the material appears to be ex- 
cellent. For instance, the bulletin 
starts with the goal for the first 
week—to get the salesman fully 
acquainted with his job. Then it 


states the objective for the first 


By Bob Finlay 


six days and each of the succeed- 


ing three weeks. 
+ * + 


How to Do It 
ear tae, a page layout is 
devoted to each day of the first 
six days. On each is listed the ob- 
jective, the hour-by-hour schedule, 
materials needed, a how-to-do-it 
list by hours, and concludes with: 
“What has been accomplished 
today.” 

It is pointed out that the first 
day is essentially an attitude 
molder—the dealer’s enthusiasm, 
friendliness and the attitude of 
the dealership in general may 


make or break a man in the first 
eight hours. 

The day starts with a tour of 
the dealership and introductions, a 
private talk in the dealer’s office 
to explain the job and the com- 
pensation plan, movies and slide 
films on autos and selling in 
general and a review of the day 
and further introductions. 

* 


am * 
Handouts 

EEMS to me that this might be 

a good time to give the em- 
ploye a couple of handouts—a copy 
of the compensation plan, and a 
list of the employes, their jobs, and 
a simple explanation of how they 
hang together—in other words, 
how a dealership operates. 

The second day he attends the 
morning sales meeting, is ex- 
posed to the market with the 
veteran salesman, studies sales 
films and reviews the day with 
the dealer. 

The next few days he gets more 
of the same, with one new thing 
each day. For example, on the 
third day he becomes familiar 
with the demonstrators, the fourth 
day he accompanies a veteran on 
a demonstration ride, the fifth he 
studies finance plans and order 
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University Head Visits Cadillac— 


On a trip to Detroit, Dr. Edwin B. Fred (second from left), president of the Uni- 


versity of Wisconsin, tours the Cadillac 


plant. At left is Don E. Ahrens, generol 


manager; second from right, Charles E. McGinnis, assistant merchandising manager, 
and right, Frank C. Burrell, of the engineering department. 


writing, and the sixth he starts 
outside prospecting. 
+ - 


Various) Techniques 


1“ THE next three weeks, he 
works, after briefing, on various 
techniques—prospecting, telephone, 
customer follow-up, showroom 
technique, cold approaches, bird- 





Ideas and machines 
make better business... 


Converting field crops into meat, milk, eggs, 
offers the best profit possibilities for most farmers. 
But a good milk cow needs about seven tons 











Self feeding trench . . . holds cattle as feed is forked down 
from bank. Restraining fence is moved forward every three 
weeks. Used by McWilliam Brothers, Morrow County, Ohio. 





Mechanical feed bunk . . . converted a barn gutter cleaner 
into a conveyor with a 1.5 hp motor, to carry grain and silage to 
feed bunks. Built by J. G. Scott, DuPage County, Illinois. 
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Experimental feed bunk... on the A. O. Smith Research 


farm, Beloit, Wisconsin. One revolution of feed bunk fills it 
from center silo. Feeds 35-40 cattle without additional work. 


of feed per year; a laying hen a hundred pounds; 
and a hog or steer three times its market weight. 
Moving grain, hay, and wet silage by hand is 
back-breaking work, and limits production. 


In recent years, ingenuity, improvisation and 


machinery are steadily replacing manual labor.. 


In a recent issue of SuccessFuL FARMING, six 
new feeding methods were shown, ranging from 
a simple trench to the elaborate A. O. Smith 
feed bunk. All were actual instances, illustrated 
by photographs, practicable and profitable for 
hundreds of thousands of SF subscribers. 

Does any business publication offer so much 
real help to your business? 

For fifty years SuccessFuL FarMinG has been 
helping Heart States farmers, the country’s best, 
save time and effort, increase production and 
profits, raise their living standards, improve their 
homes. And earned a measure of influence that 
no other medium has with its audience. 

Currently SuccessruL FARMING’s 1,300,000 
circulation represents one of the world’s best 
markets! SF farm subscribers have an average 
annual cash income of about $10,000... and 
three out of four are in the top 39% bracket 
which gets 88% of the national farm income. 

To reach this important segment of buying 
power, to give balance to a national automotive 
advertising schedule . . . there is no substitute for 
SucceEssFUL FARMING. Ask any SF office for proof. 


MEREDITH PuBLISHING Company, Des Moines 
... New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, Los Angeles. 
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dogging, qualifying, presentations, 
closings, appraisal, delivery, etc. 


At the end of the four weeks, 
the dealer, from observation, 
checks the new salesman on 
product knowledge, knowledge of 
competition, appraising, closings, 
prospecting, followup, qualifying, 
analyzing, financing, presenting, 
demonstrating, and his ability to 
organize work. 


Then the dealer can work with 
him further on his weak points. 
A pat on the back by the dealer at 
judicious moments is of great im- 
portance. 


Integrity 
—— J. LUBY, general 
manager of Luby Chevrolet in 
Miami, feels that the value of an 
established dealer is in sound 
business practice and continued 
integrity. The firm recently used 
a full-page ad in the Miami 
Herald headed: 


“To those who want a new 
Chevrolet ... a few words of ad- 
vice from Miami’s oldest Chevrolet 
dealer.” 


The ad is illustrated with a 
line drawing of a couple looking 
over plans for 1954. Around 
them are little characters pop- 
ping out of manholes with gold 
bricks, special deals, carnival 
barkers, etc. 

Copy says: 

“If you are interested in buying 
a new Chevrolet, then you are 
probably as bewildered as the 
couple above. You have been be- 


* * es 


| set by carnival barkers making 


wild claims of tremendous ‘sav- 
ings’ and announcing big ‘sales’ of 
1954 Chevrolets. But like all carni- 
vals, the show on the inside never 
lives up to the claims of the 
screaming barker... 

“So the ‘savings’ and the ‘sales’ 
never live up to the screaming 
advertisements. 

“As the only Chevrolet dealer 


|that has grown up with Miami, 


we at Luby Chevrolet felt it our 
duty and privilege to present you 
with the facts behind the sudden 
rash of ‘circus barkers’ and ‘fire 
sales.’ 

“All Miami Chevrolet dealers 
get their new cars from the 
same factory ... and at the 
same price. Therefore, we can 
say. with emphasis: 

“LUBY CHEVROLET CANNOT 
BE UNDERSOLD.” 

The ad went on to point out the 
service and selling practices of 
Luby’s and the advantages offered 
the public through its policy of 
fair dealing. 

Response from the public has 
been excellent, according to Luby. 


Shop Credit Plan 


Spreads to Denver 


DENVER.—A program providing 
time-payment financing for auto- 
mobile service work costing $50 
or more, offered earlier in other 
parts of the country, has been ex- 
tended to Denver. 

Financing is done through 24 
local bank with payments as low 
as $5.50 per month over an 18- 
month period. No downpayment is 
required. 

Under the Certified Automotive 
Service plan, 27 Denver automo- 





tive wholesalers, through a sales 
force of more than 100, have se- 
lected 276 independent garages and 
service stations as official members 

The program had its origin in 
Indianapolis some 18 months ago 
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Auto News from Mexico 


Car and Truck Output Takes Nosedive 
As Domestic Market Softens 


V EXICO CITY.—Car and truck 
+" production in Mexico barely 
reached 30,000 units last year, ac- 
cording to the Mexican Automotive 
Industry Assn. This compared with 
an output of 45,043 units in 1952. 

The drop, it was explained, was 
due to a tapering off of demand. 

The association also revealed 
that during the second half of 

1953 there was a greater 
emphasis on truck production in 
an effort to facilitate “collective 
transportation.” 

The problem of the Mexican 
auto industry, the association ex- 
plains, is that its capacity exceeds 
the domestic demand and that it 
fears a rise in unemployment if 
output is curtailed. 

A solution is seen in higher im- 
port duties on foreign cars and 
trucks. In 1952 — the most recent 
year for which statistics are availa- 
ble — 3,368 cars and trucks were 
imported. The Mexican auto in- 
dustry believes that higher import 
duties and the resulting curb on 





Moog, Edelmann 
Unfair on Prices, 


FTC Aides Say 


WASHINGTON.—Two sellers of 
automotive products ran afoul of 
the Federal Trade Commission last 
week. 

They were Moog Industries, Inc., 
St. Louis, and E. Edelmann & Co., 
Chicago. 

Both firms were subjected to 
initial decisions by FTC hearing 
examiners charging price discrimi- 
nation. 

The Edelmann firm manu- 
factures and sells three lines of 
automotive products — brass 
fittings, flexible fuel lines and tube 
tools, known as the brass line; 
hydraulic brake parts, referred to 
as the brake line, and antifreeze 
testers, battery testers, battery 
fillers, battery service kits and tim- 
ing lights known as the glass line. 


Moog manufactures and _ sells 
coil-action parts, leaf springs, coil 
springs, chassis parts and piston 


rings. 

The initial action of the hearing 
examiners, it was noted, is not 
a final decision of the commission. 
Under FTC rules, the initial de- 
cision may be appealed, stayed or 
docketed for review. 

The FTC examiners charged a 
long list of illegal practices under 
the Robinson-Patman and Clayton 
acts. 


5 N.M. Dealers 
Get NADA Posts 


ALBUQUERQUE, N.M. — Five 
New Mexico dealers have been ap- 
pointed to advisory councils of 
NADA committees, according to H. 
L. Galles jr., New Mexico NADA 
director. 

Horace R. Ellis, Albuquerque, has 
been named to the sales and mer- 
chandising council; Frank Harsh- 
man, Gallup, personnel relations; 
Ray S. Darwin, Albuquerque, public 
relations; Elton Ellis, Roswell, busi- 
ness management, and Tom C. Clos- 
son jr., Santa Fe, laws and regula- 
tions. 


New Disc Harrow 


Fully Adjustable 


BIRMINGHAM, Mich.—Farmers 
will be able to tailor their harrow 
to soil conditions with the new 
Dearborn Adjusto-Flex disc har- 
row, according to O. L. Wigton, 
general sales manager of Ford Mo- 
tor Co.’s tractor and implement di- 
vision. 

The new implement, available in 
6% and 7%-foot widths, is con- 
trolled from the tractor seat. It has 
six angle settings for each gang 
and operating depth is hydrauli- 
cally controlled. A pitch control 
wheel raises or lowers the rear 
gangs in relation to the front gangs. 


the influx of foreign cars would 
stimulate the trade. ‘ 
* 


Prices Stir Protest 


ro duties on ready-to-use 
buses have been set at $930 per 
vehicle, it was announced by the 
Ministry of Finance. The fee for 
buses that enter without seats is 
$511. 

Mexican new-car dealers have 


Logansport Dealers Join 
Jaycees in Auto Show 


LOGANSPORT, Ind. — Under the 
sponsorship of 16 local auto 
dealers and the Junior Chamber of 
Commerce, Logansport will have 
its first auto show Apr. 29-May 2 at 
the City Armory. 

Plans call for the display of more 
than 20 new cars. A showroom dis- 
play has also been planned to 
feature mechanical innovations in 
1954 models. 


complained to the Ministry of 
National Economy that high 
prices, which they blame on a 30 
percent surcharge imposed by the 
factories, are hurting business. 

The surcharge, dealers says, is 
excessive and unfair, adding that 
the same cars sell in Canada at a 
much lower rate. 


= 
Off to Tres M 
MEXICO CITY’S far too many 
reckless taxi and bus drivers 
got a scare recently when the 
Social Improvement Department, a 
City Government unit, decided to 
send traffic violators upon con- 
viction to Tres Marias Islands, 
Mexico’s penal colony 100 miles off 
the Pacific coast where the worst 
criminals are sent. 


The department stressed the 
“relative comforts” of prison life 
in Mexico City and commented 
that “this is much too good for 
reckless drivers.” 


Mercedes-Benz is interested in 
organizing a company in which 
Mexican capital will participate. 
Reports say that the German con- 
cern wants to-assemble its line in 





The Syracuse chief of police 


once stopped a magician from 
driving blindfolded from Auburn, 
N. Y., to Syracuse to attend a 
magician’s convention. _ 





Rotarians Pick Yerger 
Fred Yerger, head of Southland 


Mexico and will exhibit 30 of its | Motors (Ford), Lynwood, Calif., has 
cars at the forthcoming German | been elected president of the Lyn- 


industrial exposition here. 


wood Rotary Club. 
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New-Rubber Use 
Falls 2.21 Pet. 
During Month 


NEW YORK. — New-rubber con- 
sumption in the United States dur- 
ing February amounted to 95,137 
long tons, 2.21 percent lower than 
January’s consumption of 97,290 
long tons, according to the Rubber 
Manufacturers Assn., Inc. 

During the shorter production 
month of February, natural-rubber 
consumption decreased to 46,613 
long tons, 1.18 percent below the 
January consumption of 47,170 long 
tons. However, the ratio of natural 
rubber used to total new rubber 
consumed increased from 48.48 per- 
cent in January to 49.00 percent 
in February. 

Synthetic rubber use declined 
3.19 percent in February to 48,524 
long tons, compared with 50,120 
long tons of synthetic rubber con- 
sumed during January. 

Consumption of reclaimed rubber 
was estimated at 19,636 long tons, 
2.45 percent above the January con- 
sumption of 19,166 long tons. 










Turn Your HOT PROSPECTS 
Into COOL CUSTOMERS 


EQUIP YOUR 


CARS WITH 





ye ee Calle iis 


Automotive Air Conditioning 





Refrigerated air conditioning is the hot- 


test thing in the automotive field today. 


Offer this most-wanted and needed new 


accessory for motoring comfort and you'll 


turn extra profits as you turn your hot 


prospects into cool customers. Don’t lose 


sales because you do not have an air 


conditioning unit available. 


A. R. A. pioneered the field of automotive 


air conditioning, and has maintained its 


position of leadership by building units 


that are: FIRST in cooling capacity .. . 
FIRST in overall performance . . . FIRST 
in customer satisfaction . .. and INTER- 
CHANGEABLE between cars of the 


same class. 


FOR MORE INFORMATION ABOUT YOUR 
PROFIT POTENTIAL WITH A. R. A., FILL OUT 
AND MAIL THIS COUPON TODAY! 


and WATCH THAT SALES CURVE CLIMB! 





The A. R. A. Refrigair, Jr. is precision- 
built for quick, economical installation in 


Fords, Chevrolets, Dodges, Mercurys, Ply- 


mouths and Pontiacs. For the bigger cool- 


ing job required for Cadillacs, Chryslers, 
De Sotos, Hudsons, Lincolns, Oldsmobiles 


and Packards, the A. R. A. Refrigair, Sr. 


gives more miles of comfort . 


-- more com- 


fort per mile .. . than any automotive air 


conditioner on the market. 


FACTORY SCHOOL FOR INSTALLATION MEN 


We will train your service personnel free of charge 
at the A. R. A. factory school in Fort Worth. We 


also provide FREE housing in comfortable, modern 


dormitories conveniently located near the factory. 


Trainees’ only expense is meals and transportation. 


Write for schedule of classes and complete details. 





MANUFACTURING COMPANY 
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COMFORT 
NATION’S 


a 1p any: 


IN THE 


GEORGE P 


SEAT CUSHIONING 


LEADING CARS 


HOOPER 


PORTABLE BAKING PANELS °° 


Increase profits 
aR 
less cost 


Whether your plans 
for a new paint shop 
are in the blue print stage or just a “pipe dream”, 
it will pay you to consider this: You can turn out 
twice as much work right in your present shop, with 


no increase in space, personnel or overhead. 


- How? With a single Dry Quick Infra-red Paint 
Baking Panel. Your profits will double immediately 
and you will deliver jobs that will increase customer 


good will and increase your business. 


Lease Dry Quick Ovens 
FOR ONLY 50 CENTS 
A DAY... 


under a sensational new leas- 
Now you don't 
have to put off the use of 
Dry Quick equipment be- 


cause of lack of sufficient 
many | Calif.; 


enn 
rage mga n) 


Pee -Cronente CiweentOR | 


co ag 


On West Coast: Dry Quick Sales Co., 4710 Crenshaw Bivd., Los Angeles 


ing plan. 


funds. Lease 


ovens as you need without 
capital outlay. The profit | 
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(Continued from Page 4) 


amount of work is not the only 
item of importance. The time 
during which that work is to be 
done usually is of equal conse- 
quence. 

Since torque is the effective- 
ness of a force to produce ro- 
tation, and power is the time rate 
at which work is done, you’ll note 
that both specifications must be 
considered in evaluating perform- 
ance. Neither quantity alone 
should be taken as the sole meas- 
| ure of engine or vehicle perform- 
| ance. 

Porque actually is one of the 
principal factors in determining 
power, since power can be 
thought of as the product of 
torque and angular velocity or 
rate of turning. 

Now to answer the two ques- 
tions raised in your letter: Horse- 
power is a unit used for measur- 
ing the time rate of doing work. 
By definition, it was arbitrarily 
stated that one horsepower is the 
power delivered by a machine do- 
ing work at the rate of 33,000 ft.- 
lb. per minute. 

For example, if you wanted to 
lift your 4,000-pound vehicle at 
the rate of 33 feet per minute by 
means of a motor-driven hoist: 
Horsepower required would equal 
(33 x 4,000) /83,000 or 4 horse- 
power. 

However, rolling movement of 
vehicle is another matter entirely. 
On level ground, the tractive re- 
| sistance is made up primarily of 
| two ingredients: (1) air resist- 

ance; and (2) rolling or frictional 

resistance. The total vehicle 
weight is, of course, an important 
factor in determining rolling re- 
sistance. 

| To determine the power re- 
quired by a vehicle at any given 
speed, you would need a copy of 
the charts showing road - load 
power requirements for that par- 
ticular vehicle. The graphs pro- 
vide an accurate picture of the 
relation between the many per- 
tinent factors at various engine 

| and road speeds. 


* * * 


Service Most Vital 


I enjoy reading Automotive News, 





|although I’m not a dealer. We do ~ 


‘Lid on Discounts 


| automotive accounting. 

Have read the salesmen argu- 
ments pro and con. 

I don’t have any trouble deciding 
|the make of car I want to buy. 


I am interested in all the safety | 


measures (belts, tires, steering) and 

hope they manufacture the safest 
ears possible. 

I do become interested in the 

factors of service on my cars. I 

| think the most important men 


120 More Cities 


Added to List of 
Soap Box Derby 


DETROIT. — Official Soap Box 
Derby races have been sanctioned 
in 20 new cities in 1954. 

These help make up a total of 
151 which will send champions to 
Akron to compete in the 17th All- 
American Soap Box Derby Aug. 15. 

New on the official list are: Okla- 
homa City and Enid, Okla.; Fair- 
banks, Alaska; Ashtabula and 
Hamilton, O.; Baton Rouge, La.; 
Big Spring, Tex.; Carbondale and 
Elmhurst, Ill.; Connellsville and Oil 
City, Pa.; Everett, Wash.; Greens- 
boro, N.C.; Hackensack, N.J.; 
Kalamazoo, Mich.; Long Beach, 
Newport News and Peters- 
burg, Va.; Panama City, Fla., and 
| Saranac Lake, N. Y. 

Canada will be represented this 

year by the Mission City-Vancou- 





from a single extra job | ver (B.C.) joint race and St. Cath- 
a month will pay the | arines, Ont. 


Quick oven. 


Western Germany again will send 


leasing cost of a Dry la contestant to Akron. 


| The city champions will race in 
| Akron for a share of the $15,000 in 
college scholarships and valuable 
merchandise awards and trophies 
presented by Chevrolet, co-sponsor 
with America’s leading newspapers. 
Scholarship awards are: $5,000, 
first; $4,000, second; $3,000, third; 
$2,000, fourth, and $1,000, fifth. Next 
five place winners will receive mer- 
chandise awards. 








around a dealership are service 


| managers. 
I formerly didn’t mind going to| 
|the local dealer’s service depart- 


ment, because I felt that I would 
get attention and that my car 
would be taken care of; that I 
would be told whether the problem 
was simple or serious. 

With the new service manager I 
have to wait around for some time 
to get attention, and then I’m not 
sure of that attention. The last time 
I was in the dealers to get my 
brakes fixed I left the car all day. 
I took it out that evening and went 
to pick up a friend. 

However, after driving a mile or 
two I discovered I didn’t have any 
brakes at all. The friend and I felt 
it too risky to go where we in- 
tended to go so she went home on 
a bus. 

Next day I went in and com- 
plained about this, but didn’t get 
any sympathetic attention (as we 
could have had a serious accident) 
and I left the car again. It was 
promised to me for that evening or 
the next at 5 o’clock (after my 
day’s work). I had to wait until six 
or after to get the car. I was hop- 
ping mad. They could have tele- 
phoned me that the car wasn’t 
ready. 

I haven’t been back. in that 
dealership since, and I had been 
a customer for three or four 
years with a charge account, and 
could have considered buying a 
new car there. 

Further, I never saw the dealer— 
and don’t recall seeing a dealer in 
all my experience of owning cars. 
They seem reluctant to mix with 
the customers, or to speak to them. 
I can walk in and talk to my 
banker any time. 

I am wondering if the manufac- 
turing companies are working on a 


| plan to get the old, old cars off the 
| highway.—Mkrs. C. F. T., California. 
+ 


Why? 


* * 


Recent items in the trade publi- 
cations have criticised the men who 
actually keep ‘the wheels of trade 


| turning: the lowly salesman. You 


know that without the efforts of 
this despised creature, we’d have 





Urged in Mich. 


LANSING.— Officials of the Mich- 
igan Automobile Dealers Assn. are 
urging ‘all dealers to “hold the line” 
| on discounts. 

Gilbert L. Haley, MADA ex- 
ecutive vice-president, said that 
dealers in a dozen Michigan 
counties are “receiving requests 


|from insurance companies to give 
| 10 percent discounts on glass.” 


Haley said that if dealers start 
giving discounts on glass, “the next 


| thing would be discounts on parts 


and then discounts on accessories 
and other items and the dealer 
would be the loser.” 





no automobile industry as it is ‘o- 
day; merchandising of autos would 
still be in the pre-historic man:er 
of Uncle Si’s sideline days, in which 
he sold cars as an adjunct to his 


hay-and-grain business. 


|looked down upon... 
| who mails oceans of postcards, dis- 


snubbed, and 
is the guy 


Joe Salesman... 


tributes bales of would-you-takes, 
and makes thousands of phone- 
calls; he pays bird dogs out of his 
earnings. Sometimes he gets a deal 
or two from these herculean ef- ~ 
forts; but more often, the prospects 
fall into other hands. Joe puts in 
extraordinary hours; he’s well- 
dressed; he makes per hour of ef- 
fort a lot less than the tempera- 
mental mechanic who likes to 
needle him. 

Needle .. . yes, indeed, the 
mechanics DO needle him; and 
so do the girls in the office, and 
the men-in-white, and the Front 
Office, and the Man-With-'The- 
Whip, and most of all, the 
customers!! Each and _ every 
customer approaches Mr. Sales- 
man with a great big fat chip 
on each shoulder. 

He knows in advance that he's 
in for a rooking at the hands of a 
dishonest person who’s out to 
“pressure” him into a car that he 
doesn’t want. (But if he doesn’t 
want the car, why did he go to the 
dealer?) This attitude is apparent 
to the salesman, and is resented 
by said salesman; after all, Mr. 
Joseph P. Salesman is a family 
man... with NO salary ... who 
attends church, donates to worthy 
causes, and raises a family just 
like Mr. Customer (or a little 
better, perhaps: ) 

How can the salesman help feel- 
ing resentment when he’s an ob- 
ject of suspicion, neglect, derision, 
and what-else at the hands of 
everyone concerned from customer, 
through the staff, and right down 
to the boss, who usually doesn’t 
even give him a drawing account? 

His worst “enemy” is the custom- 
er; generally speaking, Mr. Irving 
Customer is a damn liar! With 
a straight face he'll declare the 
Whumpp Motors offered him 
Umpty Eight Hundred bucks for 
his 1931 Hupp... but if our hero 
“happens” to offer him a hundred 
kopeks more than his wreck is 
worth, then our “honest john” 
customer indignately screams with 
agony, and then he'll “accept” the 
deal. 

Net result: no profit for Mr. 
Dealer, and little or no com- 
mission for Mr. Salesman. OR, 
he’ll visit 137 dealers, and con- 
sult with them ... and insult 
them .. . and fight with them 

- and then he'll come to you, 
armed with lists of comparative 
figures clutched in his hot little 
fist, and he lays down the law to 
you! HE’S IN THE DRIVERS’ 
SEAT ... THE WAR’S OVER 

. IT’S A BUYERS’ MARKET 

. . ete. etc. ad nauseam. Woe 
betide the poor salesman who 
falls into this guy’s clutches! 

Why don’t they act honest and 
straightforward? Why don’t people 
buy cars the same legitimate way 
that they buy clothing, and food. 
and everything else? WHY ? 
“JOE SALESMAN” 


Cunningham Rounds Out 30 Years with Ford— 


A lapel pin and other gifts were presented to Henry M. T. Cunningham (center), 
Lincoln-Mercury's Washington district sales manager, on the occasion of his 30th 
anniversary with the firm. The pin was presented at a Washington ceremony by 
J. G. Lewis (right), eastern regional sales manager, other gifts by Martin J. Barry 
(left), Baltimore dealer and chairman of the Washington District Lincoln-Mercury 


Dealers Advertising Committee. 











For Long Life it's 


Do you use 
PRECISION 
GEARS 
? 
CLARK 
produces them 
MOST TYPE 
MOST SIZE 


ee 
When vehicle specifications include ‘‘Clark Axles’’— ke 
truck, bus or heavy road equipment—it's proof 


that the builder aimed at producing a quality unit. 


Taking the shocks, carrying the load, minimizing wear! a G i i ih 7 os 1 


It’s “good business’’ to do business with Clark 


CLARK EQUIPMENT COMPANY «© BUCHANAN Battle Creek, Benton Harbor and Jackson, Michigan 





“Clark’s are easier to operate, 
require less maintenance — 
and we’ve tried ’em all’ 


says JAKE SEBERGER, SEBERGER'S CONCRETE BLOCK CO., GARY, INDIANA 


Of necessity, owing to the tremen- 
dous weights involved, the manu- 
facture of concrete blocks is a mech- 
anized handling operation; and for 
Jake Seberger’s money there’s only 
one entirely satisfactory answer— 
the Clark fork truck. He operates 
three 6000 Ib. gas-powered trucks, 
one (pictured here) with pneumatic 
tires and power steering. He has 
two more trucks of other makes— 
but they’re his “second team.” 
New blocks from the huge form- 
ing press (1000 to 1600 per hour, 
depending on size) are placed on 
steel trays; then on racks—20 to 24 
trays to a rack, weighing well up 


toward 6000 Ibs. Loaded racks are 
moved into the kiln for 12-hour 
curing in low-pressure steam at high 
temperature. From the kiln, racks 
are taken to the shipping area for 
manual loading on trucks. Empty 
racks are returned to the block 
machine—a continuous cycle. 
“These Clark trucks are the only 
ones for me,”’ says Seberger. ‘“T'wo 
of the Clarks are about 5 years old; 
and the only maintenance in all 
that time was replacement of one 
clutch, points and spark plugs.”’ 
You'll find “Jake Sebergers” in 
every kind of industry that handles 
materials—experienced men with a 


PRODUCTS OF CLARK —TRANSMISSIONS © AXLE HOUSINGS ¢ TRACTOR UNITS 


FORK TRUCKS and TOWING TRACTORS 
HAND TRUCKS © POWER SHOVELS ° 


and FORGINGS °* 


ROSS CARRIERS © POWRWORKER 


ELECTRIC STEEL CASTINGS © GEARS 
FRONT ond REAR AXLES for TRUCKS and BUSES 


keen eye for savings, who have 
“tried ’em all’? and want none but 
Clark. 

Just as basic ‘“‘good business,”’ 
have a talk with your nearby Clark 
dealer, a competent counselor on 
the planning of handling methods 
engineered to your business. You’ll 
find him listed in the Yellow Pages 
of your phone book. 


industrial Truck Division 


CLARK EQUIPMENT COMPANY | 


BATTLE CREEK, MICHIGAN 


tl 
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Truckin’ 





. + by Jack Weed 





on ee year’s truck exhibit at the 
Chicago Automobile Show was 

just as outstanding as it has been 

fn past years. To my mind, it is the 
finest truck show in America today, 
and I am certain that attention to 
deta:l is one of the reasons why 
wthis show is always a “buying” 
show, as well as interesting to look 
at. 

While I sat chewing the fat 
with Carl Bock and Larry Flynn, 
of GMC, a fellow dressed in 
corduroy pants tucked into rub- 
ber overshoes, a peaked cap and 
leather jerkin, stood looking aim- 
lessly about. Marek, the GMC 
service manager, stepped up to 
. him and asked if he could be of 
service. The fellow said, “What’s 
.the size of that truck over 

shere?” pointing to one on dis- 
play. 

Marek told him it was a three- 
quarter-ton job. “That’s just what 
need. How much is it?” 


Marek got a salesman and before 
he got back to where we were 
sitting, the salesman had an order 
; Sand a deposit. 

. And now Marek is bragging 
“| ®about how easy it is to sell GMCs. 

* * * 


Crowd Stoppers 


C WAS a buying show. While I 
sat talking to Mike McCarty, 
the Harvester branch - manager, 
who is on the Chicago show com- 
| mittee incidentally, four big fleet 
users came up and spoke. All of 
them were big users of Harvester 




























- 


Top Trucks 


New-truck registration for one 
month, plus 386 states for Feb- 


ruary: 

1954 Pos. Make 1953 Pos. 
| 1—36,257 Chev. 43,433— 1 
2—33,387 Ford 30,181— 2 
3—10,359 Intern’t’l 13,477— 3 
4— 9,140 GMC 11,722— 5 
| 5— 8541 Dodge 13,403— 4 
6— 1,881 Willys 3,165— 7 
I— 1,458 Stude. $,6938— 6 
8— 1,421 White 1,434— 8 
9— 723 Mack 174— 9 
10— 375 Dia. T 444—11 
1l— 348 Reo 499—10 
/) 12 165 Autocar 192—12 

888 Misc. 1,164 

Total All Makes 
104,943 123,581 


For further details, see page 
. 45, today’s issue. 


Building 


By Sam Sampson 
Staff Writer 
Tas year is slated to be a “king- 
sized boom year” in the con- 
struction industry, indicating a siz- | 
able truck market to the building | 
trades. 

More than $14 billion worth of | 
heavy construction contracts will be 
awarded this year in the United 
States and Canada, according to 
construction authorities. 

At present, it is said, this figure 
is supported by a backlog of con- 
struction totaling $749 billion—an 
alltime high for planned con- 
struction — and the total is still 
growing. 

While there is no breakdown for 
the recently increased figures on 
heavy construction, an earlier 


NY 
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trucks and were down there look- 
ing over the jobs on display with 
an eagle eye. 

The two biggest crowd stoppers 
in the truck displays, it seemed to 
me this year, was the revolving 
engine display of Ford and the 21- 
speed automatic transmission of 
GMC. 


The Ford engine display is not 
new; they used it last year as 
well, I believe. But I never went 
past or through the Ford exhibit 
without seeing a number of men 
standing -there watching the 
engines go round and round. 
Moving displays get attention. 


GMC had “exploded” its duel 
transmission out so that one could 
see each different part. The display 
was at least six feet long and, be- 
cause of its newness and being 
very unusual, got a lot of attention 
and kept two “barkers” busy all 
day long explaining its 
tree” action that lets it split gear 
ratios by being in first gear, for in- 
stance, in one gear box while being 
in second in the other. 


This is the way they get seven 
gear ratios in the combination of 
two four-speed boxes. That, with 
the three-speed gear box tacked 
on the end of the combination, pro- 
vides the 21 different ratios at the 
rear end. 

Chevrolet, Dodge, Studebaker, 
Willys, and Diamond T also had 
interesting and _ attention-getting 
exhibits. 


* * * 


CAT A’s 50th Birthday 


§ iue dinner thrown by the Chi- 
cago Auto Trade Assn. to com- 
memorate its fiftieth birthday was 
very well done and received a 
great deal of nice comment by the 
top factory brass, practically all of 
whom were there. It took two 
speakers’ tables to hold them and 
the association past presidents. 

Kaltenborn, of radio fame, was 
the speaker of the evening. He 
was selected as one who had been 
active in business for the entire 
fifty-year life of the association. 
While his talk was quite contro- 
versial and somewhat long, it 
was delivered in his forthright 
manner and in his best radio 
voice. The musical part of the 
entertainment was put out over 
the air by the Northern Trust 
Co. of Chicago. 

The annual beefsteak dinner to 
truckers, put on by GMC in the 

(Continued on Page 28, Col. 3) 
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Many Catalogs Reveal Dealer Cost ... 





Equipment Lists Hit 


IRUCK dealers and salesmen are 

complaining about the manner 
in which body and truck equipment 
manufacturers and distributors put 
out their catalog sheets and price 
lists. 

They claim that most makers 
and distributors not only print 
the list price but include the deal- 
er’s cost as well. In many cases, 
they claim, the sheets come to 
them with the list, a fleet price 
and a dealer net shown on the 
same page. 

Dealers point out that under to- 
day’s highly competitive conditions, 
those who want to make a profit on 
the sale of either a body or a piece 
of equipment are really forced to 


| show the customer some evidence 
| that the price they are quoting is 
| that quoted by the factory for the 
| product. 


If they wish to give the buyer a 
slight discount that will still retain 


| some profit in the deal for them, 


they still want to be able to show 
the customer a catalog sheet show- 
ing the product together with the 
suggested list price. 
« oe * 
—— they can quote the desired 
price to the prospect and the 


| buyer knows that he is getting a 
| discount from list. This, claim the 


smart dealers, is sufficient to ap- 
pease most “discount buyers” even 
though they give but 10 percent. 


| Dealers still save some margin for 


profit on the entire deal or to aid 
in the trading. 

One International Harvester 
dealer in an Iowa city buys most 
of his dump bodies, power tail- 
gates, bodies, safety tanks, fifth 
wheels and other accessories from 
a nearby distributor. 

On all of his price lists this dis- 
tributor shows a_ suggested list 
price, a dealer net and the addi- 
tional net for freight and mounting. 
In the case of farm, stake and plat- 
form bodies, the distributor had put 
the dealer net in the furthest col- 
umn to the right on the page so 
that the dealer could trim this col- 
umn off the sheet. 

But on his price list of hydraulic 
hoists and dump bodies, the dealer 
net price was inserted between the 
suggested list and the freight and 
mounting column. The dealer had 
stuck a strip of plastic tape over 
his net prices to hide them, The 
sheet glaringly told the prospect, 
however, that there was a column 
of figures the dealer or his sales- 

pe did not wish to show him. 
* a k 

O*X THE price list for the trailer 

fifth wheels, safety gasoline 
tanks, air brake control kits, 
tachometers and electric sanders, 
the distributor had listed the sug- 
gested list price, suggested fleet 
price, dealer net and additional 
charges for freight and mounting. 
On this sheet, it would have looked 









Spring, and the Truck Man's Fancy— 


2 igh 
: 


‘With a boom year expected in the heavy construction field, this and similar scenes 
may become very familiar to truck dealers across the nation as they get out on the 


job to sell trucks and special equipment 


to contractors and road builders. Shown is 


an International LF-211 six-wheeler with 13-foot dump body, owned by the J. H. and 


N. M. Monaghan Co. 





Boom Seen Aiding Truck Sales 


_ breakdown, based on January pre- , 


| dictions of slightly less than $14 

| billion for the year, showed the fol- 

lowing estimates: 
a 


* * 


pusiic works projects would 


total $6.3 billion for 1954, an in- 
crease of about 2 percent over 1953. 
Under this figure, $230 million would 
| go for waterworks, $450 million for 
| Sewage facilities, $650 million for 
| bridges, $1.9 billion for highways, 
| $300 million for earthwork and 
| waterways, $1.7 billion for buildings, 
| excluding housing, $300 million for 


| public housing and $800 million for 


| unclassified projects. 
| Private construction was esti- 
| mated at $7.7 billion for the year, 


a decrease of about 6 percent | 


from last year’s boom, Under this 


| 





figure, mass private housing 
would total $3 billion; commercial 
building would total $14 billion; 
industrial building, $2.5 billion, 
and unclassified, $850 million. 
These figures represent totals 
that will be spent in all parts of the 
U.S. and Canada. Thousands of 
small communities will feel the ef- 
fects of increased constructions ap- 
propriations this year, and it pro- 
vides a large and widespread truck 
market for every truck dealer to 
look into. 


Construction work calls for nearly 


NEW PRODUCTS 
Page 38 


a complete line of truck products— 
dump trucks, cement mixers, lum- 
| ber trucks, equipment haulers, large 
|and small flat-bed jobs for hauling 
| materials, general pickups and spe- 
cial-bodied pickups for plumbers, 
electricians and other servicemen 
to mention a few. 

In a recent market letter to its 
subscribers, Engineering News- 
Record, a McGraw-Hill publication 
for the construction industry, had 
the following predictions for the 
year: 

OF * oe 
pet worry about the bottom 
falling out of the construction 
markets for 1954 .. . Maybe com- 
petition will be keener and money 
(Continued on Page 32, Col. 1) 





- | ment ef legislation whith dues 
| 
| 


messy if he had pasted the tape 
over both the net and fleet price 
columns, so he had let the fleet 
price ride. 
‘' This however put the truck 
dealer and his salesmen in an 
| awkward position in dealing with 
one-truck owners. The minute the 
dealer showed such a buyer the 
price list to convince him that 
they were quoting the right fig- 
ure, the prospect saw and wanted 
the fleet price. 

Some body makers have been 
accustomed to putting the dealer 
cost price in a left hand column by 
catalog or item number so that the 
dealer could take the last five num- 
bers as his cost. But smart buyers 
are quick to decipher the code. 

Some dump-body makers have re- 
cently listed a net price to the dis- 
tributor, a net to the dealer and a 
suggested list to the user. In the 


(Continued on Page 33, Col. 1) 
Michigan Upholds 
‘'Noncarrier Status - 


Of Hertz Leasing 


ANSING.—The noncarrier status 

of bona fide truck leasing with- 
out drivers, as available from 
companies primarily engaged in 
the business of supplying “drive 
yourself” vehicles, has been reaf- 
firmed by the Michigan Supreme 
Court. 

The case involved Hertz Driv- 
Ur-Self Stations, Inc., which was 
protesting the Michigan Public 
Service Commission’s enforce- 





fied leased trucks as “contract 

carriage” subject to for-hire li- 

cense fees and permits, 

The court decided that an 
' amendment to the Michigan Motor 
Carrier Act adopted in 1945 was in 
error “in attempting to reach the 
business not only of the carriers 

Lut also the owners of vehicies whwu 
were not carriers or transporters 
| of property but who leased their 
vehicles to parties over whom the 
lessors exercised no control what- 
soever. 
_ + + * 
‘as is an entirely different 
business and in no way is it 
covered by the title or purpose of 
the act,” the court said. “Hertz 
neither transported passengers nor 
property for hire: It simply leased 
| its trucks.” 

In Chicago, National Truck 
Leasing System’s president, How- 
ard L. Willett jr. commented 
that “while other attempts to 
arbitrarily define bona fide truck 
leasing without drivers as ‘for- 
hire carriage’ subject to regu- 
lation have been made from time 
to time by legislative authorities, 
when legally tested the lessor has 
been proven to be merely a sup- 
plier of equipment with no con- 





trol whatsoever over its oper- 
ations or cargo. 

“Such restrictive attempts threat- 
en to deny to the business and 
industrial community of a state, 
the economic advantages to be 
gained from leasing in preference 
to truck ownership,” he said, 

* + > 


“ax most important official 
acknowledgement of the non- 
carrier status of this type of truck 
leasing,” Willett said, “is incorpo- 
rated into the Interstate Commerce 
Commission’s leasing regulations 
(MC-43) expressly exempting from 
all provisions of those regulations: 
“corporations whose principal 
business is the leasing of equip- 
(See HERTZ, Page 33. Col. 1) 
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Lawsuits Affecting Dealers... 
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Court Decisions 


By Leo T. Parker 
Attorney at Law 

SOME time ago a car dealer wrote 

me, “I have read your cases in 
Automotive Ngws where a minor 
can take a purchased automobile 
back to the seller and demand a 
refund of the full purchase price. 
If the automobile dealer sells an 
automobile for its owner (another 
party), what can the minor do?” 

In Datko v. Gieb, 113 N. E. (2d) 
et it was shown that a minor 

rchased a car from a dealer and 
paid the full price of $1,500. 

Later he took it back to the 
dealer and demanded the return 
of his money on the ground that 

he was a minor. 

The dealer refused to. return the 
purchase price to the minor, and 
proved that when the sale was 
made Beckett owned the automo- 
bile and that he, the dealer, merely 
handled the transaction. 


However, since the 
showed that the dealer 
sale in his own name, 
held: 

“If the defendant (dealer) acted 
for an undisclosed principal, mak- 
ing the contract in his own name, 
an infant with whom he deals has 
the right to leok to him for the 
return of the money upon disaffirm- 
ance of the purchase agreement 
during his minority or within a 
reasonable time after becoming of 


age. ” 
* * * 


A Minor Problem 
INSIDERABLE discussion has 
arisen over the question: If an 

automobile dealer knows that a 

minor will have use of an automo- 

bile, can the dealer avoid respon- 


testimony 
made the 
the court 


sibility | by selling the automobile | 





Midwest Jobbers 
Open St. Louis 
Shew Thursday 


ST. LOUIS.—Some 200 manufac- 
turers will display more than $1 
million werth of shop tools and 
service equipment at the Midwest 
Automotive Trade Show to open 
here Thursday (Apr. 8) at Kiel 
Auditorium. 

Factory-trained representatives 
will be on hand to show service of- 
ficials from 10 midwest states how 
to improve their service and 
profits. 

Meetings of the Motor Equip- 
ment & Wholesalers Assn. and the 
National Standard Parts Assn. will 
be held in conjunction with the 
show. The new General Motors 
parts plan will be among the sub- 
jects discussed at the meetings. 

A jubilee dinner will also be held 
marking the 50th anniversary of 
automotive wholesaling in the U.S. 
J. L. Dykes will receive an award 
in recognition of his service to the 
industry. The show will close Apr. 
11, 


Cars vs. Trams 





to an adult who takes legal title 
to the car?” 


According to a late higher 
the 


For example, in Wooldridge v. 
Hill, 114 N. B, (2d) 646, the testi- 
mony showed these facts: An em- 
ployer of a boy, 17, purchased an 
— and delivered it to the 

iy. 


* * + 


Agree on Pay Plan 

B* AGREEMENT the boy was to 
pay the employer a certain 

amount per week for the car and 

upon completion of the payments, 

the boy was to receive the title from 

the employer. 

The boy, on delivery, gave the 
employer $400 and thereafter 
made weekly payments aggre- 
gating $130. 

In the meatime the employer held 





We twist, shock-load, abuse, and torture them. Match every con- 
ceivable hauling condition. Then add a few brutal tricks of our own! 


title to the automobile. Six months 
later the boy returned the automo- 
bile to the employer and demanded 
return of the $530. 

The lower court held that the 
employer could keep $280 of the 
$530 ag rental. The higher court 
reversed this verdict, holding that 
the employer must refund $530 and 

said: 


“Seller was not entitled to retain 
a portion of the amount so paid as 
compensation for use of automo- 
bile.” 

The court added that the dealer 
who sold the automobile to the 
boy’s employer had no liability as 
the purchase money was paid by 
the adult employer. 

aa + 


> 


Stolen Car Concealed 


vas question comes up fre- 
quently: What constitutes “con- 
cealment” of a stolen automobile? 

In the case of Phillips v. U. S., 
206 Fed. Rep. (2d) 928, the higher 
court held: 

“We are of the opinion that re- 
moving the Kansas license plates 
from the automobile and affixing 
the Oklahoma license plates thereto 
was to prevent discovery of the 
automobile and constituted con- 
cealment thereof.” 





35-Year Plaque— 


Thomas F. Daquila (right), Studebaker 
dealer in Beaver Falls, Pa., receives a 35- 
year dealer plaque from C. K. Whittaker, 
sales vice-president. 


28,810 from Britain 
MONTREAL.—Some 28,810 Brit- 
ish-made cars, worth $29.6 million, 
were sold in Canada in 1953, com- 
pared with sales of 21,332 such cars, 
worth $21 million, in 1952. 





Harvester Plans 
To Expand Its 
Engine Plant 


INDIANAPOLIS.—An expansion 
and improvement program at the 
Indianapolis engine plant of Inter- 
national Harvester will be carried 
out over the next two years. 

The program is intended to give 
the company an up-to-date foundry 
and machine shop for production 
of engines used in all of its trucks. 

Final cost of the program is in- 
definite, but it is expected that 
more than $4 million will be ex- 
pended during this year and next. 

Called for is the construction of 
four additions — a total of 90,000 
square feet—to present manufac- 
turing and foundry buildings. 

The additions will increase the 
Harvester plant to more than 945,- 
499 square feet of floor space, or 
almost 22 acres under roof. Con- 
struction is expected to start soon, 
and will take an estimated one 
year to complete. 

Considerable new plant equipment 
will be installed in both the foundry 
and manufacturing building. 





We tie truck axles in 


in the new Timken-Detroit indoor 
proving ground...and only 


Competition oj Frivate Autos 
Haunts Transit Men 


DETROIT.—The nation’s transit 
systems are in a “death struggle” 


Why? So you'll know in advance, and 
for sure, that a Timken-Detroit axle 
can take the punishment it was de- 
signed for. More rugged, grueling pun- 


for trucks, buses and trailers to work 

—subjecting axles and gearing indoors, 

to any outdoor operating condition. 
Such exacting research pays off for 


ilslaie, eanoative’ vieo president ishment than any other axle made! —_you in: longer axle life; less mainte- i 
of the American Transit Assn., told To prove it, we _capsuled a multi- nance, repairs and downtime; reduced 
a meeting of, the group here last thousand acre proving groundintoone operating expenses. This is why 
week. room. Here our engineers can put 50 Timken-Detroit axles are preferred by " 


Delegates agreed that transit years of experience in building axles manufacturers and operators. 
systems must improve their facili- 
ties if they expect to win greater 
patronage. 

Anderson reported that patron- 
age throughout the nation was 


down about 7 percent last year. 


Laurence Wingerter, president, 
said it was cheaper to use public 
transit. To drive a car to and from 
_ work costs an average of $1,100 a 
year, he said, while by public 
| transit it is possible to get by on 
- $146, based on a 20-cent fare. 





This is our ‘‘truck driver.’’ He 
works in our ““Torture Chamber.” 
Above him are graphs showing 
speed and torque performance 
under any operating condition he 


How TDA proves axle quality 
in this “Torture Chamber” 


We pick one of our axles at 
random . . . then duplicate a 
hauling condition, hour after 
hour, day after day . . . simu- 
lating half a million miles of 


chooses . . . soft ground at full 
load . . . mountains . . . express 
highways or side roads. With spe- 
cial dials, recorders and electronic 
devices, he actually drives the 
axle with scientific accuracy from 
his chair! 


the toughest driving situations 
in just a few days. Or “invent” 
a test like going uphill with a 
full load from California to 
New York non-stop. There is 
no other axle testing like it in 
the world! 


Joy Opens Ford Deal 
cee sented by Eagar 
p been — Ford 
aire amhagten, & 











f 


AUTOMOTIVE NEWS, APRIL 5, 1954 





California Firm Has Gold Comet Fleet— 


Consolidated Rock Products Co., Los Angeles, has Reo Gold Comet six-cylinder 
engines installed in more than 100 vehicles. In 50 of them, the Reo OH-160 replaced 
engines of more than 500-cubic-inch displacement. In 42, the units replaced V-8 
engines. 








Maintenance Course Scheduled May 3-7 
STATE COLLEGE, Pa.—Pennsyl- Information may be obtained 
vania State University will conduct | from Prof. Amos E. Neyhart, Insti- 
its ninth annual course for main- tute of Public Safety, Pennsylvania 


tenance supervisors and fleet per- 
sonnel May 3-7. State University, State College, Pa. 








You’re on the highway. You need Timken-Detroit axles. 
Identical axles in our indoor proving ground are subjected 
to tests so rugged —they’re comparable to a half-million 
miles or more of high-speed, non-stop, uphill - downhill 
operation with capacity load . .. hour after hour, 24 hours 
a day, for days! Only Timken-Detroit ‘“Torture-Tested” 
axles can take this brutal treatment—to assure you top 
performance —make you more money per load! 


Kentucky Studies Insurance .. . 


Weight-Length Limits 
Face N. Y. Revision 


on of truck weight and 
length limits is proposed by a 
bill introduced in the New York 
State Legislature. 

The measure would reduce the 
maximum length of  tractor- 
trailers from 50 to 45 feet by 1960, 
impose a maximum gross weight 
of 65,000 pounds on the heaviest 
trucks and permit a moderate 
increase in the cargo weight on 
tandem-axle trailers. 

Bertram D. Tallamy, State public 
works superintendent said one of 
the main purposes of the bill was 
to encourage use of tandem rear 
axles. 

A bill to double the public lia- 
bility insurance now required on 
trucks and buses in Kentucky, and 
to increase five times the amount 
of property damage insurance re- 
quired, has been introduced in the 


Timken-Detroit Front Axles 


Legislature for the State De- 
partment of Motor Transportation. 
+ + + 

EFORE obtaining permits to 

operate, Kentucky trucks and 
buses are required to file with the 
department their policies of insur- 
ance covering public liability and 
property damage. 

Existing law requires a bus 
seating 26 or more to carry what 
is called “five, 25 and one.” That 
means it is liable for minimums 
o for death or injury to 
one person, $25,000 for death or 


accident, and $1,000 for 


property damage. 

Proposed legislation would double 
the first two minimums to $10,000 
and $50,000 and increase the third 
to $5,000. 

Trucks with gross weight of 
less than 18,000 pounds now are re- 





You haul heavy loads on all kinds of roads! That’s 
rough on axles —but nothing compared to what we do in 
the TDA Indoor Proving Ground. For instance, we take 
an axle shaft and twist it 14° forward and backward, 36 
times a minute, 24 hours a day, week after week. Or sim- 
ulate the punishment an axle housing would get hitting 
a chuck hole with a capacity load, every 4 seconds, 24 
hours a day, month after month! 





knots 


Timken has it! 


ee 
AXLES 


“TORTURE-TESTED” 
to Save Money on the Job 


WORLD’S LARGEST MANUFACTURERS OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 


Plants at: Detroit, Michigan 





Here is easy, positive steering 
control. A little man can handle 
a large rig with TDA front axles 
as easily as a big 210-pound, six- 
footer, at fast or slow speeds... 


on smooth or rough roads. No 
wheel kickback. Tractor semi- 
trailer hook-ups have smallest 
possible turning radius -— great- 
est maneuverability. 





Timken-Detroit Hypoid Gearing 


Hypoid gearing for truck axles 
was pioneered by TDA. Only 
Timken-Detroit has Hypoid 
gearing in a complete “family” 
of 7 basic axle capacities—in the 
entire range of medium and 
heavy-duty requirements. This 
advanced-related design incor- 


porates the same features of con- 
struction and interchangeability 
in a choice of 3 types of Hypoid 
final drives using the same axle 
shafts—single-speed; single- 
speed double-reduction; two- 
speed double-reduction final 
drive units. 





Timken-Detroit Tubular Trailer Axles 


The lightest weight tubular 
trailer axle made. Produced in 
the largest, most modern axle 
plant in the world. PLUS exclu- 
sive features : Lightweight Fab- 
ricated Brake Shoes with 


Econoliners for greater wear, 
longer service, Electrically 
Welded Spindles and Spring 
Seats guaranteed for life, Nylon 
Bushings in Brake Camshaft 
Assemblies. 


Oshkosh, Wisconsin * Utica, New York * Ashtabula, Kenton and Newark, Ohio * New Castle, Pennsylvania 


quired to carry “five, 15 and one.” 


Trucks heavier than 18,000 pounds 
must carry “five, 154 and one.” 
Each of the first two minimums 
would be doubled by the proposed 
law and the last would be raised 
to $5,000. 

* + * 


HE measure also would create 

a new classification for trucks 
carrying inflammables and ex- 
plosives. Minimums proposed are 
$10,000 for death or injury to one, 
$25,000 for death or injury to more 
than one in the same accident, and 
$25,000 property damage. 

It also calls for an excise tax 
of $10 a year on wreckers, in lieu 
of the present license fee of $9.50. 
A new schedule of excise taxes 

is proposed on for-hire trucks. The 
scale ranges from $22 a year for 
trucks of 5,000 pounds to $300 a 
year for trucks of 42,000 pounds. 

A bill to repeal California’s 3 
percent gross receipts tax on for- 
hire trucks has been introduced in 
the Legislature. Similar legislation 
was passed at two previous 
sessions only to be vetoed by 
Former Gov. Earl Warren. 


Truck Goods Show 
To Open June 24 
In Los Angeles 


LOS ANGELES. — The 1954 
National Truck, Trailer and 
Equipment Show will be held here 
June 24-27 at the Pan Pacific 
Auditorium. 

Exhibitors will show their wares 
to owners of southern California’s 
351,600 trucks, according to Show 
Chairman John F. Beach. 

The Automotive Council of Los 
Angeles, sponsor of the show, said 
truck registrations in southern 
California rose 52,000 during the 
past year. 

“When one considers,” Beach 
said, “the fact that more new 
trucks were sold in California in 
1953 than in any other state, one 
can visualize not only tremendous 
concentration of equipment but 
continued expansion.” 

Roy W. Bordeaux, newly ap- 
pointed sales chairman for the 
show, made public for the first 
time results of a survey taken at 
last year’s event. ' 

Results would indicate, he said, 
that attendance at the 1953 show 
was carefully screened and those 
attending werc receptive to 
equipment on display. ; 

Eighty percent of tickets turned 
in had been allocated through dis- 
tributors of truck, trailer and ac- 
cessory handling equipment, Bor- 
deaux said. 

To the question, “What is the 
most important reason for your 
seeing the show,” 79.1 percent 
answered: “To see new equipment,” 
while 13.4 percent replied: “To 
compare all makes and models 
shown.” 

To the query, “Did you see any 
equipment at the show of possible 
advantage to your company or 
you ?” 88.2 percent answered: “Yes.” 

Of those answering “yes” to the 
above, 71.6 percent reported seeing 
equipment at the show new to 
them. 

Part of the proceeds of the event 
| will be used to continue automotive 
| transportation scholarships. 
| Information may be obtained by 
| writing the council at the Tabery 

Bldg., 3443 S. Hill St., Los Angeles 
| 7, Calif. 


Greater Payload Claimed 
For Aluminum Truck 


BUFFALO.—The Tilt-Cab alumi- 
num truck and trailer seen in oper- 
ation in Buffalo in recent weeks is 
proving its worth from a payload 
standpoint, according to Robert M. 
Callahan, terminal manager of Mo- 
tor Express, Inc. 


The unit, Callahan said, is capa- 
ble of carrying approximately 13,- 
000 pounds more per load than the 
regulation truck and trailer. Motor 
Express is one of about 10 com- 
panies employing this type of truck 
and trailer, as either a single or 
double unit, in Buffalo. 


Hudson to Learner 
A. L. Learner has been appointed 
a Hudson dealer in Oakland, Calif., 
and is operating as Learner Hud- 
son. Ed Leitner is sales manager; 
George Waite, parts manager, and 
Dick Griegler, service manager. 
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High ways & Safety... 





Slowpoke ‘Scapegoat’ 
Of Reckless Drivers 


By Gerhardt Neumann 
Staff Writer 


GOOD word for the slowpoke 


is being put in by Forst E.|} 
Lowery, manager of the Greater | 


Minneapolis Safe- 
ty Council, in an 
article “Scapegoat 
for Traffic Death” 
in the March issue 
of Public Safety. 
“The driver who 
blames the slow- 


MATIONAL SAFETY 
counci’s 





Xe poke for any sig- 
AUTOMOTIVE nificant share of 
MEWS our shameful 

er ee ee traffic death toll,” 


Lowery writes, “is 


looking for a} 


scapegoat and is trying to salve his 
own conscience for his driving be- 
havior.” 

The excessively slow driver, he 
points out, violates the law and 


e 


driver who tries to pass him 
without regard for safety should 
be saddled with the blame for the 
act and its consequences. 

| “The sloppy thinking of the| 
'driver who would make the slow | 
driver the scapegoat,” the author | 
says, “proceeds in three jumps. 


delay for being the cause of a pos- | 


I 
Dunlop Hosts Foreign Auto Officials— 
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Executives of Dunlop Tire & Rubber Corp., Buffalo, gave a reception for European 
First, he is irritated at a delay.| auto men who had come to New York for the International Motor Sports Show. From 
Then he blames the cause of that left are J. G. Chaldecott, managing export director of Rootes, Ltd.; E. F. Hingeley, 


managing director of Dunlop in Germany; Donald Harrison, general sales manager 


sible accident. Third, he decides | of Nuffield Organization; G. H. Crawford, executive vice-president of Dunlop, and 
that the slowpoke is the cause of | Vincent Richards, Dunlop vice-president. 


most accidents.” 
* * * 


Jekyll-Hyde Motorists 


A 


| director 


|ence, W. W. Gilchrist, managing | 
of the Canadian Good | 
| Roads Assn., told a meeting of the | 
NATIONAL safety conference Caden s | 
has been called by the Cana-| Assn. in Montreal that the Cana- 
dian Government to reach a gen-/ dian motorist has a split person- 


Automotive 


eral understanding with the pro- | ality. 


| vincial authorities on interprovin- | 
|cial traffic. The parley probably | 
will be held the last week of April. 


| Referring to this planned confer-! clared. “The polite Dr. Jekyll of 


“Many, of our traffic difficulties 
spring from the exhibition of 
mass gutter manners,” he de- 


Electric | 


the community often becomes a 
Mr. Hyde behind the steering 
wheel, screaming, blasting and 
tearing his way through traffic.” 
More than 80 percent of highway 
accidents are due entirely to driver 
error, Gilchrist said, while anether 
important factor is the low aver- 
| age level of driving competence. 
| “Some of the provinces, including 
| Quebec,” he declared, “are now be- 





Introducing H YDRO-TRAC, the new 
3rd axle that gives DUAL-DRIVE DIVIDENDS 
with SINGLE-AXLE ECONOMY! 


Truckstell Hydro-Trac gives you 3 trucks in1... 
e 50-50 axle load distribution for greatest payloads 


e 80-20 axle load distribution for maximum traction 


e Trailing axle up for single-axle truck economy 
,.. all in one low-cost, easy-to-operate unit. 


Here’s how Hydro-Trac works. From its normal 
50-50 axle load distribution, weight can be shifted 
hydraulically by cab-controlled pump which trans- 


fers up to 60% of the trailing axle’s load to the 
driving axle ...supplying up to 80% of a dual-axle 
drive’s traction on ice, snow or muddy roads. 


When truck is empty, Hydro-Trac’s axle can be 


~ lifted off the road, saving tires and gas, providing 
easier steering and up to 20% shorter turning. 


Hydro-Trac weighs much less than a dual-axle 
¥ drive of equal capacity. This savings means greater 
e payloads. In addition, its proven 4-point suspen- 


Truckstell 


MANUFACTURING COMPANY 
“Union Commerce Building ¢ Cleveland 14, Ohio 


-* Makers of famous 


auxiliaries and other types of special truck equipment. 


Trucksteli Dual-Axle Drives, 


Hydro-Trac comes completely 
assembled with matching capac- 
ity tubular axle, hydraulic or 
air brakes, hydraulic pump and 
cab controls. 


sion cushions the ride, maintains axle alignment and 
perfect tracking for longer tire life. 


For extra sales, offer Hydro-Trac’s advantages to 






Truckstell Manufacturing Company 


new and used truck buyers now. Get full details from 
your nearby Truckstell Distributor or write us today. 


Union Commerce Building, Cleveland 14, Ohio 


Send me your new illustrated Hydro-Trac folder, and name 
and address of my nearest Truckstell Distributor. 


ed 


ginning to demand of applicants 
for licenses a reasonable degree of 
driving proficiency and physical 
condition.” 

Gilchrist stressed that the safety 
problem is no longer a local one 
but a nationwide problem for ever: 
industrial and transportation agen- 
cy and every individual in Canada. 


* * * 


Trucking Industry Speaks Up 
EANWHILE, the American 
Trucking Assns. reaffirmed its 

full agreement with officials and 

highway users on the need for im- 

proved roads. 

“The trucking industry,” said 
Ray G, Atherton, general manager 
of the group, at the convention of 
the Wyoming Trucking Assn. in 
Cody, “is pledged to every effort to 
make the present highway system 
as safe as possible.” 

He stated that for four years 
there has been a decline in the 
number of trucks involved in ac- 
cidents, compared with the num- 
ber registered. 

Atherton urged the trucking in- 
dustry to continue cooperation with 
other groups to improve the high- 
way system and also affirmed the 
industry’s willingness to pay its 
fair share of the highway tax bill. 

In 1952, he said, trucks totaled 
29.4 percent of the vehicles regis- 
tered in Wyoming, yet at the same 
time they paid 53.4 percent of all 
highway user taxes. 


“All the trucking industry asks,” 
he added, “is that its share of the 
tax load be objectively determined; 
that improvements be first made 
where improvements are most 
needed; that a program be planned 
with regard for future needs, and 
that it be administered in a busi- 
nesslike manner.” 

aa a 7. 


Midwest-Miami 
Turnpike Sought 


Turnpike officials from Georgia, 
Florida and Tennessee have joined 
officials from Ohio and Indiana in 
an agreement to work together for 
|}an expressway from the Great 
Lakes to Miami. 


Dixon Oxford, chairman of the 
Georgia Turnpike Authority, said 
legislation had been passed in 
| Georgia for a survey, but “we are 
waiting for Florida and Tennessee 
|to get their routes worked out be- 
fore starting work.” 

Engineering studies on a pro- 
posed trans- Wisconsin turnpike 
have been started, according to W. 
A. Roberts, of the Wisconsin Turn- 
| pike Commission. 

The studies will produce cost 
estimates to help the commission 
determine whether the project is 
feasible. 





* * * 


| Trailmobile Head Named 


To Cincinnati Safety Group 

William A. Burns, president of 
Trailmobile, Inc., has been elected 
to a three-year term as a director 
of the Greater Cincinnati Safety 
| Council. 

Burns also has been named by 
Gov. Frank Lausche to the regional 
| group which supervises safety ac- 
| tivities in 10 southwestern Ohio 
counties. 

In the past 15 years, Burns has 
promoted traffic safety through na- 
tional magazines, and state and na- 
tional awards annually to truck 
drivers with outstanding safety 
records. 


| 





* * ® 


H & S Shorts 


A safety compaign has been 
launched by the Manchester (N. H.) 
Union-Leader in cooperation with 
the Motor Vehicle Department and 
the American Legion .. . 

The Illinois Conference of High- 
way Users has initiated a drive 
| for adoption of an anti-diversion 
amendment in 1955 ... The 
Greater New York Safety Council 
will meet Apr. 5-9 in the Hotel 
Statler. 

The temporary. highway finance 
planning commission of New York 
has submitted a report to the 
Legislature, endorsing a 10-year 
construction program totaling $2,- 
886,200,000 .. . Florida has set up a 
citizens’ committee to coordinate 
efforts highway safety groups. 





William Uliman, tops among Washington 
| Automotive newsmen, reports each week 
}on news affecting the auto industry in 


| Automotive Washington. 
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keesult! wort DRIVING COMFORT, LESS 


FATIGUE AND GREATER SAFETY. 
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bh od % he 
Air-Power Steering for Trucks— 


Bendix-Westinghouse Automotive Air Brake Co., Elyria, O., has come out with an 
air-power steering system for trucks which uses compressed air: supplied by an 
engine-driven air brake compressor. This illustration shows the relationship between 
the new steering aid and a basic steering mechanism. The equipment is described 
as self-sufficient, inasmuch as the air compressor has an unlimited replenishing source 
and only one medium is necessary for braking and steering. The system consists of 
a double-acting power cylinder which is activated by a control valve containing a 
preloaded spring. Deliveries at present are limited to some manufacturers for factory 
installation, according to firm, but kits for field installation will be available soon. 
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(Continued from Page 23) 


Saddle and Sirloin Club, the famed 
roast beef eating joint of the 
Stockyards Inn, played to over 800 
guests, I understand, and was up 


to its usual high standard. And 


you certainly got what you asked 
for. I asked for a piece of beef 
“rare, and I mean rare’—and did 
I get it. 

If a cow had bellowed as I stuck 
my fork in it, I would have been 
running yet. I’ve learned my lesson 
at the Sirloin Club, I'll just say 
“rare please” and say it meekly 
there from now on. 

+ * a2 


| Late Note 


A CHRISTMAS note late, but 
interesting, and with a possible 
thought for next year. D. F. and 
C. G. Beam, owners of the Carolina 
Freight Carriers Corp., Cherryville, 
N. C., got a little fed up last year 
with. the annual rat race of giving 
Christmas presents to their custom- 
ers. 


They never knew if their com- 


petition was going to put out 
something better than they did 
and thus make them look cheap, 
so they decided to donate to the 
March of Dimes the $10,000 that 
it usually cost them to remember 
all of the guys who gave them 
business. 

They wrote each former recipient 
of their Christmas favor that they 
were doing this and the reaction 
really bowled them over, it was so 
favorable, they claim. 

= oa + 


Sage Thought 


OHNNY HULSE, that able man- 
ager of the Truck Trailer Mfgrs. 
Assn. Inc., recently authored a bit 
that I feel needs repeating over 
and over. Ill give you the con- 
densed version just so each of you 
in the truck business will have a 
thought-starter. Johnny said: 


“We hope those people who have 
been complaining about conjestion 
on our highways have no less 
reason to keep right on complain- 


Late brakee save lives...reline with 


WAGNER 





BRAKE LINING 


... the satisfactory performance is remembered 
long after the price is forgotten. 





You don’t save money on cheap 
brake lining. You merely buy less 
stopping power...deprive your 
drivers of vital protection 
against deadly crashes. 

Resolve now to put SAFETY 
FIRST! Standardize on Wagner 
Brake Lining—the top quality 
buy that can’t be beat. As a 
pioneer manufacturer of hydrau- 
lic brakes, Wagner knows what 
qualities are required in brake 
lining, and those qualities are 
found in Wagner Brake Lining. 


Wagner Brake Lining has a uni- 


even wear. It contains no abrasive 
materials to damage drums... 
retains the same excellent fric- 
tional qualities throughout its 
entire service life despite ex- 
tremely high operating tempera- 
tures . . . will not compress, swell, 
absorb moisture, or deteriorate 
with age. It’s unsurpassed for de- 
livering quick, safe, smooth stops. 
Coverage is complete for every 
car, truck, and bus. 


Available in sets, blocks, rolls, 
slabs, cut segments, and on shoes, 





form texture 





“CHEAP-BUY “CHARLIE? 


Quality wasn’t considered. 
Price was first with him. 
Bought the cheapest lining... 
stuff they had to shim. 
Tried to make a stop one day... 
or so he had it planned. 
Brakes failed to hold in time... 
and now he’s left the land. 


WAGNER LOCKHEED HYDRAULIC BRAKE FLUID 
Wagner Lockheed Hydraulic Brake Fluid No. 21-B is a premium 
quality fluid that surpasses S. A. E. specifications. It is chemically 
balanced to withstand the rugged, heavy-duty service that modern, 
over-the-road service entails. 


654-26 


that assures long, 


either bonded or riveted. 





WAGNER LOCKHEED HYDRAULIC BRAKE PARTS 


This complete line covers every make and model of vehicle, and 
includes seldom-used, slow-moving parts not easily obtainable 
elsewhere ... perfect fit and functioning is assured. 


Wagner Electric Grporation 
6393 PLYMOUTH AVE., ST. LOUIS 14, MO. 
(Branches in principal cities in U. S. and in Canada) 


... The best known 


name in brake service 


pel 








ing. In these times, when our 
economic experts are telling us 
there will—or will not—be a ‘re- 
cession, we should bear in mind 
that the day there are no freighters 
on the roads, there will be mighty 
few passenger cars! 

“In the meantime, perhaps we 
ought to take a closer look at 
the traffic picture—for the special 
benefit of those who think that 
the truck trailers are responsible 
for our crowded highways. 

“There are about 550,000 of these 
tractor semi-trailers in use in the 
United States. This is about one- 
twelfth of the number of passen- 
ger cars produced in 1953, and 
about one-sixtieth of those on the 
road. 


“Assuming that every one of 
these 550,000 was on the road right 
now — and all properly separated 
with 75 feet between them—they 
would occupy four-tenths of one 
percent of our highway space. 

“Until there are more roads, less 
conjestion means less to eat, less 
to wear and *** fewer pay enve- 
lopes.” 

Quite a sage thought. 

af * & 


This and That 


-. registration list of those 
who make trucks is gradually 
getting down to those manufactur- 
ers who make trucks. 

Pontiac is out of the truck 
business, and when questioned as 
to why the sedan delivery was 
dropped from the Pontiac line, E. 
R. Pettengill, assistant to R. M. 
Critchfield, Pontiac’s general man- 
ager, is quoted as saying “the 
market for that kind of a vehicle 
was limited.” 

The Governors’ Conference will 
meet in Washington Apr. 26-27-28 
to consider major problems facing 
the country, the White House has 
——— 

though one of the: major 
problems of the truckers and, 
because of its import to intra- 
state trucking, to the nation, 
motor truck reciprocity will 
probably be discussed during the 
meeting. It is claimed that the 
major subject for consideration 
will be Federal-Aid roads and the 
proper role as to financial re- 
sponsibility between the Federal 
and state governments. The 
annual meeting will be some time 
in duly, although no meeting 
place has as yet been determined. 

And speaking about that Ohio 
reciprocity garbage can that is be- 
ginning to take on as much im- 
portance as the old maximum load- 
and-axle-weight did before the war, 
Wisconsin carriers are _ getting 
nicked handsomely by a Supreme 
Court reversal. 

The Supreme Court of Wisconsin 
recently reversed a lower court’s 
decision which had declared the 
State’s ton-mile tax unconstitution- 
al. On July 1, 1953, the legislature 
repealed the weight-distance 
measure. The Wisconsin Motor 
Vehicle Commissioner is now re- 
ported to have announced that 
carriers, who did not pay the ton- 
mile tax for the fourth quarter of 
fiscal 1953 (April, May and June), 
must pay the amount due, with 
interest at 5 percent dating from 
Apr. 1, 1953. 

Reo Motors Inc. has recently put 
out a couple of books on truck 
leasing in the interest of their 
subsidiary company, Reo Truck 
Leasing Inc. The books are titled, 
“A new Concept of Truck Leasing” 
and “Reo’s Solution of Rising 
Distribution Costs.” 


Registrations Rise 
22 Pct. in Year for 
White Heavy Class 


CLEVELAND. — Registrations of 
White trucks in the 19,501 gross- 
vehicle-weight class and up during 
January increased by nearly 22 
percent over the number in this 
weight registered in January, 1953, 
according to R. L. Polk & Co. 


This weight category constitutes 
more than 90 percent of White's 
total production. 

The increase in registrations for 
this classification was the sharpest 
of any truck manufacturer in the 
industry. 

J. N. Bauman, sales vice-presi- 
dent, said indications are that 
February registrations will show 
another favorable comparison with 
the same 1953 month. 
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Record Year for Trailers 


1953 Output of 100,000 Set Alltime High; 
Makers Optimistic for 1954 


BOCA RATON, Fla. — Truck- | Congress 


lets the law take its 


trailer production in 1953 set aj course.” 


record for any peacetime year, and, 
at more than 100,000 units, far ex- 
ceeded expectations. 

That report was made here by 
William E. Grace, president of the 
Truck-Trailer Manufacturers Assn., 
at the industry’s 13th annual con- 
vention. 

Grace contrasted the 1953 out- 
put with the 58,077 produced in 
1952, the 67,384 in 1951 and the 
previous peacetime record of 76,- 
234 of 1946 when pent-up demand 
after World War II erupted in a 
flood of orders. 

“We have every hope that pro- 
duction during 1954 will remain at 
this high level or even surpass it,” 
Grace added. 

Grace, who is executive vice- 
president of Hobbs Mfg. Co., Fort 
Worth, Tex., said that by the year’s 
end civilian production exceeded 
50,000 trailers, and the balance of 
trailers for defense and government 
use placed the total output in ex- 
cess of 100,000 units. 

Turning to taxation, Grace scored 
as “discriminatory” the Federal ex- 
cise tax of 8 percent on truck- 
trailers which, he said, are vital 
“tools” of highway transportation. 
He pointed out that the 8 percent 
rate will dron automatically to 5 
percent as of April 1, “provided 


New Truck Engine 
Put in Production 


By International 


CHICAGO.—The motor truck di- 
vision of International Harvester 
Co. has placed in production a new 
high-toraque engine, the 145-horse- 
power Black Diamond 308, accord- 
ing to R. M. Buzard, sales manager. 

The BD-308, he said, is offered as 
optional eauipment in R-180-series, 
the R-183 Schoolmaster model, the 
RF-170-series six-wheeled models, 
and the RF-174 six-wheel Loadstar 
model. 


The new engine, 12th in the In- 
ternational line, has 3-13/16-inch 
bore and 4%-inch stroke. Maximum 
torque of 273 is delivered at 1,800 to 
2,000 r.p.m.; net torque of 260 at 
1,400 to 1,800. 

New engine features include a 
dual-barrel carburetor and mani- 
fold, calibrated to engine require- 
ments; reinforced, allov-steel crank- 
shaft; heavy-duty, double-reduction, 
six-volt starter, and vacuum me- 
chanical governor which accurately 
controls engine speed without loss 
of power up to the cutoff point. 

A larger radiator core is standard 
equipment with the BD-308 engine. 


Enaine Tests 
Ford’s 10,000-Mile ‘Runs’ 


Don’t Leave Lab 


DEARBORN. — Car engines here 
race the equivalent of three coast- 
-to-coast trips with accelerators 
“floor-boarded”—or 10,000 miles in 
100 hours—without moving an inch. 

Technicians at the Ford research 
and engineering center, testing ex- 
perimental and regular production 
engines, conduct hundreds of these 
endurance runs during a model 
year. 


The engineers bolt the engines to 
the floor of test cells and connect 
them to dynamometers which meas- 
ure efficiency, fuel and oil consump- 
tion, and durability under varying 
loads and conditions. 

After the first few “miles” of each 
test, the engine’s exhaust pipe and 
manifold turn red hot and remain 


-So until the end of the run. 


Detailed records are kept on vari- 
ous parts of the engine to deter- 
mine wear and engine life. After 
the run, the engine is dismantled 
and inspected. 

In 1953, Ford engineers ran en- 
gines 110,000 hours on dynamometer 
tests and used 700,000 gallons of 
gasoline in the process. In addition, 
company test drivers travel more 
than six million overland miles an- 
nually as part of the engine de- 
velopment program, 





“But,” he said, “if Congress 
fears that the elimination we 
favor, or the automatic tax re- 
duction, would put too great a 
dent in the national tax yield, 
then it should adopt some kind of 
uniform manufacturers’ excise 
levy at a low rate and applicable 
to all manufacturing rather than 
just those now covered, and thus 
cause all types of manufacturing 


New Plastic Color Line 


Developed by Lumite 


NEW YORK, — A new range of 
Saran plastic colors has been de- 
veloped by the Lumite division of 
Chicopee Mills, Inc. 

The new colors feature pastel 
shades described as color-fast. Ac- 
cording to Lumite, the colors are 
in keeping with latest automotive 
styles. 








to share equally the burden of 
government support.” 

He said the industry will keep a 
careful eye on the proposals for in- 
creased “trailer-on-rail flat car” 
transportation. 


He reminded the convention that 
the executive committee of Ameri- 
can Trucking Assns, last October 
concluded that while the so-called 
piggy-back type of operation may 
offer economies under ideal condi- 
tions, such as where traffic flow is 
balanced in either direction, it 
never will serve intermediate points 
that long have been served well by 
highway transporters. 

Grace outlined four activities 
upon which, in his opinion, the 
truck-trailer industry should con- 
centrate in 1954, They are: 

Development of a more complete 
public understanding of the role of 
truck-trailers in both civilian econ- 
omy and defense planning. 

Continued cooperation with other 
groups interested in securing more 
favorable state and Federal regu- 
lation of motor carriers. 

Stepped-up efforts in information 
about truck transportation and also 
in the field of driver training. 

Support of the joint engineering 
studies of truck-trailer and truck 
manufacturers.” 
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New Pontiac Dealer— 

E. B. Houston (left) shakes hands with 
Mark Rodden after taking over Mark Rod- 
den Motor Co. (Pontiac), Longview, Tex. 
The firm will be known as Brew Pontiac, 
Inc. E. T. Corbett jr. is secretary-treasurer 
of the firm. 


' Jarman Reelected Head 
Of Oregon Tax Group 


Roy Jarman, an auto dealer in 
Oregon City, Ore, has been re- 
elected president of the Oregon 
Business and Tax Research. Jar- 
man is also manufacturer of a golf 
cart which bears his name. 


|Burns Heads Up 


IH Fieet Sales 


CHICAGO.—R. M. Buzard, truck 
sales manager for International 
Harvester Co., has announced the 
appointment of Russel C. Burns as 
supervisor of fleet sales. 


General supervisor of used-truck 
merchandising since May, 1952, 
Burns also has served in manager- 
ial capacities at Buffalo, Albany, 
New York, Philadelphia, Baltimore 
and West Haven (Conn.) district 
sales offices. 


Buzard also announced the ap- 
pointment of R. H. White as man- 
ager of the new Lubbock (Tex.) 
truck district. White formerly was 
manager of the Tulsa (Okla.) dis- 
trict. 

M. S. Howard, formerly assistant 
manager at Sweetwater, Tex., has 
been transferred to Lubbock in a 
similar capacity. R. L. Tracy, 
branch manager of the Los Angeles 
district, has been promoted to as- 
sistant manager of the Oakland 
(Calif.) district. 


William Ullman, tops among Washington 
automotive newsmen, reports each week 
on news affecting the auto industry in 
Automotive Washington. 


USTOMIZED dump units 
erform better... 


sell better too! 
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Customized means extra powerful, extra rugged 


Here is why the Customized heavy duty hoists and bodies 
of Converto perform better! They were engineered and 
designed in quarries and on construction jobs to meet the 
maximum requirements of construction men everywhere. 
Customized hoists and bodies are famous for maximum 
payloads and minimum dead weight. It takes only sec- 
onds to lift extreme loads to the maximum dumping angle 


— with the minimum of engine power. Customized PowR- 


Pac Hoists give maximum support to the body, greatly re- 
ducing strains from overloads or unbalanced loading. Cus- 
tomized heavy-duty dumping units challenge comparison. 


You can sell Converto heavy-duty dumping units with 
- confidence. Your customers are guaranteed an excellent 
dump truck and are protected by the Converto Warranty. 
Write today for additional information and prices on the 
complete Converto Line of Customized hoists and bodies. 


@ Full 50° dumping angle 
e 8 gauge steel floor 
e Structural steel throughout 
@ Heavy duty hardware 
* @ I beam long sills 














Write for complete 
free catalog 








ANOTHER SMASH HIT 


SHOWROOMS JAMMED...SALES TERRIFIC AS NEW 
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“Biggest Market Scoop | 


FROM NASH! | ornnttteriier 


ETROPOLITAN 1s INTRODUCED! | “Rush Us More Cars!” | 


Enthusiastic Reports from 
Nash Dealers Herald Sales Success 
Story on Newest Nash Product! 


The American motoring public wrote its enthusiastic 
verdict on a completely new and different kind of auto- 
mobile the week-end of March 19th. And they’ve re- 
affirmed their endorsement every day ever since. 


From coast-to-coast, motorwise Americans thronged Nash _ | 
dealers’ showrooms for their first view of the exciting | 
new METROPOLITAN. Dealer after dealer reported 
the biggest showroom crowds in 10 to 20 years in business. 

In fact, police were called to control throngs in Nash | 
showrooms in some cities. And the public’s exclamations | 
of praise for its style, comfort, economy, and performance 
have been backed with orders. Today, Nash dealers have 
a huge backlog of orders for this new Metropolitan. 


But that’s not all! Sales are up on the brilliant 1954 
Ambassador, Statesman and Rambler series. 


The flood of telegrams tell the success story. The few — 
reproduced here are typical. : 


Yes—dealers and public alike agree—here is another | 
smash hit from Nash! Here is another “First” from the _ 
manufacturer who, for fifty-two years, has led in the type | 
of progressive, forward thinking that has meant new 
standards of motoring pleasure and economy for the 
public . . . greater opportunities for dealers. 


The reception accorded the Metropolitan and the new 
Ambassador, Statesman and Rambler Airflytes gives 
further proof of the value of the Nash Dealer franchise. 


NEW BUSINESS OPPORTUNITIES 
WITH NASH AT SELECT OPEN POINTS! 


Get in on the big things that come from Nash— 
this year and in the years to come. A limited num- 
ber of Nash Select Dealer franchises are avail- 
able. For full information on open points, contact— 


NASH SALES DEPARTMENT 
NASH MOTORS 


14250 Plymouth Road . Detroit 32, Michigan 


MGR NASH yoT 





AMBASSADOR”) e STATESMAN * RAMBLER | 
METROPOLITAN 
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Dealers Urged to Act... 


Building Boom Seen 


Aiding 


won’t be spent so casually but ac- 
tivity is staying high. 

“States and municipalities will 
lay out more project money than 
ever before in 1954 ... America’s 
highway boom will stretch out 
plenty of new mileage this year 


in a race to come somewhere near 


requirements. 

“Commercial building is healthy 
and will scoot upwards 15 percent. 
Shopping centers, parking garages 
and other by-products of the auto- 
motive age are in heavy demand.” 

s 


i ADDITION, the magazine 
speaks of construction “backlog,” 
which is defined as a construction 
project that has “something real 
about it” — either in the blueprint 
stage, or with financial arrange- 
ments made to carry out the poject. 
most of 1953,” the 
construction publication said, 


Money doesnt grow on 


WN 


Money is. attracted ~ 





Truck Sales 


(Continued from Page 23) 


“proposed work piled up in the 
backlog faster than projects were 
started. Now, the total is higher 
than ever before — $74.9 billion. 
Significantly, half of last year’s 
construction contracts came out 
of the backlog, so you can see the 
list is alive and represents a solid 
basis for continued volume in the 
industry.” 

During a check with special body 
and equipment makers, AUTOMOTIVE 
News found that the manufacturers 
are keeping a careful eye on the 
construction market and, in most 
cases, are sending out breakdowns 
of construction projects by areas to 





Making Return Trip Pay— 


This drop-frame tandem van is one of six built by Hobbs Mfg. Co., Fort Worth, 
for A. Brandt Co., Fort Worth, in an effort to enable the vehicle to carry loads on 
its return trips. Lowered frame provides maximum space for hauling finished furniture, 
while the tandem assembly provides the necessary axles for shipping weighty raw 


materials in bulk form on return trips. 


local truck dealers, Thus, when the 
contractor is ready to buy, the deal- 
er and distributor can present a 
package that readies a unit for the 


field men. They are told to contact | job 


local contractors and make bids on 
equipment. 
* > + 
RS are being urged 
by the special equipment manu- 
facturers to keep close contact with 


While talking with the special 
equipment makers, it was found 
that many of the contractors will 
be replacing large amounts of 
equipment this year. For the most 
part, it is felt, the larger contrac- 


tors have fairly modern equip- 
ment, but the smaller firms will 
be in this year’s market—particu- 
larly if they win new contracts. 
Some of the makers feel there 
would be a rash of new truckers 
buying a truck and getting into 
business. The business potential, 
they declare, is big enough to at- 
tract new truckers into the field. 
Others feel that bad experiences 
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Go for sales! Go for profits! Be the man 
to see for every fuel system need... stock 
and sell Carter's Lifeline. 

Complete, and nationally advertised, this great 
Carter Lifeline includes pace-setting Carter 
Carbureters...unique Carter Ceramic Fuel 
Filters...extra capacity Carter Fuel Pumps. 


You can recommend every product in 
Carter's Lifeline with complete confidence. 
The famous Carter name is your sound 
assurance of dependable performance 
and satisfied customers. 


Call the Carter supplier nearest you— 


today! 


Sell the complete fuel system... 





CARTER 


© LIFELINE 


CARTER CARBURETOR CORPORATION 


* St. Lovis 7, Mo. * Division of American Car and Foundry Company 


with veterans getting into business 
after World War II would slow this 
down, Finance companies, they 
said, are reluctant to sell trucks to 
individuals who must depend upon 
the truck to earn its own way. 

+ * aa 


Bu most of them agree that the 
successful one-truck operator 
will have an easier time expanding 
than he had getting started. Those 
who are operating soundly will be 
able to expand, and this is consid- 
ered to be a factor in both new and 
used truck sales this year. 

The equipment and body mak- 
ers pointed out that if the dealer 
keeps contact with the local con- 
tractors, he will be on top of ex- 
pansion plans before they are of- 
ficially announced, and may find 
a customer for several new and 
used units. 


Another source of information 
mentioned was the local paper. 
Generally, when a local contract 
is awarded, the news appears in 
the local papers, along with the 
name of the contractor who 
landed the job. Fast action by 
dealers is known to have sold 
many trucks through following 
this type of lead. 

One of Detroit’s truck sales exec- 
utives pointed out that the earlier- 
day practice of working up to the 
through talking with the drivers 
and other truck men on the job has 
been largely lost. 

+ * * 


TH méthods of buying trucks, 
however, have not changed, he 
declared. If a truck salesman, while 
watching a job operation, can see 
difficulties that can be avoided with 
a unit in his line, he can-get the 
operations manager to open the 
buyer’s door “in the right way,” he 
declared. 

This method is particularly ef- 
fective today for new truck sales- 
men who are just getting going 
on the job. 

“The best way to learn something 
about the trucking business is to 
watch trucks operate on different 
jobs,” he emphasized. “A truck 
Salesman can learn much of what 
he needs to know by watching 
trucks work and talking with the 


drivers.” 
* + 


N A CHECK with finance com- 

panies, Automotive News learned 
that there has been very little offi- 
cial change in policy on selling a 
new trucker. 


But, some of them pointed out 
that there was a tendency to be- 
come “more flexible” in judging 
applicants. Previous experience in 
the trucking business will go a 
long way, the spokesman said. 

The finance people declared that 
the risks of weather and break- 
downs were the most serious con- 
siderations. for the new trucker. 
While he may be able to carry on 
operations and meet his obligations 
while working every day, a few 
days of bad weather or a serious 
breakdown of equipment will put 
him behind. 


The finance companies said that 
if an experienced driver decides to 
go into business this year, it will 
probably be a good year for him to 
try—particularly if he plans to en- 
ter the construction field and has 
obtained a per-haul or per-day 
working agreement with a busy 


contractor. 
* * 


Ponce companies are willing, 
it seems, to consider truck paper 
if dealers come up with a new cus- 
tomer with some experience who is 
buying a unit which is thoroughly 
suited for the job. 

Detroit truck sales executives said 
they were conscious of the con- 
struction market potential this 
year. They are continuing to urge 
dealers to establish good relations 
with special equipment distributors 
as part of a program to completely 
blanket the franchise area with 
sales contacts. 

One of the best moves that a 
dealer can make this year, the 
sales heads agreed, is to investi- 
gate every avenue of truck sales, 
and follow up with calls and lit- 
erature that will keep the dealer- 
ship’s name in front of the truck 
user. 

Many truck field men are kept 
advised of the larger construction 
jobs when they are readied for 
action but, as yet, no planned action 
for dealers on this matter hag been 
offered. 
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Bare Discount... 





Dealers Hit Equipment Lists 


(Continued from Page 23) 
catalog sheets, however, only the 
suggested list price is shown, but 
due to the varying discounts that 
come up in the pricing of items to 
the dealer, the dealer must have a 
separate sheet to. know the costs. 

* * 


NOTHER body company puts 

“% the dealer discount under the 
heading of reference number to the 
left of the item. It is not apparent 
to the buyer when the sheet is 
shown that the figures bear any 
relationship to the list price. 
Handling the prices in this manner 
always lets the dealer know how 
much margin he has to work with 
on a tight deal. 

One of the biggest equipment 
distributors gives the truck dealer 
a standard discount on every item 
in the line so that the dealer only 
has to subtract one-fifth of the 
list to know where he stands at 
all times on his cost. 

In any case, all dealers contacted 
said every price list and catalog 
sheet should carry the list price, 
the additional for freight and hand- 
ling, mounting if there is a mount- 
ing charge and a delivered list price 
which includes the freight and 
handling charges. 

Under no. circumstances. say 
these dealers, should the price or 
catalog sheet carry any reference 
to net cost, profit, or fleet prices 
except in the case where the dealer 
margin is so well camouflaged that 
the buyer could not under any cir- 
cumstances be able to determine 
what the margin is. 

* * * 

LL PRICES to the truck dealer 

should be given in a separate 
letter so that there is no chance of 
inadvertently using a fleet or net 
price sheet in quoting to the cus- 
tomer. Dealers say that even when 
the words “dealer price” or “fleet 
price” is printed in large type 
across the top or when different 
colors are used to distinguish be- 
tween the columns, there always is | 
the chance that the wrong list could 
be used for the basis of setting 
close prices. | 

This brings up another point 
that should be repeated for the 
benefit of many body and equip- 
ment manufacturers and distrib- 
utors. This is the often heard 
complaint that the truck dealer 
only gives his profits away, so 
why should the maker or dis- 
tributor try to protect the dealer. | 

In the first place, as pointed out | 
by the factory truck-sales managers | 
and equipment men, it is no busi- | 
ness of the equipment and body | 
men what the dealer does with the 
profit on bodies and equipment he 
sells on his truck. 

Neither the truck factory or the 
dealers are concerned with the dis- 
tributors’ margin of profit as long 
as the distributor does not use this 
margin to “cut the throat” of the 
truck dealer. 

. 7 7” 
caus has happened in far too 
many lines of truck bodies, 
equipment and accessories in the 
past. It has become so universal in 
some lines that today, even if the 
manufacturer wanted to “play ball” 


Hertz 


(Continued from Page 23) 
ment without drivers for compen- 
sation.” 

W. L. Jacobs, president of Hertz 
Driv-Ur-Self Stations, said of the 
Michigan decision: 

“We're gratified that once 
again an attempted legislative 
encroachment on the noncarrier 
status of leased vehicles has been 
thwarted by the vigilance of the 
court.” 

Jacobs cited an influencing de- | 
cision rendered by the Pennsy]l- | 
vania Supreme Court in 1948 when | 
Hertz was involved in a similar 
action. This court ruled that that 
leased or rental vehicle supplied 
without drivers were not subject to | 
for-hire regulations. 





Jarvis-High in Business 
Jarvis-High Motors (Ford), La- 
Fayette, Ala., is the successor to 
Huguley Motor Co. Owners of the 
new dealership are Malcolm Jarvis, 
of Fairfax, and Wilbur High, of 
LaFayette. 


with the truck dealer, he could not 
do so. The ultimate users of such 
equipment have become so used to 
getting a discount on their pur- 
chases that they won’t even talk 
unless the discount is offered. 

In other words, buyers have 
been educated by the equipment 
makers to be discount buyers, 
and many otherwise smart buyers 
in a few vocational lines are so 


Mich. Warns Truckers 


About False Reports 


LANSING. — Owen J. Cleary, 
Michigan secretary of state, has 
announced. that court action will 
be taken against all commercial 
vehicle owners who have not regis- 
tered the proper vehicle weights 
for licensing. 

Following the crackdown, L. W. 
Rothman, president of Jeffers 
Transport Corp., Detroit, was 
found guilty of a false weight re- 
port and was placed on five 
month’s probation, fined $35 and 


ordered to pay $10,071 in back fees. ' ful percentage of the profits result- 


is shaft expansion a problem ? 
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discount-minded they will over- 
look quality and net cost con- 
siderations if the prices are quot- 
ed without the customary dis- 
count being offered. 

If the entire array of truck bod- 
ies and equipment were to be priced 
on this basis the equipment whole- 
sale outlets would soon lose the ad- 
vantage of having well over 50,000 
additional salesmen out selling their 
products. 


In addition, it wouldn’t take long | 


for such a practice to become an 
open invitation for the truck fac- 
tories to either go into the business 
of building the fast moving items 
or to make exclusive working ar- 
rangements with one producer in 
each field to sell his item. 

This used to be the case years 


go. 
It could become the case again. 
+ * * 
Bu IT will not if the majority 
of the body and equipment 
makers and distributors continue to 
cut in the truck dealer on his right- 








White Sets Up Parts Courses— 


A three-day training program for branch parts managers has been established by ; 
White Motor Co. A recent class of 60 was held in Cleveland. Seated (from ieft) are |. 


Robert Coblentz and H. W. Garrett, instructors; W. L. Pepin, parts-service manager, 
and Robart Sparker, instructor. Standing (from left) are Parts Managers Earl Miles, 
Louisville; Bill Zeremski, Buffalo; Robert Williams, Detroit; Harvey Kamps, Minneapolis; 
Harry Kruse, Cincinnati; Malcolm Hay, Chicago, and Ben Granlund, Milwaukee. Also 
George Robertson and Harold Haldeman, instructors. 


ing from the sale of special equip- 
ment. 

The more the truck business 
narrows down to a few large pro- 
ducers, the more the handling of 
special equipment becomes a 
problem to the truck maker. He 
has problems enough in the 


manufacture and distribution of | loath to take. 


his own product without adding 
any other headaches. 


But no truck manufacturer is go- 


‘ing to stand by long and see his 


dealers put in an unfavorable sell- 
ing position without doing some- 
thing about it, even to taking the 
step that currently they are very 
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HOW 


HYATTS 


Hyatt Hy-Loads are 
available in separable 
outer race, separable 
inner race or 
non-separable 
construction. 


HYATT BEARINGS DIVISION © GENERAL MOTORS CORPORATION © HARRISON, NEW JERSEY 





Check the drawing at the left. The 
bearing is a Hyatt Hy-Load, and because 
the inner race is cylindrical, 
the shaft it supports is free to move 
axially—thus allowing for shaft 
expansion without cramping the bearing 
or distorting the shaft. Obviously, this is 
only one of many ways in which Hyatt 
bearings can be used to reduce 
costs as they reduce friction, but it’s a 
good example of why so many designers 
throughout industry keep their 
Hyatt catalogs within easy reach. 

For further details write for 


Catalog 150 or call your 
nearest Hyatt representative. 


ROLLER BEARINGS 
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L-M Detroit District Council Meets— 

The ninth annual Lincoln-Mercury Detroit District Dealer Council.meeting was held 
in Detroit to discuss dealer-factory relationships. Reginald Given, Detroit, and Leo 
Beard, Mount Pleasant, Mich., were elecred to represent the group at the meeting 
of the central regional dealer council meeting. 





erate the franchise under the name 


Dealer 


Frank D. Robinson, Inc. (Pack- 
ard) has opened its enlarged show- 
rooms and service garage at 83 
Hawley St., Binghamton, N. Y. 


* * * 


Kentucky Dealers Appointed 


To NADA Advisory Groups 

The following appointments to 
NADA advisory councils have 
beén announced by Orville R. 
Harrod, Kentucky NADA di- 
rector: 

J. A. Dishman, Louisville, 
public relations; Ben F. Long, 
Louisville, business management; 
Dave Castleman, Covington, sales 
and merchandising; B. W. Whit- 
aker, Frankfort, personnel re- 
lations, and J. T. Ingram, Har- 
rodsburg, laws and regulations. 





Doings 


Diego Jack W. Kennan as used- 
car manager. ; 


o + aa 
Greer Joins Haldeman 
William B. Greer, former Los 
Angeles Chrysler dealer, has been 
named general manager of Savage 


| Haldeman (Pontiac), Los Angeles. 


Joplin ¢ Mo.) Dodge Firm 
Acquired by Lloyd 


Collins-Sweat, Inc. (Dodge-Plym- 
outh), Joplin, Mo., has been taken 





over by A. Z. Lloyd, according to 
Charles L. Sweatt, former presi- 
dent. ; 

Sweatt is retiring from the auto 
business after 35 years. He and his 
associate, Leonard Collins, will oper- 
|ate a ranch. The new owner will 





2 Chrysler Deals Assumed 


By Turnure in New York 


A. Turnure, who has been 
a Chrysler dealer for 30 years, has 
assumed the contract formerly held 


of Harvey A, Turnure. 


In addition, Turnure has become | 


president of Lenox Hill Motors, Inc. 


' (Chrysler-Plymouth), also of New | 


by Turnure & Blood, Inc. (Chrysler- | York. The latter fanchise will con- 
Plymouth), New York, and will op- tinue under the same name. 





| Operate the firm as Lloyd Motors. 
a os = 


Jordan Turns to Buick 


Merrill H. Jordan jr., formerly a/| 
Packard dealer in San Diego, Hall-Roush Closes 
Calif, has received a Buick Hall- Roush, Inc. (Studebaker), 
franchise for Richmond, Calif. He| Akron, has gone out of business. 
has taken with him from San Established in 1947 by Vance C. 


YOU CAN SELL 





NDERSEAL 


TO 9 OUT OF 10 
CAR BUYERS 


3-step selling program shows you how 


3M “UNDERSEAL” Rubberized Coating is more than a product... it’s a complete 
selling program! In fact, 3M “UNDERSEAL” offers you the only program in the indus- 
try that’s designed specifically to increase your undercoating sales. Here’s the story: 


dp,” ] a sales meeting with your 
¢ @ new car and service sales- 


A 3M salesman will hold 
men to show them how to se// “‘UNDERSEAL”. 
With a sound slide presentation he will show them 
in detail how “UNDERSEAL” is important to the 
dealer, the salesmen, and the car owner. And he'll 
explain the “UNDERSEAL” service floor plan—a 
tested business booster for your service department. 


? Then, 3M will supply 
@ you with a complete se- 
lection of direct mail pieces 
imprinted with your company 








UNDERSEAL 


RUBBERIZED COATING 


Made in U.S. A. by Minnesota Mining & Mfg. Co., St. Paul 6, 
Minn.—also makers of “Scotch” Brand Pressure-Sensitive Tapes, 
“Scotch” Sound Recording Tape, “Scotchlite” Reflective Sheeting, 

> ““Safety-Walk” Non-Slip Surfacing, “3M” Abrasives, 


3 


“3M” Adhesives. General Export: 122 E. 42nd St., 
New York 17, N. Y. In Canada: London, Ont., Can. 


“UNDERSEAL”. . . the undercoating product with a Selling Program 


a ON GE SR Sr ee oe a ae 


MINNESOTA MINING & MFG. CO. 
Gee! I'd like more information about 3M's “"UNDERSEAL" selling program. 
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name. Also you will get booklets, posters and dem- 
onstration easels on selling “UNDERSEAL” for your 
use in your show-room and service department. 


3 And finally, 3M’s Service 
@ Program, right in your serv- 
ice department, will educate your 
undercoating applicators on care 
of equipment, better spraying techniques and the best 
car-masking methods—all helping you make more 
profit, keep the shop cleaner and build customer 
good will. 





Write today for more information. 







Dept. UAN 1, St. Paul 6, Minn. 
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Hall and Carroll J. Roush, the com- 
pany handled Chrysler~- Plymouth 
until two years ago, when it took 
on Studebaker. Hall, a former 
Chrysler field representative, left 
the company several years ago. 
Roush is president of Roadws - “x- 
press, Inc., which claims to Le tiie 
country’s third-largest truc :ing 
line. 


New Officers Elected 
In 2 Ohio Counties 


New officers of two county associ- 
ations in Ohio have been elected. 

The Wood County Auto Dealers 
Assn. elected D. D. Gross, Moline, 
as president; John Dixon, Bowling 
Green, vice-president, and Glenn 
Landwehr, Luckey, secretary-treas- 
urer. 

The Belmont County Automobile 
Dealers Assn. named Chester C. 
Adams as president; W. B. Kinney 
sr., as vice-president; C. L. Dulaney 
as treasurer, and William R. But- 
cher jr., as secretary. Elected as 
directors were Chester C. Adams, 
Gerald Lester, and W. B. Kinney 
sr., who with R. F. Rice and R. G. 
Shepherd will make up the new 
board. 

* * = 


Thompson Appointed Officer 


|Of Moline’s Gill-Wilson 
Burdette Thompson has been ap- 
| pointed vice-president of Gill-Wilson 
Co. (Chrysler - Plymouth), Moline, 
Il 


Thompson had been a salesman 
with Popplewell Schoonover Co., 
(Dodge-Plymouth), Moline. 

* * * 





King for a Year 
‘Beloit (Wis.) Jaycees Honor 


Auto Salesmen 


Paul Alongi, salesman for Burn- 
ham Motors, Inc. (Ford), 510 Broad 
St., Beloit, Wis., has been singled 
out for honors by the Beloit Junior 
Chamber of Commerce. 

Alongi was dubbed the outstand- 
ing Jaycee of 1953. 

x * ? 


| Carson Elected Potentate 


Of Honolulu Shrine 


Robert T. Carson, executive sec- 
retary of the Honolulu Motor Car 
Dealers Assn., has been elected il- 
lustrious potentate of Aloha Temple 
of the Mystic Shrine, Honolulu. 

The office is the highest honor in 
Hawaiian Shrinedom. Carson also 
is a director of the Automobile 
| Trade Assn. Managers. 

* * x 


| Dealer Again Tosses Hat 


In South Carolina Ring 
William C. Plowden jr., New 
| Zion (8. C.) auto dealer, has an- 
| nounced his candidacy for the 
| State Senate in the Democratic 
primary to be held June 8. Plow- 
| den, a candidate for the same of- 
| fice four years ago, was defeated 
| 





by the incumbent, James Hugh 
McFadden, by a small margin. 
| * ok ~ 


Periat Succeeds Leven 
Gaston Periat, co-owner of Periat 
& Sons (DeSoto- Plymouth), San 
Mateo, Calif., has succeeded Bernie 
Leven, San Francisco, as president 
of the DeSoto Dealer Assn. of Nor- 
thern California. Leven recently re- 


tired from office. 
* - * 


Yunker Chevrolet Moves 


To New Headquarters 


Yunker Chevrolet has moved to 
new quarters at Eighty-second 
and Greenfield, Milwaukee, after 
doing business for 32 years at 
7326 W. Greenfield. 

The new location offers nearly 
eight times as much space for 
service and parking. The old lo- 
cation has been remodeled and is 
now used-car headquarters. 

7 + cd 


Accent Put on Efficiency 
At Crockard’s New Lot 


The accent is on efficiency in the 
newly opened used-ear and truck 
lot of Croekard Chevrolet Co., 
Berkeley, Calif. Owner H. A. Croc- 
kard is responsible for a number of 
the unusual features. 

Outlets for water and electricity 
have been placed so that one man 
ean wash and air-dry the cars every 
day without moving them. All the 
outdoor lights are controlled by a 
time cloek. A storage lot and make- 
ready room are located behind the 
rear wall of the lot’s metal and con- 

(Continued on Page 35, Col. 1) 
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Doings 





(Continued from Page 34) 


srete enclosure. The business office 
is situated so as to give an unob- 

structed view of the entire lot. 
The 24,000-square-foot area has a 
macadamized surface and drainage 
provisions. The lot will accommo- 
date 150 vehicles. 
* * a 


Richmond Dealers Elect 
Spain as President 
E. Archie Spain, Martin Chev- 
rolet Sales Corp., Richmond, Va., 
has been elected president of the 
Richmond New Car Dealers 
Assn., succeeding Ray McGovern. 
Spain recently became general 
manager and secretary-treasurer 
of Martin Chevrolet. He had been 
assistant general manager. 


DeBacker Purchases Deal 


In Fort Scott, Kans. 

Jerry DeBacker, Independence, 
Mo., has purchased Wallace Chev- 
rolet, Fort Scott, Kans., and will 
operate it as DeBacker Chevrolet. 

DeBacker entered a partnership 
in 1946 in an Independence motor 
firm and also held a Kansas ‘City 
dealership. He is continuing his 
Kansas City business connections. 

H. G. Wallace, former owner, re- 
tired because of illness. 

* * * 


Warner to McKinney 
F. B. McKinney has purchased 
Warner Motor Co. (Lincoln - Mer- 
cury), Salem, Ore. from Loyal 
Warner, who has retired. The firm 
name has been changed to McKin- 
ney Lincoln-Mercury, Inc. McKin- 
ney had been vice-president and 
sales manager of the company for 
seven years. Steve Selby has been 

named general sales manager. 

~ x o* 


Madonna Becomes Member 


Of R. I. License Commission 
Domenic A. Madonna, Pontiac 


Madonna fills the vacancy 
caused by the death of C. Merlyn 
O’Keefe, who served as chairman. 

The commission polices the in- 
dustry in Rhode Island, and is 
vested with power to revoke or 
suspend dealer licenses. 


Fire at Dalton’s 


Fire caused extensive damage to 
Dalton Motor Co., Monett, Mo. 
* * * 


Hawn Motor Sold 


Hawn Motor Co. (Ford), Athens, 
Tex., formerly owned by C. F. Hawn 
and W. A. Hawn, has been pur- 
chased by Bill Dorbandt and O, H. 
Cavner. The firm’s name has been 
changed to Cavner-Dorbandt Motor 
Co. 


* * * 


Franklin Starts Anew 

George O. Franklin jr.. owner of 
Franklin Motor Co. (Chevrolet- 
Oldsmobile), Metter, Ga. whose 
facilities were destroyed by fire, has 
purchased the shop equipment and 
office supplies of Hendrix Motor 
Co., owned by Jamie Hendrix, and 
has moved into the Hendrix build- 
ing. 


Fire Hits Allen Deal 


Fire caused $5,000 damage in a 
one-story stone garage at Don 
Allen City Chevrolet, Inc., Buf- 
falo. 


_ Johnson Adds Lincoln 

Frank A. Johnson, president of 
Johnson Motor Co., Murray, Utah, 
has announced the addition of Lin- 
coln to his Mercury dealership. 
Hugh C. Brand has been named 
general manager and Chal W. 
Crandall, sales manager. 


Rowden, Salesmen Win 


Ford Division Awards 
Rowden Ford Sales, Inc., Grand 
Rapids, Mich. has been awarded 
the Ford Motor Co. Four-Letter 
Award for 1953. 
other 


Rowden, competing 
dealerships in the central region, 
took second place and won a prize 


of $1,500. Salesmen from Rowden’s 
competed against 326 salesmen in 
the central region. 

Bobby Moy, one of the firm’s 
salesmen, also won $1,500, placing 
second, and Neal Quist, who placed 
third among sales managers, won a 
watch and a trip to New York. 
Others who won trips and watches 
were Bobby Rings, Tom Hoffman 
and R. G. Sawyer. Clifford Rowden 
is firm owner and R. G. Sawyer, 
sales manager. 

* a 


Hull-Dobbs Ups Erb 


Robert W. Erb has been promoted. 


from sales manager to general 










manager of Hull- Dobbs (Ford), 
Cleveland. John A. Nuzzo has been 
moved up to Erb’s former position, 
and James White becomes assistant 
sales manager. 
* * om 
Floyd Motor Gift 
Floyd Motor Co., Inc. (Chevro- 
let), Floyd, Va., has presented to 
the local high school a new elec- 
tric scoreboard for use at athletic 
events. Tom Rakes is president of 
the dealership. 


Harr Motor Moves 


J. T. Harr Motor Co., Kingsport, 
Tenn., has moved to 2345 Memorial 
Blvd. 

+ 


El Dorado (Kans.) Dealership 
Bought by Stephenson 

The Pontiac business of Angle 
Motor Co., El Dorado, Kans., has 
been sold to Joe W. Stephenson, 








former sales manager of Bacon 


Motor Co., El Dorado. 

Stephenson has taken a lease on 
the Bacon garage and showroom 
and has set up headquarters at 127 





ECLIPSE MACHINE DIVISION OF 


© Standard Equipment Sales: Elmira, N. Y. 
© Service Sales: South Bend, Ind. 


Se 


arb or Value as though 
“you were Buying 
rather than Building the Car! 


W. First St. Charles W. Bacon, 
owner-manager of Bacon Motor, 


has moved his Studebaker dealer- a 


ship to Augusta, Kans, 


and his son, Rey, | 


will retain the Buick franchise 
which Angle Motor Co. has held 
for 27 years. 


? * * 
3 Luchtmans Buy Deal 
Charles E. Bonfield has sold Bon- 
field Motor Co. (Dodge-Plymouth), 
Michigan City, Ind., to three bro- 
thers, John and Harvey 
Luchtman jr., who are operating it 
as Luchtman Bros., Inc. Bonfield 


will continue to operate his used- 


car lot. 
* . + 


Alexander Names Martin 


L. Roy Martin has been appointed 
general sales manager of Alexander 
K-W Motors, Jacksonville, Fla. 
Martin had been associated with 
Kaiser for seven years. 





Put yourself in your customer’s shoes. Lasting performance 
is vital to him—and it’s certain to effect the selection of his 
next car. It is only logical then, to specify components that 
will insure that characteristic in the engines you build. In 
carburetors, Stromberg is unique in this respect, for it is a 
proven fact that Stromberg* Carburetors last longer. Take 
the long-range view of carburetor value and you will agree, 
it’s good business to specify Stromberg Carburetors. 


*REG. U. 5. PAT. OFF. 


Bendix 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 205 East 42nd St., New York 17, N. Y. 


Bendix* Electric Fuel Pump 


\Bendix* Folo-Thru Starter Drive 
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yy always had a soft spot in my 
heart for that dignified but 
downtrodden animal, the mule. 

, That’s why I was a bit depressed 
when I read in the house organ of 
Country Gentleman that Tennessee 
had abandoned her famous “Mule 
Day,” due to the advance of farm 
mechanization. 


Until this year the annual cen- 
tury-old celebration was a greatly 
anticipated event in Paris, Tenn. 
Everyone from politicians to the 
kiddies turned out, and the 
Chamber of Commerce would 
whoop it up in lively fashion, 

However; mules have become so 
scarce that “Mule Day” had to be 
abandoned. In its place will be an- 
other celebration, as yet untitled, to 


* 
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be climaxed by “the world’s biggest 
fish fry.” 

Oh, well, I suppose that’s prog- 
ress. 

My thoughts went back to that 
smart mule, Bandelog, who lugged 
our duffle through many delightful 
weeks in the Rocky Mountains. 
That mule had more character, re- 
serve and self-respect than many 
humans I have met. 

He taught me patience and real 
humility. He seemed to be thinking 
all the time. He was no dope, He 
never pricked up his ears, except 
when he caught a glimpse of his 
pin-up gal, Priscilla, coming down 
the canyon. She was a little bay 
mare, 

. * * 


Buick’s New Mule 
HAT mule was cautious, He’d 
never put his first foot down 
until he had sniffed the trail ahead 
to see if the rocks were slippery. 
(Just imagine a human being that 
smart.) 


Then I read the story of that 
miraculous machine at the Buick 
factory in Flint, an automatic 138- 
station machine for drilling holes 
in the reaction flanges of Buick’s 
Dynaflow drive. One man using 
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San Francisco Buick Dealers Elect— 


Robert E. Rudd (left), Burlingame, Calif., 


is the new president of the San Francisco 


Metropolitan Buick Dealers Assn., succeeding Clayton B. Clarkson (second from left), 
Redwood City. Other officers (left from Clarkson) are Victor Gabrielson, Berkeley, 


vice-president, and Beverly H. Spencer, San Francisco, secretary-treasurer. 








this. machine handles 106 flanges 
an hour. 

Then I didn’t feel so sorry about 
what happened to the Tennessee 
mule. 

This, I suppose, is real modern 
progress. Anyway, it will help make 
better automobiles cheaper. Part of 
that billion dollars General Moto: 


is going to spend will be for equip- 
ment of this character. Those auto- 
matic machines almost think for 
themselves. 

o * * 


Big Stake in Farms 


Now that the justly famous 
“Mule Day” has been aban- 





Truek Axles 





More than two million 
Eaton Axles in trucks today! 


‘AXLE DIVISION ——_——— 


MANUFACTURING 


CLEVELAND, 


COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater Defroster Units * Snap Rings 


Springtites * Spring Washers *Cold Drawn Steel * Stampings * Leaf and Coil Springs * Dynamatic Drives, Brakes, Dynamometers 


we |doned, the Automobile Manufac- 
|| turers Assn. comes up with facts to 


prove what a big stake the industry 
has in the rural areas. 

According to the 1953 “Balance 
Sheet of Agriculture,” the number 
of cars and trucks on farms was 
6.9 million, an increase of more 
than 300,000 since 1950. There were 
3,609,000 tractors on farms in 1950, 
while the figure for 1953 was 4,400,- 
000. 
The percentage of automotive 

concerns (retail, wholesale and 

service), by city size, breaks down 
as follows: 28 percent in towns of 
under 2,500 and 27 percent in the 
2,500-25,000 class, giving a total of 
55 percent in the under - 25,000 
class, In addition, 25 percent are 
found in the 25,000-250,000 cate- 

gory, and 22 percent in the 250,- 

000-and-over class. 

Dependence on cars increases as 
city size decreases. In towns of un- 
der 25,000, about 82 percent of 
travel is by passenger car, The 
auto- passenger percentage drops 
steadily through other classifica- 
tions, hitting 57 percent in the over- 
250,000 grouping. 

Summing it up, 63 percent of the 
farms have cars; 34 percent have 
trucks; 22 .percent have both, 

ok 


Rural Roads Better 

"= publication shows that sur- 
facing of rural roads is gaining 

steadily and that 58 percent of rural 

mileage is now hard-topped. Re- 


| ceipts from highways in 1950 totaled 


$2.1 billion. 

Products sold by farmers to the 
auto industry include 460,480 bales 
of cotton, for which they got $80 
million; millions of pounds of wool; 
many thousands of pounds of mo- 
hair; over two million bushels of 
corn, and over 25 million square 
feet of cattle hides. 

P.S.: Miracles in manufactur- 
ing methods will emerge as a re- 
sult of the beginning of the 
“automation era,” just inaugu- 
rated and now absorbing some of 
the military production facilities, 
freed by the lessening tensions of 
the world and the “new look” in 
defense plans through develop- 
ment of atomic weapons. 

Not the least in importance of 
these miracles will be the develop- 
ment of the atomic-powered loco- 
motive, which the railroads are as- 
sisting in perfecting under the di- 
rection of Dr. Lyle B. Borst, pro- 
fessor of physics at the University 
of Utah. 


Doyle to Address 


Piedmont Parley 


CHARLOTTE, N. C.—J. C. Doyle, 
sales and advertising manager of 
Ford Motor Co., will be the keynote 
speaker for the sixth annual Pied- 
mont Sales Conference here Apr. 
30, 

The conference, sponsored by the 
Charlotte Sales Executives Club, 
will feature seven nationally known 
speakers. 





Royce Switches to L-M 

Royce Motors, Inc., East Aurora, 
N. Y., has received a Lincoln-Mer- 
cury franchise. The company had 
been a DeSoto-Plymouth dealership 
for five years. Raymond H. Royce 
is president-treasurer; Raymond H. 
Royce jr. and Edwinna M. Royce 
are vice-presidents, and Suzanne E. 
Royce is secretary. 


LACO 
rorit walkers 


PRESTO SPRAY ENAMEL 
11 Popular Colors 5 


Use this economical, 

fast way to touch up 

hard-to-get-at, unslightly spots. With no mess 
or fuss that “new” look is sprayed on in just 
@ few seconds. Attractive 12 can display rack 
holds a variety of popular colors. 

Available in 12 Oz. cans. 
» and 


ZACO CHROME SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 
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By James D. Woolf 
Special Correspondent 

TS other morning, when break- 

fasting with three business 
friends, I witnessed a demon- 
stration of the old saying that what 
is one man’s meat is another man’s 
poison. 

One man wanted his toast well- 
done. “In fact,” he said to the 
waiter, “I want it almost burned 
black.” The second order was for 
“toast well-dene but not overdone.” 
The third order, which was mine, 
was toast “very lightly browned.” 
The fourth man ordered plain 
white bread. “I suppose I am a 
freak,” he explained, “but I don’t 
care for toast.” 

All human beings are moti- 
vated by the same basic wants. 
We want food when we are 
hungry, drink when we are 
thirsty, bed when we are sleepy, 
shelter when we are cold, com- 
panionship when we are lonely. 

But these basic wants mean dif- 
ferent things to different people. 
One man who is starved for beauty 
may be thinking of sunsets and 
fields of daisies, another of lovely 
women, still another of Renais- 
sance Art. 
+ * * 


People’s Wants Differ 

c TAKES all kinds of people to 
make a world — and markets 

receptive to all kinds of selling ap- 

peals. 

“A home of my own” may mean, 
to one man, little more than a hard- 
headed financial investment. To an- 
other, it may mean chiefly old-age 
security. To a third, primarily, it 
may mean “Keeping up with the 
Joneses.” To a fourth man, it may 
be his way of identifying himself 
as belonging, civically and _ politi- 
cally, in his community. 

* o * 


Broad Basic Wants 


ee advertising 
rected, in some instances, to a 


Lansing to Stage 
Show May 19-20 


LANSING.—Lansing’s second an- 
nual outdoor Automobile and _ In- 
dustrial Show will be held here May 
19-20. 

The following have been named 
to assist in planning the show: 
Robert Spika, of Sears, Roebuck & 
Co., chairman; Earle Wilson, of J. 
W. Knapp Co.; Don Pickett, of F. 
N. Arbaugh Co.; Ben Adair, of J. C. 
Penney Co.; Arthur Boettcher, of 
Liebermann’s; William Martin, of 
VanDervoort’s; Richard Kositchek, 
of Kositchek’s, and Seth Whitmore, 
of the State Journal. 

The show will occupy the city’s 
central business district and will 
feature 1954 cars, trucks and other 
products made in Lansing and other 
central Michigan communities. 


Twenty “queens” representing 
nearby communities will take part 
in an entertainment program. 


POSITIVE REAR DOOR 
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New Design HOUSER’ 
ETY DOOR LOCK 
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No. 904 will M more than 96% of 
ears built in U. S. A. 


“ IMMEDIATE DELIVERY 
if 


your eannot furnish 
direct. Write today for free catalog of 
over 200 HOUSER service items. 
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Salesense in Advertising 
Tested Ideas for Small Business 





broad basic want; in others, it 
promises only. one specific satis- 
faction ef the variety of satis- 
factions embraced by a single basic 
want. 

Thus a campaign for, say, a 
bread might be directed solely at 
those families with a keen interest 
in good nutrition (“Star Bread Is 
Rich In Vitamins and Minerals”). 
Or it might confine itself to eating 
pleasure (“Star Bread Is Rich With 
That Old-time Oven Flavor’). Or it 
might aim its shaft at people 
worried about their weight. (Non- 
fattening Star Bread Is Low In 
Calories”). Or easy digestibility 
might be the Star theme, or its 


quick-energy values. 
* * * 


Selective Appeals 
No always, but often, I think it 
is true that selective appeals to 





particular groups of people are 
more effective than indiscriminate 
“umbrella” appeals to the whole 
mass of mankind. 


But, mind you, I say “not always 
but often.” If your product is truly 
universal in the basic want it 
satisfies, then a broad appeal may 
be indicated. For instance, Coca- 
Cola, unlike bread, is not in the 
least a complicated product—it is 
delicious and refreshing, and that’s 
about all. Hence its advertising is 
not especially selective. The ad- 
vertising of 7-Up, on the other 
hand, is considered more selective 
in that it consistently presents it- 
self as “The All-Family Drink.” 

The current advertising of 
Pepsi-Cola, as against its two 
principal competitors, is truly 
selective in its promise, primarily 
to women, that Pepsi is non- 
fattening. Ballantine Beer, inci- 
dentally, is also making a se- 


lective sales pitch at beer drink- 
ers who are concerned about their 
avoirdupois. 

Sometimes the selective appeal 
to certain special groups—in other 
words, to certain restricted parts 
of the market rather than to the 
whole market—is a good course to 
pursue in the face of strongly en- 
trenched competition. It appears to 
me, looking at the problem from 
the outside, Pepsi concluded the 
dominant position of Coke as a 
delicious and refreshing drink is 
hard to combat with another ap- 
peal of the same general kind. So 
now Pepsi is going after a certain 
part of the market that likes a 
certain kind of “toast.” 


What you ought to do in your | 


own situation “depends.” Your 
product may be truly universal in 
the want it satisfies, as in the case 
of both Coke and Pepsi, and yet be 
promoted best with a selective ap- 
peal — provided it can deliver its 
promised special benefit. Pepsi, I 
presume, is really lower in calories. 
am * s 


Selectivity Often Works 


Qaeoriviry in advertising ap- 
peals is really a form of special- 
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ization. It is not unusual for re- 
tailers and service business to find 
the key to success in catering to 
people who want certain kinds of 
“toast.” 

I know, for example, of a cafe- 
bar in New York that makes a 
great specialty of having in 
stock, chilled and ready to serve, 
almost every brand of ale known 
to civilized man. Ale lovers from 
all over come to this haven for 
their favorite ale and stay to 
dine, with’ the result that the 
place is always crowded. Another 
cafe-bar has a different magnet 
that keeps it thronged with the 
thirsty: Eight different brews of 
beer are on draft. 

A dress shop did poorly until it 
decided to carry and advertise only 
dresses for tall gals. A side-street 
food shop, almost ruined by super- 
market competition, has been thriv- 
ing since it added to its stock a 
wide variety of imported delicacies 
—sardines, cheeses, caviar, etc. 

Possibly, whether your enterprise 
is a product or a store, you should 

aim your guns at a _ selective 
market that likes its toast in a 
special way. 





RIGHT UNDER HIS NOSE... 





...pbut does he see it ? 


It will pay you handsomely to take full advantage of 
Socony-Vacuum’s lubrication training program. It in- 
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AN “EXTRA-MONEY” 
“~ RADIATOR HOSE REPLACEMENT— 
Socony-Vacuum will help train your 


lubrication men to find extra business like this 
for your other service departments! 
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cludes training centers, a staff of experienced instructors 


and salesmen to train your men on the job. 


Your men learn proper lubrication techniques, with em- 
phasis on the make of car you sell . . . how to point out 
the need for parts and services to your customers. 


Result to you: high absorption ratio, more customer con- 


tacts, satisfied car owners. 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


® America’s Favorites —Mobilgas and Mobiloil 
® World's Greatest Lubrication Experience 


® Exclusive “On-The-Job” Training 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 
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| Coffing Hoist Co., 802 Walter St., 
| Danville, Ill. The Challenger is a 
| lightweight spur gear hoist of 
| formed steel construction that is 
' said to feature easy portability and 


resistance to shock load breakage. | 


Specifications for the one-half, one 
and two-ton models are given. 


SLEEPER CAB—By extending a cab 30 
inches, a sleeping compartment is formed | 
in back of the driver's seat. It is easy to | 
enter and protected from noises. The berth | 
is fitted with an inner-spring mattress. A| 
roof grille, ventilator, two side and two 
rear windows, and a dome light are stand- 
ard equipment. Automotive Industries, Inc.. 
Owendale, Mich. 


| 
PAINT RENEWER—Easy-Gloss is applied 
| by cloth or sprey and also may be used 


EXHAUST 
haust conversion kits for 1954 Ford trucks 
are offered. Kit No. 2500 (above) is de- 
signed for Models 750, 800 and 900 (Car- 
go King engines) equipped with air brakes. 
Kit No. 2550 is offered for Model 750 with 
vacuum brakes. The assembly features oa 
Riker QT (quiet tone) muffler. Riker Mfg. 
Co., 4809 Detroit Ave., Toledo 12, O. 


* * 


on chrome. According to the maker, it is | 


not a polish or wax but a plastic finish. 
Arndt-Palmer Laboratories, Inc., Melvin- 
dale, Mich. 


DISC BRAKE BOOKLET—"Years Ahead aaa : 


of All Other Brakes” describes engineer- 
ing and safety features in the self-pow- 


SEAT PROTECTOR—The E-Z Cushion Cap 

is made of Gatex, a new two-ply material, 

ered disc brakes made by Auto Specialties | which is claimed to be highly durable, 

| Mfg. Co., St. Joseph, Mich. color-fast, plasticized and fire-resistant. 

adit The cushion cap is held in place on the 

front seat cushion by three elastic cords. 

The foam rubber undercoating prevents it 

from sliding or wrinkling. Gates Mfg. Co., 
Indianapolis 7, Ind. 


| STOP LIGHT—Model 204 is said to elim- 


inate troubles caused by dirt and water- | 


fouled contacts by means of a built-in, 
rubber-sealed socket. Designed for trucks 
and buses, the unit is fabricated of heavy 
gauge steel and las a three-inch reflecting 


| red plastic lens. Delbar Products, Inc., 601 
| Spruce St., Perkasie, Pa. 


ce * * 

Lipe Service Chart 

A service chart describing eight 
steps for adjusting shim-type 
clutches has been made available 
by Lipe-Roliway Corp., 712 Emer- 
son Ave., Syracuse, N, Y. Charts 
may be obtained by writing the 
company. 


TRUCK WHEEL DOLLY—The €-Z Lift is 


| said to remove and replace dual wheels 


FILTER ELEMENT — Pur-Pak is said to 
give dependable filtration at minimum 
cost. It is made to fit most popular trucks 
and buses. It is claimed that its dirt re- 
tention abilities are unsurpassed. Puro- 
lator Products, Inc., Rahway, N. J. 

i at ae 


Coffing Hoist Bulletin 


| A bulletin describing the Coffing 
' Challenger is now available from 


* * * 


AIR COMPRESSOR—Designed for spray 
painting is a one-horsepower model rated 
at 60 pounds maximum pressure. For gen- | 
eral utility work, a one-half and one- | 
horsepower compressor are offered. All | 
units are available with either electric or 
gasoline motor. DeVilbiss Co., 300 Phillips 
Ave., Toledo 1, O. 
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TRAILING THIRD AXLE—Hydro-Trac is designed to provide cab-controlied axle 
weight distribution from a 50-50 ratio in normal operation to an 80-20 ratio when 
extra traction is needed and to a 100-0 ratio when the truck is empty. The weight 
is shifted by a hydraulic cylinder from the trailing axle to the driving axle to meet 
| changing road conditions. The unit is available for all makes and models, according 
to Truckstell Mfg. Co., Union Commerce Bidg., Cleveland 15, O. 


quickly and safely. Included in its features 
are a Booster, which helps loosen outside 
bearings, and the Tire Evener, which auto- 
matically adjusts itself to different sizes. 
E-Z Lift Mfg. Co. Division, Brummeler Steel 
Products Corp., 1415 lonia Ave., SW., 
Grand Rapids 2, Mich. 


PLASTIC TRAILER—This unit, which is im- 
pregnated with satin aluminum pigment to 
control the amount of light permitted to 
enter, is said to be corrosion-proof and 
nonelectrolytic. The plastic is impervious 
to smells and can easily be cleaned. The 
plastic panels are molded for maximum 
strength by providing extra thickness in 
the lower half and tapering toward the 
roof—Yg to 3/32 inches. Strick Co., Whit- 
aker & Godfrey Aves, Philadelphia, Pa 


Cylinder Sleeve for Fords 


Dura-Bond Engine Parts Co., 
Palo Alto, Calif, has announced 
that Dura-Cast, a thin-wall, flanged 


to the company. 


CONVERSION—Two dual-ex- 
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cylinder sleeve for all Ford engines | 
and Fordson tractors, has been | 
added to the Dura-Bond line of | 
sleeves. They are made of alloy) 


iron, centrifugally cast, according | 


DISTRIBUTION CONTROL—A new policy 
of standardization in manufacturing bitu- 
minous distributors provides identical tank 
structures, operating controls and unit as- 
semblies. The operator has full contro! at 
all times, it is said, and materials are held 
at an even temperature. The triple spray 
pattern insures full coverage with sharp 
edges, and spray widths range up to 24 | 
feet, according to Municipal Supply Co., 
2508 S. Main St., South Bend 23, Ind. 


oo * * 


TOW LIFT—This unit is said to handle 
every type of disabled motor vehicle. It 
can be quickly adjusted for towing from 
the front or rear end of any car or truck, 
the maker says. It is furnished in two 
sizes, one for cars, another for heavy 
trucks. Ernest Holmes Co., 2505 E. Forty- 
third St., Chattanooga, Tenn. 


CRANKSHAFT GRINDER — Model 519 is | 
said to cut setup time by more than half | 
and to eliminate hanging weights on | 
throwheads. It features 360-degree grad- 
vated throwheads and a 22-inch wheel 
with precision wheel spindle. Lempco Prod- 


HYDRAULIC HOIST — The Model 800-T 
hoist is designed for tandem-axle mount- 
ing and for operation of five, six and 
seven-yard bodies with payloads up to 
12% tons. Ends are six inches higher than 
the sides. Other features include reinfor- 
cing side board gussets, box-type tailgate, 
rub rails, side braces and a reinforced 
quarter roll cab protector. Galion All Steel 
Body Co., Galion, O. 


BOOSTER HORN—The Sparton 3-D can 
be installed on cars with standard dual 
shell-type horns and is said to have 300 
percent more warning power. According to 
the maker, it enables the driver to give 
warning at maximum speeds from three 
or more car lengths before he reaches the 
car being passed. Automotive Division, 
Sparks-Withington Co., 2400 E. Michigan 
Ave., Jackson, Mich. 


DISPLAY RACK —This self-service wire 


| rack stands four feet high and provides 
all-around visibility for six cases of polish, 
cooling 
other 

from jobbers handling products of E. |. 


system products, 
automotive 


sponges and 
specialties obtainable 


ucts, Inc., 5490 Dunham Rd., Bedford, O.! duPont de Nemours & Co. 


* * * 


HERMAN BODY OFFERS ICE TRUCK—The 


* * * 


Zer-O-Matic is said to include “lifetime” 


doors, streamlined skirt treatment, aluminum safety steps, additional insulation and 
a considerable weight saving. It is available either in steel or aluminum and can 
be equipped with any reirigerating system, according to Herman Body Co., 4400 


Clayton Bivd., St. Louis 10, Ao. 
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| cent of sales. Seiberling Rubber Co. 
| derives about 90 percent of sales 


| from tire lines. 
* 





| On the Financial Front. . . 


Rubber Gains Linked 
| To Auto Advances 


4 EVELOPMENT of motor trans- 
portation and an ever-lengthen- 
ing list of rubber products have 
been the main factors in the under- 
lying growth of the rubber fabri- 
cating industry, according to a basic 
analysis by Standard & Poor’s. 
One of a series of the firm’s 
“Industry Surveys,” the analysis 
said the industry shows a close 
relationship to the state of gen- 
eral prosperity. In no year from 
1929 through 1940, it said, did | 
sales of the rubber manufactur- 
ing companies deviate more than 
slightly from one percent of na- 


Net Earnings Rise 4% Pct. 


For American Brake Shoe 
Net earnings of American Brake 
Co. in 1953 amounted to $4,852,896, 
|a 4% percent increase over earn- 
ings of $4,641,847 in 1952. Shipments 
for the year were $139,783,168, com- 
pared with $135,378,553 in 1952. 


* 


have moved in a narrow range 
around 20 cents a pound in recent 
months. Synthetic has been stabi- 
lized at 23 cents since March, » wes 


1952. | Federal-Mogul Earnings 


The analysis added, however: | 18.000 in’ 

|“Shifts in the proportion of ayn- | Total we gies it, 
heti bb eral-Mogul Corp., Detroit, re- 

eee 60 See Seen ee eee ported a net profit of $2,748,000 for 


feud Sane ae 1 agony Rg 1953, compared with $2,734,000 in 
price ifferential changes, @ 8, the preceding year. 


in turn, will affect prices.” _. | Sales totaled $35,152,000, a little 
Despite the trend toward diversi-| oyer the $35,037,000 in 1952. 


fication, the analysis said, auto| * ® 


|tires remain the largest single Gould-National Batteries 
tional income | source of revenue for the industry. R ers ‘ 
. | Reveals Dip in Earnings 


| 

While the situation changed un-| Firestone Tire & Rubber Co., for , ; 
der abnormal war and ae post- | example, derives almost two-thirds| _Gould-National Batteries, Inc., 
war conditions, a return to the| Of sales from tire lines. B, F. Good- St. Paul, reports a net profit of $1,- 
earlier relationship was witnessed |Trich and United States Rubber Co. | 841,962 for the nine-month period 
in 1949. However, war-scare buying, | credit tires for about half their | ended Jan. 31, compared with $2,- 
increased defense buying and a sales and Goodyear Tire & Rubber 052,173 a year ago. 
trend to rising prices distorted the | Co. claims tires account for 70 per-| Sales for the period totaled $47,- 
1950-51 picture. | - ae at RE — a aa 

Despite lower prices, combined 
military and civilian demand, 1952- 
53 again resulted in sales larger 
than normal in relation to national 
income. 











‘ 


* * li i, 


* 


NLY a moderate contraction in 

sales from the 1953 record is, 
expected for some time ahead, 
Standard & Poor’s said. In the ab- 
sence of excess profits taxes, it 
said, large sales should be accom- 
panied by a favorable level of 
profits. 

Over the longer term, according 
to the analysis, tire sales will 
again be subject to wide fluctua- 
tions and the problem of overca- 
pacity will be serious. The adverse 
effect of lower shipments on earn- 
ings, it said, is likely to be aggra- 
vated by the recurrent price wars 
which have been characteristic | 
of the industry. 

It has been estimated, Standard | 
& Poor’s said, that about a third of 
the total rubber requirements can | 
now best be served by synthetics. | 
This is particularly true, it said, 
where qualities of high resistance 
to abrasion, oil and corrosion are | 
important. | 

Natural rubber, on the other | 
hand, serves best for another third | 
of the market—particularly for 
large tires. 


T IS in the middle zone, the sur- 
vey said, where keen competi- 
tion between natural and synthetic 
has developed, and where price will | 
be a major consideration. 
Natural rubber prices, it said, 


® 


Mack Earnings 


Climb in 1953 


Net sales of Mack Trucks, Inc., | 
and its subsidiaries in 1953) 
amounted to $173,142,849, stock- | 
holders have been told. Net income | 
was put at $2,553,393. 

This compares with sales for 
1952 of $170,534,622 and a net in- 
come of $1,048,718. 

Announcement was made of the 
election of William R. Kaelin to 
the board of directors to succeed 
Earl F. Slick, who has resigned. 


the sea! 


as re Old style top piston rings, operating where pressure 
Pension Set Up est, heat is highest and lubrication is poorest, wear 
Maremont Announces Plan 


To Share Profits 


Maremont Automotive Products, | 
Inc., Chicago, announced the estab- 
lishment of a profit-sharing pension | 
plan for the approximately 1,000 | 
employes of its Chicago-area plants | 
and subsidiaries. 

Maremont will contribute 2% per- 
cent of its first $1,000,000 in net in- 
come, before taxes, and 5 percent 
of any net income over $1,000,000. | 
Employes have the option of con- 
tributing 2 to 6 percent of their | 
wages, if they so desire. 

Employes will receive their por- 
tion of the accumulated funds upon 
their retirement or upon leaving 
the company after 10 years of serv- 
ice. Those leaving the company 
with less than 10 years of service 
will receive a graduated percentage | 
of the funds in their account. 


36 install Perfect Circles. 


Perfect Circle Co., Ltd., Toronto, Ontario. 








When combustion occurs, the pressure within the cylinders 
of an engine goes as high as 600 lbs. per square inch... 
actually twice as high as the pressure at 100 fathoms below 


fast as modern chrome rings. That’s why engine manufac- 
turers use top rings plated with solid chrome...and 34 out of 


In Perfect Circle’s 2-in-1 Chrome Piston Ring Set, 
the top ring AND the oil ring rails are plated with thick, 
solid chrome for complete wear protection. They assure thou- 
sands of extra miles of sustained power and oil economy. 
Perfect Circle Corporation, Hagerstown, Indiana; The | 


1954 39 








Twin City Truck Men Visit Ford— 


Members of the St. Paul-Minneapolis Twin City Truck Specialists Club toured Ford 
Motor Co.'s Rouge plant, engineering staff, Highland truck plant, Ford division tech- 
nical service laboratory, Greenfield Village and the Henry Ford Museum. The 24- 
member group was hosted by the truck sales department of the Ford division. 





Reese, president. This compared 
with $67,885 in the like period of 
last year. Sales in the 1954 quarter 
were $3,232,388, as against $2,988,- 
076 a year ago. 


| 391,252 against $49,254,293 in the 
| nine-month period ended Jan. 31, 
1953. 





” ea 


Continental Aviation 
Net earnings of Continental Avi- 
| ation & Engineering Corp., Detroit, 
for the three months ended Jan. 31 
| were $69,971, according to C. J. 





| 
| The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





clu 


WHERE IS PRESSURE GREATER::: 


100 fathoms under the sea 
.».or inside a car’s engine? 


PROTECTION WHERE PRESSURE IS GREATEST 


is great- 
twice as . 





SOLID CHROME PLATING on both top 
and bottom rings give complete wear 
protection throughout entire area of ring 
travel. Rings are lapped-in at factory, mak- 
ing tedious break-in unnecessary. 


BOTH 


Perfect Circle 


2 in 1 Chrome Piston Rings 
THE STANDARD OF COMPARISON 

















































5 Cleveland Dealers Get 4-Letter Award— 


Ford’s Four-Letter Award in recognition of outstanding performances in 1953 was 
presented to five Cleveland area dealers. Seated (from left) are Birkett L. Williams; 
W. W. Cumming, district sales manager, and Ray Bundy. Standing: Tom Bundy; Dave 
Magner; J. W. Warriner, assistant district sales manager; Sam Marshall, and William 
Power. 





Reo Names Daline 


K. M. Daline has been appointed; kee branch, according to A. L. 
manager of Reo Motors’ Milwau-|Struble, truck sales vice-president. 





Over NETWORK TV Mar. thru Oct. 
PLUS Big National Ads 
and Newspaper Campaigns 


We're telling millions of car owners from coast to coast to see you 
for Fram protection. And plenty of folks will want that terrific sales 
booster—the Fram “Vacationland America” Book—t's free to your 
customers for a Fram boxtop! We're promoting the book to 
boost your Fram profits and make Fram sales even easier! It's all 
a part of the biggest advertising program in the business. Don't 
miss out on the biggest profits in the filter history—sell FRAM! 
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Auto Personnel 


Frank G. Stewart, chairman of 
the 1954 Joint Operating Committee 
of the Automotive Service Indus- 
tries, has announced the appoint- 
ment of three men to the publicity 
committee for the annual ASI show. 

They are James C, Parker, chair- 
man of Motor Parts & Supply Co., 
Inc.; A. E. Keough, Hershey Metal 
Products, Inc., and Joseph Fischer, 
Auto Parts & Gear Co. 


* * * 


Ford Appoints 11 to Posts 
In Product Engineering 


Eleven personnel appointments to 
the product engineering department 
of the special product division of 
Ford Motor Co. have been an- 
nounced by Harley F. Copp, chief 
product engineer. 

Bruce E, Clark, a project engineer 
with Ford from 1946 to 1949, was 
named assistant chief product en- 


gineer. Harold W. Johnson, former- | Co., 


ly with Kaiser Motors, was named 
chassis engineer. John M. Reinhart, 
formerly an exterior styling super- 





“WE HELP YOU 
SELL FRAM! 





visor with Ford and Lincoln-Mer- 
cury, was named chief stylist. 

Gordon M. Buehrig, who has been 
associated with several automotive 
companies, was named body engi- 
neer. Kenneth H. Higgins, formerly 
with Fisher Body, was named chief 
draftsman. John R. Hollowell, who 
joined Ford in 1946, was named ad- 
vanced projects engineer. 


Copp also announced the appoint- 


| ment of John P. Thornton as a staff 


assistant; Jesse W. Richards as as- 


| sistant body engineer; Charles Bel- 


sky as assistant chief draftsman; 
Louis H. Neukumeter as assistant 
chassis engineer, and Robert M. 
Thomas as coutetant a stylist. 


| Engine Institute Elects 


Heuser to Presidency 


J. E. Heuser, engine division sales 
manager of the Le Roi Co., sub- 
sidiary of Westinghouse Air Brake 
.. has been elected president of 
the Internal Combustion Engine 
Institute. 

Other officers elected were: Vice- 








John Cameron Swayze stars in 


FRAM VACATIONLAND AMERICA on 
‘Today’ with Dave Garroway (NBC-TV). 


(In California on “Panorama Pacific.”’) 


TS ed ee 








Providence 16, R.1. 


Fram Canede Lid. 
Stratford, Ont. 





president, B. G. VanZee, chief en- 

gineer of Minneapolis-Moline Co.; 

secretary, H. W. Smith, consulting 

engineer of Caterpillar Tractor Co., 

and treasurer, J. D. Cook, secretary- 

treasurer of Hercules Motor Corp. 
oe = + 


Hally Named Sales Manager 


For Campbell Chain 


Albert A. Hally has been ap- 
pointed general sales manager of 
Campbell Chain Co., York, Pa. 

Hally formerly 
was sales man- 
ager of Dennison 
Mfg. Co. In 1945 
he joined Per- 
macel Tape Corp. 
as sales manager 
of consumer 
products. At Per- 
macel he succes- 





sively held the 
position of di- 
rector of mer- 


A. A, Hally 


chandising, sales 
manager of industrial and com- 
mercial products and director of 
sales planning. At Campbell, Hally 
will supervise sales of commercial 


chain and tire chains. 
* + 2 


Ford Ups Sloane 


Appointment of Earl C. Sloane as 
assistant sales manager of Ford di- 
vision’s Louisville district has been 
announced. For the past five years 
Sloane has been in the Detroit dis- 
trict and central regional sales of- 


fices. 


* * 


MIC Promotes Ryan 

Ambrose E. Ryan has been named 

manager of the Grand Rapids 

(Mich.) branch of Motor Insurance 

Corp. He had been claim manager 

in the corporation’s Chicago south 
side branch since 1951. 
+ + 7 


* 


Borden Elevates Marusi 


Augustine R. Marusi, vice-pres- 
ident in charge of eastern opera- 
tions of Borden Co.’s chemical divi- 
sion, has been named president of 
the division. Marusi succeeds Wil- 
liam F. Leicester, who will continue 
as chairman of the division’s di- 
recting board and as a vice-pres- 
ident of the Borden company. 

‘ * * * 


Firestone Names Lhamon 


William L. Lhamon has been ap- 
| pointed manufacturers sales repre- 
sentative of Firestone Tire & Rub- 


ber Co. in southern California. 
* + * 


Oldsmobile Names Lillard 


Mark H. Lillard jr. has been 
|named assistant manager of Olds- 
mobile’s Atlanta zone. Lillard was 
previously a car distributor in the 
Atlanta zone. Before that he was 
| Oldsmobile district manager in 
| Sactnonviite, Fla. 





* 


| Smith Joins Westhaghouce 


| W. Waits Smith, former executive 

|engineer for Studebaker, has been 
|named manager of the aviation gas- 
| turbine (jet) division of Westing- 
| house Electric Corp. in Kansas 
| City. 


x * * 


Boy Scouts Pick Firestone 


Roger S. Firestone, president of 
| Firestone Plastics Co., Pottstown, 
Pa., is the new president of the 
Valley Forge Council of the Boy 
| Scouts of America. 


Fisher p Mapletoft 

| James E. Goodman, general man- 
ager of General Motors’ Fisher 
Body division, has announced the 
appointment of Edward D. Maple- 
toft as manager of the Detroit 
stamping plant. Mapletoft, who had 
been plant superintendent, replaces 
the late George F. Lasher. 

Oo” * * 


Radcliffe Selected 


Milton R. Radcliffe has been 
named project engineer of Texti- 
leather Corp., Toledo, manufacturer 
| of plastic coated fabrics and pro- 
| cessed textiles. Radcliffe formerly 
was plant manager of Charles S. 
| Wielés Co., Ladi, N. J. 


* 
| Ford ‘Aten District Gives 


Promotions to 10 in Sales 


Promotion of 10 members of the 
Ford division’s Atlanta district sales 
organization has been announced by 
R. H. East, district sales manager. 

M. M. Morrow was appointed 
general field manager. He joined 
Ford in 1933 and has served as a 

(Continued on Page 41, Col. 1) 
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parts and service representative, 
field manager, parts and service 
manager and special field manager. 

B. C. Maltby was named manager 
of sales planning and analysis. A 
long-time Ford employe, Maltby 
has served in both the Lincoln- 
Mercury and Ford divisions. In the 
latter, he has been a special field 
manager and assistant district sales 
manager. 

Other appointments include: H. 
H. Edwards to assistant general 
field manager; C. E. Johnson to car 
sales department manager; G. H. 
Perry to manager of the parts and 
service sales department, and P. M. 
Dobbins to manager of the business 
management department. 

R. W. Weeks to administrative 
assistant; L. W. Thomas, manager 
of the fleet sales department; W. S. 
Dumas, truck sales department 
manager; J. M. Griffith jr.. manager 
of the used-vehicle department. 

New field managers are T. J. Cox, 
H. W. Whitener and M. L. Hughes. 


* * * 


Pacific Finance Elevates 


Taylor to Vice-President 
Elliott Taylor has been named a 
vice-president of Pacific Finance 
Corp., according to Maxwell C. 
King, president. 
In his new job 
he will be as- 
sistant to the 
president. He 
formerly had 
been manager of 
public relations, 
advertising and 
sales promotion 
since 1948. 
Before joining | 
Pacific Finance, 
Taylor was as- 
sistant general sales manager of 
Packard for four years. During 
World War II, he _ served as 
national chief of automobile ration- 
ing for the Office Price Adminis- 
tration. Before the war, he was 
Chevrolet’s zone manager in Port- | 
land, Me. 





Elliott Taylor 





® * * 


Roudebush Appointed 


Sam I. Roudebush has been named | 
resident plant manager of a tire 
manufacturing firm being built in 
Bogota, Columbia, by Seiberling 
Rubber Co. and a group of Colum- 
bian investors. Roudebush joined | 
Seiberling a year ago as assistant | 
manager of tire design. 

* = * 


Max Elected to Presidency 
Of Truck-Leasing Firm | 
Frank J. Max jr. has been named 


president of Truck Rental Co., Inc., 
28 S. Charles St., Baltimore. 


Max’s business experience covers 
more than 20 years in_ sales, 
merchandising and credit oper- 
ations in the automotive field. Be- 
fore joining Truck Rental in 1953, 
he was general manager of an 
automobile leasing company in 
Philadelphia. 





* * * | 


Rose Joins American Art 

Stanley T. Rose, has been ap- 
pointed sales manager of Ameri- 
can Art Works, Inc., Coshocton 
(O.), ‘(producer of metal signs and 
displays for advertising. He former- 
ly was associated with National 
Advertising Co. 

* * ” 


Motors Insurance Corp. 


Names Roanoke Chief 


Clarence E. Myers has been ap- 
pointed manager of the Roanoke 
(Va.) branch of Motors Insurance 
Corp., effective Apr. 1. At the same 
time, the Roanoke operation will 
be expanded from a district office 
to a field branch. 

Myers joined MIC in 1936 as an 
underwriter in the Harrisburg 
branch. Prior to his new ap- 
pointment he was claim manager in 
Washington, D. C. 


Customer Relations Manager | 
Appointed by Ramsey Corp. | 


Clyde Markham has been ap- 
pointed manager of customer rela- | 








tions by the Ramsey Corp., St 
Louis, maker of piston rings. This 
newly created position is designed 
to improve Ramco’s service to job- 
bers and the trade, according to O. 
C. Holaday, service division man- 
ager. 

Markham has served Ramco as a 
zone manager in the Minneapolis, 
Chicago and Indianapolis areas. He 
joined Ramco in 1947. 


x * *x 


Shuler Ups Carson 


Election of Richard C. Carson to 
engineering vice-president, has 


been announced by Frank O’Cal-| 


laghan, president of Shuler Axle 
Co., Louisville. 
was sales manager. 

* * * 


Maremont Promotes Spear 

David Spear has been elected a 
vice-president of Maremont Auto- 
motive Products, Inc. He started as 
a metallurgist with Maremont in 








Carson formerly 


1942. In 1945 he was placed in 
charge of Maremont’s Chicago 
spring plant. 


| * * © 
N. M. Carriers Elect 
L. R. Thomas, of Joe Heaston 


Truck Division, Albuquerque, N. M., 
has been named managing director 





-| of the New Mexico Motor Carriers 


| Assn. He succeeds C. H. Washam, 
| who has retired. Thomas was vice- 
| president of the group in 1940. 


* * * 


Controllers Elect Hetley 
George H. Hetley, comptroller of 
|the Harrison Radiator division of 
General Motors, has been elected a 
director of the Controllers Institute 
| of America, 


} 
| 
| 


* * x 


| Chief of Plant Protection 


|For Chrysler to Retire 


Ben Gunner, Chrysler Corp.’s 
|} commissioner of plant protection, 
will retire Apr. 30 after 19 years of 
service, it was announced last week 
by C. J. Snyder, operating manager. 

Gunner joined the firm in 1935 
| and was appointed commissioner in 
| 1940. He built up the volunteer fire 
brigade to its present strength of 
| more than 18,000 employes, and in- 
'augurated a school for the formal 





GET A DEMONSTRATION TODAY! 


Machine simplifies preparation of automobile dealer distribution 





can do expert work. 


use it! Call your Burroughs office 


To fully realize just what a Burroughs Sensimatic ac- 
counting machine can do for you—you have to see it and 


today! Burroughs Corporation, Detroit 32, Michigan. 


training of plant-protection person- 
nel. 
* + * 


|'McCord Rejoins Lumite 


As Stylist for Fabrics 

Douglas D. McCord, after an ab- 
sence of 2% years, has rejoined the 
Lumite division of Chicopee Mills, 

ical Inc., as principal 
stylist of Lumite 
outdoor furniture, 
automotive and 
grille - cloth fab- 
rics. 

During his ab- 
sence from Lu- 
mite, McCord was 
with Associated 
Textiles of Can- 
ada, Ltd., Cana- 
dian division of 

D. D. McCord ~—_- United Merchants 
& Manufacturers, as a fabric de- 
signer. 





Armstrong Goes to Europe 


For Chrysler Export 
Herbert EH. Armstrong jr. has 
been appointed regional sales rep- 
resentative for western Europe 
by Chrysler Export Corp. 
Armstrong was associated with 


a Chrysler distributor prior to | ative in 1925. 


Burroughs Sensimatic Accounting 


journals by using a single basic plan for all journals, and provid- 
ing enough totals for all records. Installations of this plan have 
shown that distribution journals can be written and proved 
three times faster than by hand. What’s more, the Sensi- 
matic will fit right into your present pattern of account- 
ing perfectly. It performs the complete job from origi- 
nal media through financial statements—there’s no new 
and complicated system to worry about. 


Future changes in your accounting procedures, or 
growth of your dealership, won’t make your Sensi- 
matic obsolete, either. Exclusive sensing panels may 

be quickly interchanged to keep your Sensimatic 
abreast of any future accounting needs. And yet, the 
Sensimatic is so easy to operate that even beginners 


and get a demonstration, 


FREE-ew booklet on Automobile Dealer Accounting Systems 
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joining the export division in 
May, 1958. His headquarters will 
be in Geneva, Switzerland. 

+ * * 


Studebaker Shifts Glod 


Ernest J. Glod has been appointed 
assistant director of industrial re- 
lations for Studebaker at South 
Bend, according to Paul M. Clark, 
vice-president. Glod, previously in- 
dustrial relations manager at the 
Chicago plant, will serve under 
Harry D. Beutlich. 

* + 


McCormick to Pennsalt 


W. Scott McCormick has been 
appointed to represent the mainte- 
nance chemicals department of 
Pennsylvania Salt Mfg. Co. He will 
handle sales,of cleaners for use in 
the transportation industry in 
Ohio, adjacent western Pennsyl- 
vania counties and southern Michi- 
gan. He formerly was a buyer for 
Brush Electronics Co., Cleveland. 

* * * 


Promotion for Anne 
George E. Anne has been ap- 
pointed vice-president of the brake 
shoe and castings division of 
American Brake Shoe Co. Formerly 
assistant vice-president, he joined 
the division as a sales represent- 
























BURROUGHS CORPORATION, Detroit 32, Michigan 


Please send me a free copy of the booklet “Is Your 
Dealer Accounting as Modern as the Products You Sell.” 


Name 





Pe cinpesssciataiiiting libata ae SS 


City 


Zone. 


State. 
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'50 Custom 4-dr., $675°*. 
DODGE—'53 Coronet (8) Hardtop, §$1,- 

































° 
485*. '51 4-dr., $715*. A d C P 
: ; [ -Tar Frices 
FORD—’54 Crest 4-dr.. $2,010; Victoria, verage se 
Used-Car Auction Prices rae a 
$1,065; Custom (8) 2-dr., ’ . 52) : 
Custom (8) 4-dr., $1,040*. "51 (8) 4-dr., (Compiled by Automotive News/ 
$740*, 2 at $730*. '50 (8) 2-dr., $690°; | : ate a 
Mi d [Mee ec. Mode a 
2-dr., $350*, 9! f 
ar ket Tren | HUDSON—'54 Hornet 4-dr., $2,350°. 51 | 1954... $2,174  $2,148* i 
The overall average price of used cars sold at wholesale auctions Hornet 4-dr., $715*. '50 (6) 4-dr., $450. | 1953 1,521 1,583 $1,710 
last week declined $4, according to Automotive News’ index. |e ag ng ao see’ | 1952. 1,069 1053 1,080 
It was the third successive decline, but still left the average price | ".-; 4-dr.. $1.725°. '52 4-dr.. $1,360, °5i | 1951 794 772 783 
higher than it was five weeks ago. 2-dr., $940*. ‘50 4-dr., $705*. °47 club 1950... 583 569 591 
On a model-by-model breakdown, the market was evenly split. Four eaaek*, as. ar, Gct0*. ‘bo (000) Dae. 1949 433 422 440 | 
models advanced and four declined. The losses, however, were rela- $405*. , : 1948... 285 273 288 | 
tively larger than the gains. s a (88) 4-dr., $765*, °49 1947. 294 299 231 | 
’ ’ . -dr., . i 
Dropping in price were ’54s and 53s, each down $18; ’52s, down PLYMOUTIA-§'G4 Savoy 4-dr., §1,815°. '62 1946 x * 190 
$6, and ’47s, down $1. Sta wind “tte, cach up 0, nae, | es SS Se 2 oe = —— ee ¥ 
Gain scored ‘50s, U ; ls an each u an 2-dr., $570. '50 Deluxe 4-dr., (a * Prices on models a 2 
up $1. en by 7? “4; " ? r Special Deluxe 4-dr., $505. ‘48 Special tabulation; oie on '46s dropped. f Seer, me § ee $ naa 
Deluxe 4-dr., $375. (The above figures are averages of used-car auction prices makes 
The activity at auctions was slightly improved last week. At nine | ponTiag — ‘53 (8) 4-dr., $1,715* (ps), anh maddie, carried repularty in Attometive Seka} 
resentati cars f 1,630 offeri ld f $1,620°. °52 Catalina, $1,425*. °48 (8) , , 
rep ive sales, 1,138 out of 1, offerings were so or a d 52 ¢ te 
ratio of 70 percent. A week earlier, at eight auctions, 1,425 cars were | _.2-dr.._ $230". ‘47 (8) 4-dr., $205. 
STUDEBAKER — ‘50 Champion 4-dr., ; a ; E 7 
offered and 984 were sold | $515* CADILLAC—’51 (62) 4-dr., $1,730*. ‘49 52 Country Squire 4-dr., $1,325*; 
Pri ked with an * indicate a unit equipped with an automatic | O ataiate °°: 2-dr., | $1,000", $960; club coups, $1,240" "Si 
rices mar an eau equi CHEVROLET — '53 station wagon 2-dr.,/| $1, . 60; club coupe, $1, . *5l 
transmission or overdrive, and (ps) indicates power steering. FLINT $1,006"; RY o., Se tbe a. Custom (8) 2-dr., $700, $625, ~~? j 
(62) club coupe, $1,950*. '46 (60) 4-dr., (Flint Auto Auction. Sale every Wednes-| 4. “sesoe 51 Bel’ Air 2-dr., $810,| dr., $305. ’49 Custom (8) 2-dr., $380, 
MASON CITY, IA. $550. By es are tOnan “tant mock: ‘Sora | $790; SL Deluxe 2-dr., $765, $760, $675, | $375; Custom (6) 2-dr., $290. ‘47 (8) 
ene ieee ace the céle of March | SL. Deluxe. 4-dr.. $1,000; 2-0r,, $910; | 107 ears out of 173 offerings.) $00; °50 St, Deluxe ‘2-dr.’’ $540, $505; | HUDSON $1 Hornet dar. $695° 
24.) Bel Air, $1,245. '51 Bel Air, $950; SL | BUICK—’52 Riviera 2-dr., $1,390*, $1,- 4-dr., $500; FL Deluxe 4-dr., $505, $485. | KAISER—’51 4-dr., $425. 
(Sold 87 cars out of 121 offerings.) Deluxe 2-dr., $810; 4-dr., $785*%; SL 340*, $1,300*; 4-dr., $1,225; Special 4- '49 SL Deluxe club coupe, $400; Special | LINCOLN — ’53 Cosmopolitan 4-dr., $2,- q 
BUICK—’53 RM 4-dr., $1,765* (ps). °52 Special 2-dr., $785. '50 SL Deluxe 2- dr., $810. ‘51 Riviera 2-dr., $1,100*, Deluxe 4-dr., $330. '48 SM 2-dr., $395. 090°. 
Super Hardtop, $1,385*; Special 4-dr., dr., $545*. "49 SL Deluxe 2-dr., $515, $1,070. °'50 Riviera 2-dr., $800; 4-dr.,| nesoTo—’51 Custom 4-dr., $705. MERCURY—’53 club coupe, $1,700*, $1,- 
$1,285*. °51 Super 4-dr., $900*; Special $470; business coupe, $315, °48 Aero-| $670; Special 4-dr., 2 at $600. °49 RM DOoDG '53 %-ton pickup, $940. 590°. ’52 club coupe, $1,240*. '51 club 
2-dr., $945*. °50 Special 4-dr., $565*%,| sedan, $295. ‘47 Aerosedan, $265. | 2-dr., $445. *48 Super 4-dr., $275; 2- aie 4 , coupe, $750. '50 club coupe, $475, $405. 
$515; 2-dr., $525°. CHRYSLER—'48 Windsor 4-dr., $275*. | dr., $200. '47 Super 4-dr.,’ $115. '46| FORD —’53 Custom (8) 4-dr., 4 at $1,-| +49 4!ar., $410; club coupe, $350. 





200°, $1,180*; 2-dr., $1,225%, $1,150°. | Nag—’52’ Rambler 2-dr., $750. ’51 (600) 





SADILLAC—'53 (62) 4-dr., $3,280*. '51 | DeSOTO—’52 Custom 4-dr., $1,135* (ps). Super 4-dr., $100. 

a ; : pieces . $$$ $$ 2-dr., $500. '47 Ambassador 4-dr., $100. 

OLDSMOBILE — '53 (88) 4-dr.. $1,770*. 
’52 Holiday club coupe, $1,600*; (98) 
$1,390*, $1,300*. '51 (88) Deluxe 2-dr., 
$805; 4-dr., $800. '49 (76) 4-dr., $340. 
’48 (76) 4-dr., $230. 

PACKARD—’50 Clipper (8) 4-dr., $425. 

PLYMOUTH—’53 Belvedere club coupe, 
$1,300. "52 Cambridge 4-dr.. $740. ‘51 
Special Deluxe club coupe, $690, ’50 
Special Deluxe 2-dr.. $450; club coupe, 
$430. °48 2-dr.. $260. 

PONTIAC—’53 Chieftain Deluxe (8) 4-dr., 
$1,160. ‘52 Chieftain (8) 4-dr., $905. 
*51 Chieftain (&) 4-dr.. $745. '50 Cata- 
lina 2-dr.. $765; Chieftain Deluxe (8) 
2-dr., $580, $475. "47 sedan coupe, $165. 

STUDEBAKER — ‘52 Commander club 
coupe, $825; 2-dr., $650. ’50 Champion 
4-dr., $325. 


FARGO, N. D. 


(Tri-State Auction Company. fale every 
Thursday. Prices are for sale of March 
25.) 

(Market holding steady. Blizzard con- 
ditions prevented large consignment of 
automobiles. Sold 39 cars out of 67 of- 
ferings.) 


BUICK—’53 Special 4-dr., $1,500*. '51 RM 
4-dr., $910*;° Super Riviera 4-dr., $895*, 
$870*; Special 4-dr.. $920; 2-dr.. $810. 
"50 RM 4-dr.. $650*; Special 4-dr.. 
$585*; Super Riviera 4-dr.. $735*. '48 
Super 2-dr., $255. 

CADILLAC—’51 (62) 4-dr., $1,845*. 
CHEVROLET—’53 (150) 2-dr., $1,100. '52 

| SL Special 2-dr.. $890. ’51 SL Deluxe 
2-dr., $745*, $590. '50 SL Deluxe 2-dr.. 
$575. °49 SL Deluxe 4-dr.. $525; -FL 
4-dr., $405. '47 SM 4-dr., $280. 

DODGE—’47 Custom 4-dr., $250. 

| FORD—'53 Custom (8) 2-dr., $1,540*. ‘52 

Crest (8) Vietoria, $1,250; Custom (6) 

2-dr.. $900; Main (8) 2-dr., $945. °51 

Custom (6) 4-dr., $690. ’50 Custom (8) 

2-dr., $600, $525. '49 Custom (6) club 

coupe, ‘$375. '48 (6) %-ton pickup, $430. 

‘47 Deluxe 2-dr., $235. 

| NASH—’51 Statesman 4-dr., $480. i 

| PLYMOUTH — '53 Cambridge club coupe, i 
$1,155, $1,145, $1,135. °52 Cambridge i 
4-dr.. $825. '50 Deluxe 2-dr., $430. 

PONTIAC—’'50 Chieftain 2-dr., $590*. ‘49 
SL sedan coupe, $500*, $385. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of March 
25.) 

(Demand excellent, Percentage of 
| sales one of our highest. Sold 119 cars 
| out of 142 offerings.) 


| BUICK—'53 Super Riviera 2-dr., $2,050°. 
"52 Special 2-dr., $1,170*. °51 Special 
4-dr., $840; Special Deluxe 2-dr., $950. 
’49 Super 4-dr., $395*;.conv., $380*. °48 


THROUGH CANYONS OF CONGESTION 46 RM 4dr. $180. "41 ‘Special’ 2dr. 


CADILLAC—'49 (62) sedanet, $835*; 4- 


& 
CHEVROLET — '54 Bel Air 2-dr., $1,725. 
= gen sir ad "ak Bone! fae 
ses @ SAFELY WITH $o80°: Bel Air spert coupe, $1,160; Bel 


on a fe 





oo 





Air, $1,175. °51 1 Ton pickup, $510; SL 
Deluxe 4-dr., $780*. '50 sedan delivery, 


’ . s $410; %-t ickup, $510, $430; FL De- 
Wherever you go, you'll see more trucks equipped Wiuuam L. Rein, Purchasing Director for luxe '2-dr.. $920; SL Deluxe 2-dr., $615, 
with SIGNAL-STAT Directional Signals than all other Metropolitan Distributors, Inc. says, Rpasial 4-@r. Gane; Ue Epiaiek 4-dr,, 
makes combined! “Our responsibility for safety goes be- eee can $195. °43 ton ab 
r. ; 4-dr. We, b ~ c 
yond protecting our trucks from dam- and chassis, $375: FL 2-dr., $345; FM 
in congested New York, Metropolitan Distributors, Inc. age and our customers’ reputation cours, 208 AT DL ae’ Ge an 
leases 3,500 delivery trucks to leading concerns. for prompt, safe deliveries. We must $295; SM 4-dr., $250. ‘42 2-dr., $180. 
ry 9g promp' 31 2-dr.. $225. j 
Metropolitan's service, reputation, profits—its success also protect the pedestrian and other motorists. We use ae ee ee ; 
depends on equipment operated safely to keep its only the finest equipment on every truck—all our Direc- pg I ree 
customers free from costly, time-consuming accidents. _ tional Signals are SIGNAL-STATS.” DODGE — ‘53 %-ton pickup, $790. '50 
’ 7 ’ Wayfarer 2-dr., $545. 
Every Metropolitan truck is equipped with SIGNAL- FORD — ’54 (8)' Rar.ch Wagon, $2,100*; 


Country sedan, $2,275*. ‘53 Main (6) 
2-dr., $1,005; (8) %-ton pickup, $850; 


STATS because they’ré sturdy, trouble-free, and flash Gaia te ta. nee te 
$1,700*, "52 Main (8) 2-dr., $930; (8) 


a highly visible, warning signal. 
“se : si Victoria, $1,165*, '51 %-ton pickup, 


ro 
: ° $525; Del (8) 2-dr., $685; Custom : 
Whether you're buying equipment for a new truck, or Sig. file} / reed § ‘F f (8) 2-dr., $720°, $720..'°50 Deluxe (6) 
2-dr., $580, $555; Deluxe (8) 2-dr., 


——— 


improving your present equipment, insist on SIGNAL- $360: 4-dr., $390; Custom (8) club 
STAT Class A—Type | Directional Signal Lamps and oan” Saabs. Eagan ae ae ae 
dependable SIGNAL-STAT Switches. 


$365*; 4-dr., $510. '48 Deluxe (8) 2-dr., 
$160. °46 Super Deluxe (8) 2-dr., $100; 
Approvals in all 48 States and the 
District of Columbia 









LHE LARGEST PRODUCER 
OF DIRECTIONAL SIGNALS 


4-dr.. $155. 
FOR COMMERCIAL VEHICLES 


HUDSON—’47 Super (6) 2-dr., $150. 

MEROURY — ‘51 2-dr., $650*. “50 2-dr., 
$465. °49 2-dr., $450. 

NASH—’53 Rambler Hardtop, $1,000*. ‘51 
Rambler station wagon, $505* "50 


SIGNAL-STAT CORPORATION, Signal-Stat Building, 523-539 Kent Ave., Brooklyn 11, N. Y. arnemene Sire $n ees Se 


cence toe -neatcriaieainiatnn amet 





| 
- 


ee 
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dr., $500*. '49 (600) 2-dr., $220°. °47 
Ambassador 4-dr., $200. 

OLDSMOBILE — ‘52 (88) 4-dr., $1,140*. 
'51 (88) 4-dr., $885*. ‘47 (66) club 
sedan, $140; (6) 2-dr., $155. °46 (78) 
4-dr., $100°*. 

PLYMOUTH — ‘54 Savoy 2-dr., $1,680*; 
$1,630. '53 Cranbrook 4-dr., $1,180. ‘52 


Cambridge 2-dr., $765, $695; Cranbrook 
club coupe, $900. ‘51 Cambridge 2-dr., 
$640, $540. 

PONTIAC—’52 Chieftain Deluxe (8) 2-dr., 
$1,165*. °51 Chieftain Deluxe (8) Cata- 
lina, $1,045*, '50 (8) 2-dr., $735*. 

STUDEBAKER — '53 Commander club 
coupe, $1,405*. '52 Champion Hardtop, 
$975*, $900*. '51 Champion club coupe, 
$500, *5C Champion 2-dr., $375*; club 
coupe, $450*. °49 Commander 2-dr., 
$290. °48 Land Cruiser 4-dr., $165. 

WILLYS — '52 (4) Sedan Delivery, $575. 
"50 (4) station wagon, $480*. °48 (4) 
station wagon, $290; Jeep, $500. 

MISCELLANEOUS — ‘48 Frazer 4-dr., 
$175* 


OAKLAND, CALIF. 


(Pollock’s Used Car Auctions. Sale every 
Wednesday. Prices are for sale of March 
24.) 

(Prices steady on clean cars. Sold 117 
cars out of 175 offerings.) 
BUICK—’54 Riviera, $2,050*. 

Riviera, $2,105*, $2,030". 

Riviera, $1,645*, $1,530*, $1,520*, ’51 

RM 4-dr., $965*; Super 4-dr., $900*, 

$805*; conv., $960*. ‘50 RM Riviera 

coupe, $900*; Super 2-dr., $705*; Special 
4-dr., $500*. '49 RM 4-dr., $405. °48 

RM 2-dr., $250. ’47 Super 4-dr., $300; | 

conv., $150. '46 Super 4-dr., $180. | 

CADI C—'53 (62) 4-dr., $3,420°. ‘52 
(60) 4-dr.. 2 at $2,875*; (62) conv., 
$2,880*. ‘51 (62) 4-dr., $1,930*. ‘50 
(62) coupe deVille, $1,975*. ‘49 (62) 
club coupe, $1,105*; 2-dr., $1,050*, ‘48 
(62) conv., $845. 

CHEVROLET—'54 Bel 
‘53 (210) 4-dr., $1,475*, $1,300*. ‘52 
SL Deluxe 4-dr., $950. ‘51 SL Deluxe 
4-dr., $725*, $600*, $925; ‘%-ton pickup, 
$615. °50 Bel Air 4-dr., $750. ‘49 FL 
Deluxe 4-dr., $530; 2-dr.. $575, $460. 
'48 4-dr., $340; 2-dr., $235. ‘47 2-dr., 
$290, $260. °46 %2-ton pickup, $380. 

CHRYSLER—’51 Imperial conv., $1,325*; 
Windsor 2-dr., $900*. ‘48 NY 4-dr., 
$250. '47 Windsor 4-dr. $345*. 

DeSOTO — ’51 Deluxe 4-dr., $825. ‘48 
Custom conv., $250. °47 Deluxe 2-dr., 
$265°*. 

DODGE—’49 Wayfarer conv., $285; 4-dr., 
$450. '48 Custom club coupe, $260. °47 
Deluxe 4-dr., $250. 

FORD — '54 (8) Victoria, $2,260*; 4-dr., 
$1,980*. 53 Crest (8) Victoria, $1,940*; 
Custom (8) 4-dr., $1,430*. °52 (8) 4-dr., 
2 at $1,075, $1,000; Victoria, $1,530*; 
Ranch Wagon, $1,275, $1,265; Custom 


‘53 Super 
‘52 RM 


Air 4-dr., $1,980*. 





(6) 2-dr., $1,125*. ’51 (8) 4-dr., $725; 
2-dr.. $855, $580, $685, $675; Deluxe 
(6) 2-dr., $630; 1 ton pickup, $725. ’50 
(8) %-ton pickup, $610; Custom (8) 
4-dr., $790; (6) 2-dr., $475. °49 (8) 
conv., $400; 2-dr., $350; coupe, $400. 
"48 (8) conv., $255; %-ton pickup, $325. 
‘47 (8) club coupe, $310; 2-dr., $210; | 
4-dr., $205. | 
HUDSON—’51 Hornet 4-dr., $775*; club/| 


coupe, $910*; (6) 4-dr., $540. '49 conv., 

$310. 48 4-dr., $180. 
KAISER—’53 Deluxe (6) 4-dr., $1,595*. 

"52 (6) 2-dr., $845. °48 4-dr., $200. 
LINCOLN—’48 4-dr., $130. 
MERCURY — ’54 station wagon, $2,960*; | 


2-dr., $2,400*. °52 2-dr., $1,295. °50 | 
4-dr., $698, $550; 2-dr., $590, $645. °49 | 
conv., $625; 4-dr., $555; 2-dr., $420. 


’47 club coupe, $340. 


NASH—’51 Rambler, $770. ’50 Statesman | 


4-dr., 2 at $425; Ambassador 4-dr., 
$550. °48 Super 4-dr., $210. } 

OLDSMOBILE — ’'54 (88) 4-dr., $3,015*, 
$2,960*. °53 (88) Holiday, $2,400*. '52 | 
(88) 4-dr., $1,575*. °51 (98) 4-dr., | 
$900*; (88) 4-dr., $1,400. ‘50 (88) | 
2-dr., $880*; (98) conv., $830*. ‘49 | 
(98) 2-dr., $650*, $530, $475; (76) 4- | 
dr., $485; (88) 4-dr., $660*, $475. "48 ) 
(98) 4-dr., $420*. | 

PACKARD—'47 Clipper 4-dr., $105. ‘46 
4-dr., $110. 

PLYMOUTH—’54 station wagon, $1,980. 
’51 Cranbrook 4-dr., $650; 2-dr., $690. 
'48 Deluxe 2-dr., $215. '46 Special De- 
luxe 2-dr., $260. 

PONTIAC—’53 ) Catalina, $2,150*. ‘52 
(8) 4-dr., $1, *, "51 (8) 4-dr., $885. 
‘50 (8) coupe, $830*; conv., $665*; 2- 
dr., $775*. '49 (8) 2-dr., $465. 

STUDEBAKER — ‘53 Commander 4-dr., | 
$1,435*. '52 Commander 4-dr., $710. ‘50 
Commander 4-dr., $455. 

WILLYS—’52 station wagon, $900. 


MISCELLANEOUS—*53 Henry J (4) 2-dr., | 
$695; '52 (4) 2-dr., $545; '51 2-dr., $325. | 


ALBANY, N. Y. 


(Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of March 22.) | 

(One of the fastest, largest and best 
sales so far this year. Prices edged back 
slightly. Some dealers estimated an aver- 
age of $30 per car lower on all models. 
Sold 171 cars out of 191 offerings.) 


BUICK—’53 Super 4-dr., $1,975*; RM 4- 
dr., $2,050* (ps); Super Riviera 2-dr., 
$2,125*. 52 Super Riviera 4-dr., $1,310*. 
"51 Super 4-dr., $1,150*, $1,090; Special 
2-dr., $700; RM 4-dr., $1,010*. '50 Spe- 
cial 4-dr., $690*%, $580°; 2-dr., $600; | 
Super 4-dr., $780*. °49 Super 2-dr., | 
$570*. °48 Special 4-dr., $190. '47 Super 
4-dr., $260. °46 Super 2-dr., $150; 4-dr., 


CADILLAC—’51 (62) conv., $2,400*; 4-dr., 
$2,090*, $2,025*. "50 (62) 4-dr., $1,180*. 
"49 (62) 4-dr., $1,060*, ‘48 (62) 4-dr., 
$760*; (75) 4-dr., $380*. ‘46 (62) 4-dr., 
$375*, $310*. 

CHEVROLET—’'54 Bel Air 2-dr., $1,900, 
$1,770; (210) 4-dr., $1,675. '53 Bel Air 
4-dr., $1,490. '52 SL Special 2-dr., $900; 
SL Deluxe 4-dr., $1,060, $970, $925; 
club coupe, $1,000*; Bel Air sport coupe, 
$1,130. °51 FL Deluxe 2-dr., $900; SL 
Deluxe 4-dr., $900*; 2-dr., $785*. ‘50 
FL Deluxe 4-dr., $690, $650; 2-dr., $520; 
SL Deluxe 2-dr., $620; 4-dr., $680; FL 
2-dr., $425. '49 FL Deluxe 2-dr., $510; 
4-dr., $425; SL Special club coupe, $260. 
*48 FL Deluxe 2-dr., $370; FL Special 4- 
dr., $310; FM 4-dr., $400; 2-dr., $360. 

CHRYSLER—'52 Windsor conv., $1,350*. 





‘50 Windsor 4-dr., $830*. 


coupe, $600*, °48 Windsor 4-dr., $290. 
’46 Windsor 4-dr., $200. 
DeSOTO—'49 Custom 4-dr., $525*. 
DODGE — ’'52 Meadowbrook 4-dr., $950, 
$870. '51 Coronet club coupe, $870*; 4- 
dr., $760. °49 Coronet 4-dr., $670. ‘48 


Meadowbrook conv., $300. 

FORD — '54 Custom (8) 4-dr., $1,900; 
Ranch Wagon, $2,225; Crest (8) 4-dr., 
$2,050*. '53 Custom (8) 4-dr., $1,460*; 
Crest (8) Victoria, $1,650. ‘52 Custom 
(8) 2-dr., $1,160, $1,025; club coupe, 
$1,100*; Main (8) 2-dr., $885. '51 De- 
luxe (8) 2-dr., $660, $635, $560*; Cus- 
tom (8) station wagon, $950; 2-dr., 
$740*; 4-dr., $755, $750, $725*; Deluxe 
(6) 2-dr., $450; (8) Country Squire, 
$950. '50 Deluxe (8) 2-dr., 2 at $540, 
$490; Custom (8) 4-dr., $590; Custom 
(6) 2-dr., $520. '49 Custom (6) 2-dr., 
$360*; Deluxe (8) 4-dr., $360, $335; 
Custom (8) club coupe, $410; conv., 
$475; 4-dr., $470; 2-dr., $320. '47 Super 
Deluxe (8) 4-dr., $240. '46 Deluxe (8) 
club coupe, $200; Super Deluxe (8) 2- 
dr., $240; Deluxe (6) 4-dr., $220. 

HUDSON—’54 Jet 4-dr., $1,280. '51 Hornet 
4-dr., $820*. ‘49 Commodore club coupe, 
$290. 

LINCOLN—'49 4-dr., $290*. 

MERCURY — '54 Monterey sport coupe, 
$2,550*. '53 club coupe, $1,510. '52 Mon- 
terey sport coupe, $1,490*; 2-dr., $1,140*, 
$1,095*. °51 conv., $1,000*. ‘48 4-dr., 
$220. 46 2-dr., $220. 


"49 NY club 


NASH—’52 Rambler station wagon, $885. 


*51 Ambassador 4-dr., $750*. '49 Am- 
bassador 4-dr., $300. ‘46 (600) 4-dr., 
$185, $120. 


OLDSMOBILE — '52 (88) Holiday coupe, 
$1,500. ’51 (98) 4-dr., $1,050*. '50 (88) 
2-dr., 2 at $800*, $820*, $320*; 4-dr., 
$570*. °49 (88) club coupe, $500*. °47 
(66) 2-dr., $230*; club coupe, $160. (76) 
4-dr., $180*; '46 (78) 4-dr., $190*; (98) 
2-dr., $160. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,230*; 
Cambridge club coupe, $1,068; '51 Savoy 
station wagon, $940. ‘48 Special Deluxe 
4-dr., $200; club coupe, $300. '47 Deluxe 
4-dr., $130. ‘46 Special Deluxe 4-dr., 
$160. 

PONTIAC—’54 Star Chief (8) 4-dr., $2,- 
540°, $2,500*; Catalina, $2,650* $2,525*; 
Chieftain Deluxe (8) 2-dr., $2,250*; 4- 
dr., $2,280*; Custom (8) 4-dr., $2,300*. 
*53 Chieftain Deluxe (8) 2-dr., $1,580*; 


Custom (8) Catalina, $2,100*. ’52 Super | 


Deluxe (8) Catalina, $1,475*, $1,450*; 
Custom (8) Catalina, $1,525*; Chieftain 


(8) 4-dr., $1,380*; 2-dr., $975. '51 Chief- | 


tain Deluxe (8) 4-dr., $1,075*, $1,030*, 
$980; 2-dr., $870. ’50 Chieftain Deluxe 
(8) Catalina, $775*. '49 SL (8) 4-dr., 
$585. 

STUDEBAKER — '51 Commander 4-dr., 
$480*. °50 Commander 4-dr., $370*; 
Champion 4-dr., $470*. '49 Champion 4- 
dr., $420; 2-dr., $320. 

WILLYS — '51 Station wagon, $650. 
Jeepster, $440. 

MISCELLANEOUS—’52 Henry J Corsair, 
2-dr., $510. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 24.) 
(An excellent sale—fewer cars due to 
weather, Sold 39 cars out of 64 offer- 
ings.) 
BUICK—’50 Super 4-dr., $550*. 


49 


*~ 
s 
> 


CHEVROET—'51 SL Special 2-dr., $585; 
SL Deluxe 4-dr., $715. '50 SL Deluxe 
4-dr., $565. '47 SM 2-dr., $180; %-ton 
pickup, $180. 

CHRYSLER—’52 Windsor 4-dr., $1,000*. 


FORD—'52 Crest (8) 4-dr., $700. '51 Cus- || 


4-dr., $860*, $590. ‘50 Custom 
(8) 2-dr., $565, $545. '48 Super Deluxe 
4-dr., $170. '47 (8) %-ton pickup, $230. 
'46 Deluxe (8) 2-dr., $150; club coupe, 


tom (8) 


| $260, "41 (8) %-ton pickup, $160. °40 

Deluxe (8) 2-dr., $210; Standard (8) 
2-dr., $265. 

HUDSON—’48 Commodore 4-dr., $255. 


LINCOLN — '54 Cosmopolitan 4-dr., $2,- 
790*. 
MERCURY — '54 Monterey conv., $2,650; 


4-dr., $1,935. '51 4-dr., $735*, $675. '50 
club coupe, $655. °49 4-dr., $255. 
| PACKARD—’50 Custom 4-dr., $305. 
| PLYMOUTH—'51 Cranbrook 4-dr., $460. 
PONTIAC—’52 Deluxe (8) 4-dr., $975. '48 
Torpedo (8) 4-dr., $190. '47 SL (8) 2- 
dr., $180; Torpedo (8) 4-dr., $185. 
STUDEBAKER—’49 Champion 4-dr., $150. 


OMAHA, NEB. 


(Cliff Soderburg Auto Auction. Sale every 
Monday. Prices are for sale of March 
22.) 

(Definite demand for clean '50, ’51 and 
’52 model cars. Good prices for good 
clean cars. Sold 43 cars out of 106 offer- 
ings.) 

| BUICK—’50 Super Riviera, $800; 

4-dr., $550. ‘48 Sedanet, $340. 


| CADILLAC — '50 (61) 4-dr., $1,530. ‘49 
club sedan, $1,500. 

CHEVROLET—’54 %-ton pickup, $1,225. 
‘53 station wagon, $1,625. ‘52 %-ton 
pickup, $755. '51 SL Deluxe 2-dr., $625. 
"49 SL Deluxe sedan, $265. '48 FM se- 
dan, $330, $230; sport coupe, $275. ‘47 
Aerosedan, $300. °46 2-dr., $180. 


(Continued on Page 44, Col. 1) 
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FLASH-A-CALL 
ST HAH) 


offers you 


UU stl lls leily 


We will personally discuss 
with you the problems of 
your shop, ive 
measures that must be 
taken, Train 


jabor sales or you owe 
us nothing. As manufac- 
turers, we offer you d 
casement poe for 
8 purpose alone, 
the highest known ieee 
of quality, in two complete 


packages, for the large 
ealer or smaller service 


department. program 
meets and gues bereul the 


ite of all 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 
t 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-85, Chicago 5, Illinois 





Finest quality in replacement roller bearings 


mh te 7 


a7. 


Mogul 


Sepy\ct 





Bower quality plus Federal-Mogul availability give you 
the best in roller bearing replacement ... and the best in 
service. Bower Spher-O-Honed tapered roller bearings are 


precision made for rugged service, with better load distribu- 


tion and quieter operation. When you buy straight or tapered 
roller bearings— buy Bower for complete dependability! 


DETROIT 13, MICHIGAN 


Ask Your Federal-Mogul Jobber?! 


FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul Corporation 
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bassador sedan, $500. 49 Ambassa-| DeSOTO — ‘49 Deluxe sedan, $495. ‘48 $565; %-ton pickup, $590. '49 FL De- 
our sedan, $250. Custom club coupe, $360. luxe 2-dr., $575, $325. 
OLDSMOBILE—'52 Super (88) $1,- | DODGE—'52 Meadowbrook sedan, $870°. | CHRYSLER—'48 Windsor 4-dr., $360. 
O45" $1200, $1,180, °D1 (08) ‘Hollday, FORD 30 Deluna (6) nedan, $450; De-|DeSOTO—'53 Powermaster 4-dr., $1,435. 
$1,170; Super (88) sedan, $1,000 °50| WC (3) business coupe,’ $390, '49|DODGE — ‘54 Royal 4-dr., $1,800°. °52 
Super (88) sedan, $725, $680. ‘47 (76)| Ciltom (8) sedan, $460, $405; Custom | Coronet Diplomat, $975; %-ton pickup, 
epternini 50 seten, gase, 9180 (6) sedan, $405, "48 (8) sedan, $325. $710. ‘51 Coronet 4-dr., $730. 
PLYMOUTH — ‘52 Savoy station wagon, | KAISER—'48 sedan, $205. FORD—'53 Custom (8) 4-dr., 2 at $1,300, 
(Continued grom Page <5) $1,260; Cambridge sedan, $785. '51 De-| 1INCOLN 54 Capri, $3,160". | 44 | $1,425°; 2-dr., $1,375, $1,225; (6) 2-dr., 
luxe sedan, $590, $575. ‘49 Special De-| MERCURY — '50 club coupe, $650°. $1,150;' Main (6) Ranch Wagon, $1,470; 
OCHRYSLER—’47 Windsor 4-dr., $335. dan, $265, $190, $150. '47 RM sedan, luxe conv., . $570. '47 Special Deluxe se- sedan, $560 . 2. 268° 2-dr., $1,175; Crest (8) Victoria, $1,740* 
DODGE — '51 Coronet — $550. ‘49 $200. dan, $255. NASH — 52 Ambassador sedan, $1, ° (ps). *52 Custom (8) 2-dr., $920; Vic- 

Coronet club coupe, OADIELAC—'61 (63) sedan, $2,012°. °50| pows1a0—'ss Star Chief Catalina, §2,-| ,. 51 Statesman sedan, $000, tub | torla, $1,150*; %-ton pickup, $700. ‘51 
FORD — ’'54 (8) 2-dr., $053, 180, "63 Main (62) sedan, $1,475*. '50 (61) sedan, $1,- 700°, $2,650*; Chieftain Deluxe (8) a 47 Special Deluxe clu Custom (8) Victoria, $500; 2-dr., #3. 

8) Ranch Wagon, $1,660, '51 Custom) 510°. Catalina, $2,480*. '53 Chieftain (8) se- , 9190. ° $580; Country Squire, $785; (6)  2- 

(8) 2-dr. $775" 50 Custom Deluxe (8) | CHEVROLET—'54 Bel Air 2-dr., $1,850"; | fan" $1-650. "62 Chieftain (8) Catalina, | PONTIAC '52 (8) sedan, $1,215*. "60 (8)| $739° ‘50 (6) 2-dr., $475; 4-dr., $540; 

club coupe, $575. ‘49 %-ton pickup,| Bel Air Hardtop, $2,025". ‘53 (210)| $1 ge5*.' $i,550*; conv., $1,450, ‘5i| sedan, - w tees $220." lan, $506°. (8) 2-dr., $650; 4-dr., $580; club coupe, 

$470; Custom (8) 4-dr., $430; 2-dr., sedan, $1,315*, $1,275*, $1,245*. ‘52 Chieftain (8) sedan, $1,000, $930, $900, OC) atnauriant ’ 30 ‘Cham — $525; %-ton pickup, $565. ’49 Custom 

$425; Custom (6) 4-dr., | $260. * (6) =. oy - 50. $805, roo. rei | $870; station wagon, $950. '46 SL (6) — "46 %-ton pickup, $160 "| (@) 2. $400; 4-dr., $380. 47 Deluxe 
Sp 5. '47 sedan cou , $210, $175. , ; edan, $110. . 5 , b -dr., y 

“a. ie) f-ar, $130, $125. SL ‘Deluxe sedan, $740. '50'FL Deluxe | g@tpeBAKER — ‘52 Champion sedan,| WILLYS—'49 (6) station ‘wagon, $315. KAISER—'51 Deluxe 4-dr., $570; Traveler, 
HUDSON—'49 ‘Commodore sedan, $300. sedan, $730, $710. ‘49 FL Deluxe sedan, $300. $300, 

MEROURY — 53 4-dr., $1,500. '52 Mon-| $960, ' MISCELLANEOUS — ‘53 Jaguar conv., FT. WAYNE, IND. MERCURY—’52 Monterey Hard Top coupe, 

terey 4-dr., $1,260. '51 sport sedan, $840, | CHRYSLER —'53 Windsor Deluxe sedan, $1,700. '49 Dodge %-ton panel, $270. a“ : $1,520. '51 2-dr., $915*. 

50 club coupe $885. $1,680*. ‘52 Saratoga sedan, $1,400*. (Carl Marker’s Auto Auction. Sale every NASH—'53 Rambier Country Club, $1,080. i 
PLYMOUTH—'53 Cranbrook 4-dr., $1,065. "51 Windsor Deluxe Newport, $1,145°. H ORSEHE ADS N Y Tuesday. Prices are for sale of March 23.) '52 Rambler Country Club, $810: States- i 

'47 Deluxe 4-dr., $120. '46 Deluxe 2-dr.,| DESOTO — ‘51 Custom sedan, $860. '50 Wir airs (Prices steady. Some cars were pos- man Super 4-dr., $900. ’50 Statesman \ 

$240, $140 Custom a iecaaes (Horseheads Auto Auction, Sale every| sibly a little up; older average cars down Custom sedanet, $300. 

PONTIAC—'4s 4-ar., $250. '46 4-ar., $140. | Oot Waytarer sedan $610, "°° | Priday. Prices are for sale of March 26.)| slightly. Sold 138 ears out of 191 offer- | OLDSMOBILE — '53 (88) 2-dr., $1,950°, 
a. le + a gg Aa ne BUICK — '52 Special sedan, $1,130. ’50| ings.) $1,865", $1,850°. 51 (98) 4-dr., $1,115*: 
STUDEBAKER—’49 4-dr., $325. FORD—’54 Main (8) Ranch Wagon, §$1,- . , D R J team anes? 66 thes be 
; * *; -| Special sedan, $605", $600*, $510;| BUICK—'53 Super Riviera coupe, $2,000*,| coupe Holiday, $1,120°. (88) 2-dr., 
= yf — ee ee ; $715"; si . : RM 4-dr., $1,900* (ps).| $675*; (6) 2-dr., $445: sedanet, $565*: 
950* $1,935", $1,750, $1,725, $1,660; Special Deluxe sedan, $ ; Super se- $1,875 (ps); -dr., $1, ps). ‘ 2a., ; 1 $505" ; 
N. PLAINFIELD, N. J Crest (8) Victoria, $2,200*. ’63 Custom] an, $770, $775; Riviera, $850. ’52 Super Riviera coupe, $1,435*; Special| conv., $750*. = (98) 4-dr., $485°. 48 ' 

(Lebanon Auto Auction. Sale every (8) sedan, $1,320, $1,290. '52 Main (8) | CADILLAC—’53 (62) coupe, $3,360*. '52 4-dr., 51-135. 51 Super Riviera a. vac Se nie ss i 

Wednesday. Prices are for sale of March Ranch Wagon, $1,375; Custom (8) Vic- (62) conv., $2,870*. ’51 (62) conv., $2,- $1,065*, $1,110°; 4-dr., $865; Specia CKARD ; 7 ° 
+. - * era coupe, $940*. °'50 Super 4-dr., | PLYMOUTH—’53 Cranbrook 4-dr., $1,125, 
Bs $e76; Main (8) sedan’ 9940, Gi Gustem | canny, $645; Special sedanet, $505; RM sedanet,| $1,100. ’52 Cambridge 4-dr., $725; Cran- 

(New models off slightly, All others $975; Main (8) sedan, $940. 51 Custom | cCM@VROLET—'52 SL Deluxe sedan, $960; $670° A? Super 4-dr $170 ’| prook 4-dr., $810. '49 Special Deluxe 4- i 
firm with brisk trading in all price (8) conv., $875; Deluxe (8) sedan, $650. SL Special sedan, $940. '51 SL Deluxe . : pe * . ; | Qe 6960. "48" Detune adc $225. | 
classes, Sold 98 cars out of 159 offer- 50 Custom (8) conv., $700. ’47 (8) se- sedan, $885, $765. '50 SL Deluxe sedan, | CADILLAO—'51 (62) 4-dr., $2,125*, $1,- PONTIAC _—'53 Chieftain (3) ia. 1, \ 
ings.) ae oem $665, $510*. '49 SL Deluxe sedan, $525,| 945%; (60) Special 4-dr., $2,025°. | eee"; Catalan. Gh.000%, "On Gadeieete ‘ 
BUICK—'53 Super Riviera, $2,175*, ‘52 RO 49 Cosmopolitan sedan, $650, | $520, $470; SL Special sedan, $500. ’48| CHEVROLET—'53 (210) 2-dr., $1,150. 52| (g) 4-dr., $1,075* °51 (8) 4-dr. §950°. | 

su aa $1,580*,  $1,450*, '51 ; SM ‘club coupe, $310; Aerosedan, $390. Bel Air sport coupe, $1,050*; SL Deluxe 2-dr. $850, "50 (8) 4-dr. $705* "49 

Super Riviera,’ $1 140°, $1,125*; Special | MERCURY—'52 sedan, $1,295°. 47 FM club coupe, $325, $200; Aero- 4-dr., $960, $845; SL Special 4-dr., $780; (8) ‘}-ér., $450°, $435. 2's a 

sedan, $910. '50 Special sedan, $650. '49 | NASH —'54 Rambler conv., $1,725*. '53| Sedan, $190. '46 SM club coupe, $170. club coupe, $700. '51 SL Deluxe 4-dr.,| $410, $335; 2-dr., $245. 

Super sedan, $450, $390. 48 Super se- Rambler station wagon, $1,225*. '51| CHRYSLER—’51 Saratoga sedan, $995. $770*; 2-dr., $695*; club coupe, $750,| STUDEBAKER —'’51 Commander 4-dr., 








$525. ‘50 Champion Star Lite coupe, 
$330. ’48 Champion Regal 4-dr., $235. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Q U | Cc K E Fe | Prices are for sale of March 19.) 
| (Sold 186 cars out of 285 offerings.) 
BUICK — '53 Special 2-dr., $1,885*, $1,- 
| 515*; RM 4-dr., $1,945*. '52 Super Rivi- 
| era, $1,510*, $1,285*. °51 Super 4-dr., 


te stiiipidii 


$885*. ‘50 Super Riviera, $695*, 2 at 
$625*, $595*; Special 4-dr., $640*, $540*; 
| 2-dr., $485*. '49 RM 4-dr., $415*, $370*. 


CADILLAC — ’53 coupe deVille, $3,600*. 
"52 (62) 4-dr., $2,250*. ’50 (62) coupe, 
$1,450*. "49 (62) 4-dr., $1,045*. 


CHEVROLET—’53 (210) 4-dr., 2 at $1,300, 
$1,240, $1,215, $1,150; coupe, $1,415; Bel 
Air 4-dr., $1,550*. '52 SL Deluxe 2-dr., 
$950, $890°, $875*, $835*; 4-dr., $910*, 
$890, $875*, $765. °51 Standard %-ton, 

| $640; SL Deluxe 2-dr., $805*, $775, $765, 
$760*, $700*; Bel Air 2-dr., $925*. ‘50 
FL Special 2-dr., $565, $545*, $400. °49 
FL Deluxe 4-dr., $415. '48 FL Aero- 
sedan, $365; 4-dr., $360, $230, $200. '46 

| %-ton pickup, $245. 

CHRYSLER — ’51 Windsor Deluxe 4-dr., 

$845*. '49 Saratoga club coupe, $435; 

| NY 4-dr., $535*; Windsor 4-dr., $450. 
°46 NY 4-dr., $265. 
| 


DeSOTO—’ 49 Deluxe 4-dr., $480. '48 Cus- 
tom club coupe, $250. 


| DODGE—’53 Meadowbrook 2-dr., $1,025. 
’52 Meadowbrook 4-dr., $850. '51 Mea- | 
dowbrook 4-dr., $750. ’50 Coronet 4-dr., j 
| $470. ’48 conv., $240. '46 Custom 4-dr., 
$125. : 
| FORD—’53 Victoria 2-dr., $1,650; Custom 
(6) 2-dr., $1,275. ’52 Custom (6) 4-dr., 
$805; Main (6) 2-dr., $860, $855, $750. 
’51 Custom (8) 4-dr., $780*, $730°, $485; 
Deluxe (6) 2-dr., $510. ’50 Custom (8) 
2-dr., $660, $555, $530, $525, $480, $430; 
%-ton panel, $130; Deluxe (8) 2-dr., 
$625, $260. '49 Custom (8) 2-dr., $380, 
2 at —' $315, $265; 4-dr., $330, $325, 
5. 






) 
$310, 
Delco Signal-Seeking Tuner | Mooupe, $485, $385°, "50 Pacemaker &-dr, | 
| $310. '49 Super (6) 4-dr., $225. i 
for auto radios selects and tunes KAISER—'51 Deluxe 4-dr., $555°, $510°, | 


$375*. ’49 Deluxe 4-dr., $195, $100. 
LINCOLN—’51 Cosmopolitan 4-dr., $975*. 


stations quicker, more easily! "49 4-dr., $199". 


MERCURY—’53 sport coupe, $1,845*. ‘52 
Monterey 4-dr., $1,090, $1,040*; sport 
coupe, $1,340. ’51 4-dr., $910, $880, $780. 
"50 coupe, $555, $530. 49 conv., $450, 














$410°. 
. e ° NASH — ’53 Rambler conv., $990*. ‘51 ; 
: To put a Delco Signal-Seeking Tuner in Rambler station wagon, $580, $375. 50 | 
. : Ambassador 4-dr., $380*. '49 4-dr., ; 
action, just touch the selector bar. The tuner ee oe — 
. . | OLD: ILE — '52 4-dr., $1,365°, | 
then selects a station—automatically—and | “Seer Gaeee: caay hee maaan os i 
° ° e ye ° is *, $960*. ’ -dr., 
tunes it with hairline accuracy—electroni- sro". Sate "an Coop Hodes ous". f 
. . * *. >. ( 
cally—for your greatest listening pleasure. It a a oe 
: sual PAOKARD—'52 Mayfair 2-dr., $1,645*. °50 
does this wherever you drive! When you ear. $355°, "40 Clipper ‘ar. #116. 
; i P OUTH—'54 Savoy club coupe, -- 
want another station, touch = bar again G00". "09 Cranbrook ‘dr. $1,150", $1, 
i 120*; Suburban 2-dr., $1,255. ’52 Belve- 
... and so on across the dial. There are no cena’ Geeee Conahondh eek susan, aon 
knobs to twist . . . no need ever to watch the ‘51 Cranbrook 4-dr., $590; Cambridge 
: se : club coupe, $465. ’50 Deluxe 4-dr., $410, 
dial. Everything the Signal-Seeking Tuner $400, $395. 
: ° ‘ , PONTIAO—'53 Chieftain Deluxe (8) conv., i 
does is accomplished ‘automatically and elec- $1,805*. ’51 Chieftain Deluxe (8) Cata- 
: lina, $1,130*, $1,105*, $765. ’50 Chieftain 
tronically . . . quicker and more accurately Deluxe (8) -4-dr., $650*, $625*, $315°. 
: : '49 Chieftain Deluxe (8) 4-dr., $560°, 
than you can do it yourself. It’s safer, too, $320*. '48 SL (8) 2-dr., $315*. 
° STUDEBAKER — '53 Commander 4-dr., 
because you need never shift your eyes from $1,265*. '51 Champion 2-dr., $495, $460. } 
; ; : ’50 Champion 4-dr., $345. '47° Land 
road to radio to find a station. An exclusive Cruiser 4-dr., $145. . 
ae MISCELLANEOUS—Frazer '48 4-dr., $100. 
General Motors development, it is made only Henry J '51 (4), $330, $160. $ 
by Delco Radio and is now available on fine 7s > 
American cars. Ask your car manufacturer. — Auctions in Brief — 
JESSUP, MD. 
Colie’s Auto Auction. Every Wednesday. 
(March 24) Buying strong on ‘49s and 
"50's. Sold 32 cars out of 64 offerings. 
* * 7 
BELCSG BROWNWOOD, TEXAS 
Southwest Car Auction. (Every Tues- 
day.) Sale for March 23 very strong. Sold 








AUTO RADIO cut "continss_So"eaie cong” Raval 
units continue to gain strength. Retail 
business gaining. Weather mild. 
* * * 


VALDOSTA, GA. 
Tom Hewitt Aute Auction. Sale every 


DELCO RADIO « DIVISION OF GENERAL MOTORS ¢ KOKOMO, INDIANA a——<<“<_£ 
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Truck-Body Aide 
Sees Fruitful but 
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sed., $2,765; Panama hardtop, $3,125. 
Packard — Cavalier 4-dr. sed., $3,344; 





Current Prices on New Cars 





Patrician 4-dr. sed., $3,890; Pacific hard- 

top, $3,827; conv., $3,935; Caribbean ona 

"Gaon 8-pass. sed. $5,610; lim., $5,960. 
standard in Patric ian, Pacific, 


°,? The following advertised - delivered | 4-dr. sed., $3,228.75 (8-pass., $4,368); cl. | Wasp — 4-dr. sed., $2,465.84; 2-dr. sed., convents and Caribbean; optional at $199 

Com etitive Year prices include the retail list price sug- | cpe., $3,202; Newport, $3,503; stat. wag., | $2,418.28; cl. ope., $2,465.84; Hollywood, | on ether models.) 
P gested by the factory, provision for | $4,024.25. New Yorker Deluxe—4-dr. sed., | $2,704; conv., $3,004.20. Hornet — 4-dr. PLYMOUTH— -dr. sed., $1,765, 
BUFFALO.—A for the| Federal taxes, and suggested delivery | $3,433; cl. cpe., $3,406.25; Newport, $3,- | sed., $2,768.86; cl. cpe., $2,741.99; Holly-| ae, 78.25; bus oe. is Sitooy 
—A good year for the| ,o4 handling charges. They do not cover | 707.25; conv., $3,938.25. Custom I wood, $2,987.75; conv., $3,287.70. (Hydra- | ° $1, ee ee ae 
truck-body and equipment manu-| transportation costs, state local | 4-dr. oot. $4,250.50; lim.. $4,707; New- | Matle optional at $178.03 on all models in stat, wag., 3.004; Saver. aa s.8 sia be: 
, optional ae ee ee ee | , Crown Imperial -pass. | Jet category. Borg-Warner automatic , 1 Pisggn omna re ee ° 
facturing industry was predicted! Rares that may be passed on to the ; 96,921.50; lim., $7,043.75. (PowerFllte | transmission optional at $178.03 on all | Bt, Che., $2,064; conv., $2,220; stat, wag., 
last week by Henry S. Maday, pres-| retail buyer. manure on all eight-cylinder models, op- | ether models.) spt. ope., $2,145; conv "G3 301: ot wag., 
ident of the Truck Body & Equip-| BUICK — de. s08., $2,206.98; | Henel at S180 on Win eres 4 KAISER — Special—4-dr. sed., as oat | $2,288. (Hy-Drive optional at $145.80 on 

2-dr., sed., 206.88; Riviera, $2,305.43;| DeSOTO — Powermaster Six—4-dr. sed., | 2-dr. sed., $2,334. Manhattan—4 sed.,| all models, PowerFlite at $189.) 
ment Assn. and secretary-treasurer | tony’ $2,563. a; stat. wag., $3,163. Oen-| $2,385.75 (8-pass., $3,281); cl. epe., $2,- | $2,670; 2-dr. red., $2,617. Darrin’ 161~ ; 

of Maday Body & Equipment Corp. tary-—-4-€r., sed., $2,520.17; Riviera. $2.-| 364; stat. wag., $3,107.75; Fire Dome V-8| Conv., $3,668. (Hydra-Matic optional at aa Ghana — Chieftain 6 Special — 4-dr. 
’ | 533.56; conv., 288 963; stat. wag., $3,470.|—4-dr. sed., $2,673 (8-pass., $3,558.75); | $178.20 on all models except Darrin, which ‘So a 2-dr. sed., $1,968.36; 2-seat 
Buffalo. -dr., $2,711. 17; Riviera, $2,-| cl. cpe., $2,651.50; Sportsman, $2,922.50; | Carries overdrive as standard equipment. ) stat. wae $2,364; 3-seat og wag., a 
«| 625.56; conv., 963.59. . Roadmaster—4-dr.|conv., $3,144.25; stat. wag. $3,381. -dr. 537; . Chieftain 6 6 Deluxe — sed., x 
Last year, Maday said, was a ban sod. $3,200. 5 Riviera, $3,373.06; conv. | ( qpitenas ok G18) on ol th ; tg Fy dr. sed. Pi a 130.53; 2-dr. sed., — 28; 2-seat stat. 
ner year for truck manufacturers. | $3520.56; Skylark conv., $4,483. (Dyna- DODGE—Meadow> ieieeiechelins «si oa. Td0r” bacaion, waa ee: conv., $4,045.50, | “28 2.504, Chieteain 8 Special = ast 
He indicated belief, however, that | flow standard on Roadmaster, optional at $2,024.75; cl. cpe., $1,983. Meadowbrook | ‘Hydra-Matie standard on all models. ) pony stat. wag., 52.480. 2 seat stat. wag. 


the industry would operate this 


$192.50 on all other models.) 


CADILLAC—Series 62—4-dr. sed., $3,- 
932.70; cl. cpe., $3,837.77; Coupe de Me 


V-8 — 4-dr. sed., $2,175.75; cl. cpe., §2,- 
154.25. Coronet Six—4-dr. sed., $2,136; cl. 


MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport 


$2,494. Chieftain 8 Deluxe — 4-dr. sed. 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat stat. 


year under highly competitive con- cpe., $2,109; 2-dr. stat. wag., $2,228.50; | $2,330. Monterey — 4-dr. sedan., port ee. wag., $2,579. Star Chief 8— 4-dr. 

ditions, despite a “good backlog of | $4261.01; conv., "$4,404.31. Series — | OF, Aseat stat. wag... $2,719.25; 4-dr. | hardtop, $2,406.50; Sun Valley, $2,596.50; | Sed.,| $2,301; Custom 4-dr, sed., $2,304; 
ders.” Special—4-dr. sed., $4,683.32. Series 7 7, | S-seat saat. wag., $2,790.25. Coronet V-8— | conv., 624.50; stat. wag., $2,791.| conv., $2,630. Catalinas 6 = 

orders. 8-pass. sed., $5,874.78; lim., beta oe 4-dr, $2,244.50; cl. cpe., $2,223; spt. | (Mere-O-Matic optional at $189.77 on ali| luxe, $2,316.30; Chieftain 6 Custom 
“We can maintain a bright out- — conv., $5,738. (Hydra- le | cpe., 2.38038; conv., $2,513.75; 2-dr. stat. | models. ) 382.43; Chieftain 8 Deluxe, 52,301.96 


look,” Maday declared, “if we are 
willing to make some adjustment. 


“Should the truck people wage a 
war for supremacy in production,” 


standard on all models.) 


CHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr. sed., $1,717; 
cl. cpe., $1,782; 6-pass, stat. wag., $2,133. 





wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 
960.25; 4-dr. 3-seat stat. wag., $8,031.26. 
Royal V-8—4-dr. sed., $2,372.75; cl. Y-% 
$2,340; spt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on 
Meadowbrook Six and Coronet Six sedans 


NASH—Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe—2-dr. sed.,$1,- 
550. Rambler Super—4-dr. sed., $1,795: 2- 
dr. sed., $1,700; hardtop, $1,800; a 
$1,800. Rambler Custom—4-dr. sed » $1,965; 


Chieftain 8 Custom, $2,458; Star Chief 6 
Custom, $2,557. (Hydra-Matic optional at 
$178.35 on all models.) 


“, a 2-dr. sed., 1,-| and club coupes. PowerFlite optional at ® = i 
Maday said, “the smaller truck Bat Alr_4-ar. ant, Sa e180; 8, #1." | 5180 on all models.) hardtop, $1,900; ecnv., $1,960; 2-dr., ‘stat. |2-dr. sed., $1,875.18; 5-pass. cpe., $1, 
manufacturers could be hurt Pp, $2, pass. wag., $1,950; 4-dr. ‘stat. wag., = 971.93; stat. wag., $2,187.23. Champion 
: stat. wag., $2,283. Corvette—conv., $3,523. FORD — Mainline Six — 4-dr. sed., $1,- | 8 Super—4-dr. sed., $2,158; — 4-dr. sed., $2,026.29; 2-dr. sed., 
greatly because they can’t compete (Powerglide standard on Corvette, optional 700.50; 2-dr. sed., $1, 651; bus. cpe., $1,548; | sed., $2,110. Statesman Custom — ri $1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
profitably. at $178.35 on all other models.) 2-dr. stat. wag., $2,029; Oustomline Six— | sed., $2,332; hardtop, $2, 423, Ambassador | $2,241.29; stat. _was., $2,295.33. Com- 
“Tt al ld that th OHRYSLER—Windsor Deluxe—4-dr. sed., | 4-dr. sed., $1,793; 2-dr. sed., $1,743.50; | Super—4-dr. sed., $2,417; 2-dr, sed., §$2,-| mander 4-dr. sed., $2,179.13; 
also could mean that the man- $2,562 (8-pass., $3,492.25); cl. cpe., $2,-/| cl. cpe., $i, 753; 2-dr, stat. wag., $2,121.50; | 365. Ambassador. Custom —4-ar. sed., 2-dr. sed., $2,136. 13; 5-pass. cpe., §2,- 
ufacturers may offer inducements | 540.50; Newport, $2,830.75; conv., $3,- | 4-dr. a wag., $2,202. Crestline Six— | 600; hardtop, $2,735. (Hydra-Matic optional | 232.88; stat. ae $2,447.88. Commander 
or price cuts in order to bring| 045.75; stat. wag., $3,321. New ¥ 4-dr. » $1,898; hardtop, $2,054.50; Sky- | at $178.85 on all models except Metro- Regal—4-dr. $2,287.23; 5-pass. cpe., 
bo d 1 * liner, ea 100; conv., $2,164; 4-dr. stat. | politans.) $2,340.98; hardtop, $2,562.23; stat. wag., 
a ut sales—and unless something wag., $2,338.50. (For V-8 models, add OLDSMOBILE — Series 88 — 4-dr. sed., | $2,555.98. Regal Land Cruiser—4-dr. sed., 
is done to protect the truck dealer, $76.50. Fordomatie optional on all models $2,337.09; 2-dr. sed., $2,271.62; Holiday, $2,438.28 and $2,533.28. (Automatic Drive 


there is a strong possibility that 


Buffalo Truckers 


at $184.) 


$2,449. Super 88—4-dr. sed., $2,476.71; 2- 


optional at $216 on Champion, $226.50 on 


some of them may be forced out of adh. i HENRY J — Corsair Four — 2-dr. sed.,| dr. sed., $2,410.25; Holiday, $2,688.39; Commander. ) 
> $1,404. Corsair Deluxe Six—2-dr. sed., | conv., $2,867.59. Series 98—4-dr. » $2,- i : 2-ar 
business. Seen Building $1,566.18. 805.82; Holiday, $2,826; Deluxe Holiday, sok GLY. hen on ee 
Maday predicted that prices HUDSON—Jet—4-ar. sed., $1,858; 2-dr. s. ,041.75; Starfire — oe (Hydra- | sed. $1,892. Ace Deluxe—4-dr. sed., $2,- 
would remain at their present level Thruway Depots utility, $1,836.75. Super Jet — 4-dr. sed., | Matie optional at $178.36 on all models.) | 923’ 2-ar. sed., $1,947. Eagle—Hardtop, 
but that the industry would have War. ‘sed. "$2,056.60; 2-dr." sedan, '$2,- | $2,044. Clipper Delaxe-t-ar, sod, $2,005; hardtop, $2,411. Station Wagon— Deluxe 6- 
to bolster them with additions, such| BUFFALO. — Buffalo’s trucking 045.85. Wasp—4-ar. sed., $2,256.11; 2-ér. sar aed. 2,640; Sportster ope, $2,830. | cyl. $1,973.09. ( Matic optional at 
as increased technical information, | industry definitely will patronize} sed., $2,209.43; cl. ope., $2,256.11. Super Super — 4-dr. sed., $2,815; 2-dr. | $178.85 on all models except Larks.) 


new materials, longer-lived units, 
and new ideas in transportation. 

He warned that profits could be 
maintained only if business took 
“stock of itself,” rejuvenated sales- 
manship and started longe-range 
planning. 


Leasing Prize 
NTLS Award Is Offered 


College Essayists 
CHICAGO.—The National Truck 


the State Thruway and may 
eventually be forced to build ter- 
minals at some of the interchange 
points, an industry spokesman 
said last week. 

He stated that present indi- 
cations are that the weight limit 
for truck-trailers on the Thruway 
will be higher than the present 
State limit of 64,000 pounds. 


It was explained that the Thru- 
way will not be a part of the State 
highway system, but will be oper- 
ated separately by the State Thru- 
way Authority and the State 





New Commercial Car Registrations, 
36 States for February, 1954-1953 


Truck registrations by states are 


released “? week 
piled by R. L. Polk representa- 
tives in state capitals. 





oe ; 27 States Previous! 54] 38] 7606] +—«N6|~«1740| «(7384 +« 2099/2184) +~—«189) = 87] «—«-320)~««292|~=«So2z] ~—st92| 22749 
ae See ‘ie akea ae weight limit won't apply. Reported for February 53|_——-34|_—-9480|_—«101|-—«2963| 6354) 2329] 2971| ~—_—155 | | 3a] Foal zal 
Clark Memorial Award, to be pre-|;, 15° catch is that if weight | California S| 2] 2000] 8 | "So Gel Ses] ac] atl noo! o]tcol sar 

» to De Pre-| limits are boosted, the industry ‘53 12| 2000) 28] 768 605] 563} 5 180} 47|_—160]_—49),_——«5307 

sented annually to a college junior! 1i1) have to build terminals along| Georgia 4 | asi Ed a iz re 
or senior who is majoring in busi- the Thruway to permit their trucks ‘53 780 3 160 3 83 27 18 1810 
pe ee economics Or! +, enter driveways for loading and | !owe = | as| H = = | ,| ;| | = & : pon] 
ransportation. unloading without going on a State | [>a 4 5) 236 3] 75| 292) 64) 78) 10) 12) 13) 21) a8) SO) 
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nual basis for the next five years,| load,” the representative said. New York | 10 aS an) Tool! 2 i001) 253) 336 xB a aw a 
is a $100 prize for the best paper ‘53 4 1076 314, 379 47 35 72 47 92 128} 3408 


submitted on “How Truck Leasing 
Serves Industry.” 


It will constitute a memorial to 


The spokesman said his under- 
standing is that the Thruway will 
be fenced off completely from 
State property. If a truck carrying 


Ohio 54 243) 986) +186) 293 8) 20) +%) +) 7| 2785 
3 $00) iz 613] 178 33| 23| | is| 102) «59 2 2883 

Oregon 54 ; 59) 213) ~=«7|~~SC*«S 9 10 5) 3% 15| 729 
53 } $04 wi | Hl 137 3| i| 23 ‘| is| 13] 917 














Charles P. Clark, who died Apr. 3,| in excess of 64,000 pounds were to| 7 54 7) 1857 1726| 408) «391 12 4 50 72 $2 7| 4054 
1953. Clark was the first president|jeave the Thruway for a State| si | _ai6 q “| ies] antl ays} stel ola] gal aa] aal caer 
of the National Truck Leasing Sys-| highway, the operator would be| Wisconsin " 7 ea a 
tem and one of its founders. subject to arrest for violation of 3 . aH 146 126 247 2 53 16} 1584 
Details may be secured from the| the State weight limit. | Teas nn tind tevo boon coke : wr ie Fa ae increta = Unido Uvalde County, 
a Sm. a a Panag ae Taree ot rT ee WANT AD | _ te Date tor February ‘53 a (e259 197 S78] tees 2a| fo 5740 | ial mes] ea] a3or | 
vd.,, Chicago 4, Ill, Closing date fiting from AUTO-|~ Y¥ 4 *36257| «375 33387} 9140) 10359| 723) 348) 1458| 1421) 1e81| _688|*104043 
for this year’s entries is June 15. MOTIVE NEWS WANT ‘ADS! pod you? To Date 53 192 43433 yal 13903 30181} $1722] 13477 | mI Sonn 1434] 3165) 1164] 123581 





New Passenger Car Registrations, 40 States for February, 1954-1953 
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Mackenzie Wins Again 
For the fourth consecutive year, | Circle of the Lincoln-Mercury sales 
Kenneth Mackenzie, of Portland,| council. Mackenzie has been with 
_Ore., has won an all-expense vaca- | Francis Lincoln-Mercury for five 
tion by qualifying for the Inner! years. 
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PRODUCTION 
Of are 
IRON CASTINGS 
ONE OF THE NATION'S 
LARGEST AND MOST;MODERN 
PRODUCTION FOUNDRIES 


GREY 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MATIN ORFICE AND MANUFACT 


CHATTANOOGA 2, TENNESSEE 


JRING PLANTS 





RUBATEX 
tops. them all- 





—in gasket performance 


Rubatex gaskets can be cut from sheet stocks — any size — 
any shape ... more dimensionally accurate than molded 
parts. . . moisture and dust-proof even at cut edges. . . 

offer greater cushioning and resiliency than other soft rubber 
materials . . . eliminate expense of molded-on skin . . . have 
superior ability to form an effective seal even 

though applied to uneven surfaces. If 

For air that protects— 


use Rubatex 


o* 


you've never used Rubatex — 
why not give it a test? 


Or 


Write for our latest catalog, Dept. AN-4, 
Great American Industries, Inc., Rubatex 
Division, Bedford, Virginia. 










ALSO MANUFACTURERS OF VINYL SHEETS 


PUY Ua 


wr . 
attr etre aU a4 ae 
ad be. 
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Affecting Factories and Dealers... . 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 
Good advertising research can 
help lower the costs of distributing 
products which have been devel- 
oped through American inventive- 
ness and technical research, ac-| 


Hattwick, advertising director for 
Continental Oil Co.; Alberta Hays, 
vice-president of McCann-Erickson, 
Ine.; and Pierre Martineau, man- 
ager of research for the Chicago 
Tribune. 


* * 


cording to Edgar Kobak, president IN. y, italian: Study 


of the Advertising Research Foun- 
dation. 

Speaking before the Adcraft 
Club of Detroit last week, Kobak 
warned against getting carried 
away by mass production to the 
extent of trying to develop only 
mass selling. 

The latter, he said, may work in 
some lines but not necessarily in 
all lines. Mass selling, he said, may 
be only part of the answer inas- 
much as some lines will require 
personal selling based on personal 
appeals. 

“Notable progress is being made 
|in advertising research,” Kobak 
said, “but we still have only 
scratched the surface. Sound re- 
search—whether in advertising or 
| any other field—cannot be and must 
not be rushed. It is an investment 
in the future.” 

Kobak said that the nonprofit 
ARF has more than 115 volunteers 
on its board and various commit- 
tees. These committees, he said, 
|are developing information about 
|consumer motivation, media audi- 
ences, readership of media, maga- 
|zine rating methods, and broad- 
| cast rating methods. 

“We are making progress in 
developing sound standards for 
advertising research and in build- 
ing up a stockpile of facts which 
are based on research conducted 
| according to these standards,” 
Kobak said, “but there still is 
room for a lot of progress and 
improvement. 





_| “There are still a few die-hards | 


| who say: ‘Why bother with adver- 
tising research? It’s more fun to 
guess and to gamble.’ 


“They’re wrong. In this day and 


and gambling in our industry. What 





| scientific practices.” 
* a * 


| Edwards to Trailmobile 
Robert Edwards has been ap- 
| pointed advertising manager of 
Trailmobile, Inc., according to Harry 


president. 


signed to operate 
Elmer Wheeler 
sales training in- 
stitutes in Atlanta 
and Jacksonville 
and Tampa, Fla. 





erly was account 


Robert Edwards 


son, Huff & Northlich, the ad agen- 
cy handling the Trailmobile ac- 
count. He also has worked at Ruth- 
rauff & Ryan, Inc.; Brooke, Smith, 
French & Dorrance, and Young & 
Rubicam. 





* * * 


Peck-Heekin Appointed 


A. F. Hildebrandt, general man- 
ager of Big Four Industries, Cin- 
cinnati, has announced the appoint- 
ment of the Peck-Heekin agency, 
Cincinnati, as exclusive advertising 
and marketing counsel. 

x ~ * 


Ad Parley at U. of Mich. 


A conference on “improving the 
Effectiveness of Advertising 
Through New Understandings of 
the Consumer” will be held May 7 
at the University of Michigan, Ann 
Arbor, Mich. The parley will open 
at 9:15 a. m. 


Cooperating in the conference 
are the Adcraft Club of Detroit, 
the Michigan council of the 
American Assn. of Advertising 
Agenices, and other advertising 
organizations in Toledo; Wind- 
sor, Ont., and Michigan. 

Ad men listed among conference 
speakers are John L. McQuigg, ex- 
ecutive vice-president of Lennen & 
Newell, Inc.; Walter Weir, vice- 
president of Donahue & Coe, Inc.; 
Edward H. Weiss, 


age, there’s no place for guesswork | 


we need is sound research and | 


Eyler, sales vice- | 
Edwards suc-| 


ceeds Marshall N. | 
Terry, who has re- | 


Edwards form- | 


executive at Far- | 


New York’s $19 billion annual 
consumer expenditures—who spends 
them and how—are analyzed in a 
market study issued by the New 
York Times. 

Prepared by the Times Research 
Department, the study shows how 
many families there are in differ- 
ent income groups and how much 
money each group spends on a wide 
variety of items. 

Copies of the study are available 
on request on business letterhead 
from Harry Rosten, research man- 
ager, The New York Times, Times 
Square, New York 36, N. Y. 


* * * 


Ad Council Elects Slade 


The Michigan Council of the 
American Assn. Of Advertising 
Agencies has announced the elec- 
tion of Blount 
Slade, vice-presi- 
dent and director 
of creative serv- 
ices for Brooke, 
Smith, French & 
Dorrance ad 





agency, as chair- 
man of the board | 
of governors and 
director of the 
AAAA national 
board. 





Blount Slade 


career with Batten, Barton, Dur- 
stine & Osborn in 1925, Slade 
| worked for Maxon, Inc., and Ben- 
ton & Bowles before joining BSF&D 
| in the middle ’30s. He was appointed 
vice-president in 1942 and director 
of creative services in 1949. 

| * * * 


_AMA Conference May 10-11 
Troublesome areas in marketing 
will be highlighted at a special 
American Management Assn. con- 
ference May 10-11 at the Hotel 

Commodore, New York. 
Speakers will emphasize the 
strategic use of marketing funds, 
proved methods of reducing and 
controlling marketing expense 
and ways to measure procedures 
and performance. Case histories 
from nine companies will illus- 
trate positive and specific solu- 
tions to marketing cost problems, 
officials said. 
* 





* * 


| Ads For Oil Men 


A series of ads has been prepared 
by the American Petroleum Insti- 
tute to help local oil men obtain 
|maximum advantage from ‘their 
1954 newspaper advertising 
programs. 

Proof books are being distrib- | 
uted by district offices of the 
oil industry information commit- 
tee to local oil men and news- 





Beginning his) jotels. 


| seven years. 


papers. Mats of the 36 ads in the 
new series are being supplied 
free. The committee’s address is 
50 W. Fiftieth St., New York 20, 
N. Y. 

The ads are presented in three 
basic groupings — one for fuel-oil 
jobbers, another for service-station 
dealers and a third for general use. 

a . + 
Chicago Linage Record 

The Chicago Daily News set a 
1954 record for auto section ad- 
vertising when it published its 
special Chicago Auto Show edi- 
tion, according to Paul Christman, 
Daily News automobile ad man- 
ager. 

Linage for the edition hit almost 
40,000 lines, the highest recorded 
this year among Chicago news- 
paper auto sections, Christman 
said. The section carried 24 pages. 

* + + 


Times-Herald Sold 

The Washington Post has pur- 
chased the Washington Times- 
Herald, formerly owned by Col. 
Robert R. McCormick. The price 
was not disclosed. 


A single newspaper, under the 


| masthead of both publications, and 


carrying most of the features of 
both, will be published hereafter, 
according to Eugene Meyer, chair- 
man of the board, and Philip L. 
Graham, president and publisher of 
the Post. 


* * * 


| Branham Gets Account 


Branham Co. has been appointed 
national advertising representative 
for the San Antonio Express-News. 

> * s 


Hotels Offer Closed TV 


Sheraton Corp. of America has 
inaugurated a new service for 
American business groups—closed- 
circuit television in its chain of 


Although closed - circuit business 
meetings have been held during the 
past year, audiences usually have 
had to gather in theaters and 
after their meetings, transport 
themselves back to a hotel. 


Now, hotel officials said, these 
groups will be able to hold meet- 
ings in hotel surroundings and 
enjoy hotel service without leaving 
their meeting rooms. 

ok * * 


Names 


Fred Johnson has been appointed 
Chicago manager of American mag- 
azine, succeeding Donald Mikkel- 
sen, who resigned. Johnson formerly 
was Cleveland manager. 


C. Rogers Porter has been ap- 
pointed to Woman’s Home Com- 
panion’s newly created post of 
equipment merchandising con- 
sultant. He formerly was with 


| Mart, a trade magazine. 


Daniel D. Mich, editorial di- 
rector of Look, has been elected 
a vice-president of Cowles Maga- 
zines, Inc., publishers of Look. 


Robert H. Wilkie has been ap- 


| pointed supervisor of sales promo- 


tion for the New Departure division 


| of General Motors in Bristol, Conn. 


He has been with the firm for 











Chicago Nash Dealers Sponsor TV Show— 


“Captured,” 
being sponsored by Nash dealers of the Chicago area for 26 weeks. Meeting to 


sign the contract are (seated, from left), 


a half-hour television series featuring dramatized police cases, is 


J. B. Fountain, Nash zone manager, and 


F. P. Schreiber, general manager of Station WGN-TV. Standing: Don Getz, WGN 


president of | account executive; Ed Rodgers, of Geyer Advertising, Inc.; Ted Weber, WGN sales 
Weiss & Geller, Inc.; Melvin S. | manager, and J. W. Orr, zone sales promotion manager for Nash. 
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In the Hopper 


A bill introduced in the Rhode 
Island General Assembly seeks to 


legalize fees paid since 1950 to for- | way 


mer and present members of the 
Motor Vehicle Dealers Licensing 
Commission. 

” Originally, the members by State 
law were entitled to $20 for each 
meeting ever since the commission 
was created in 1945. Five years 
later, a new motor vehicle code was 
passed, eliminating the pay and 
placing the commission under the 
supervision of the motor vehicle 
registrar. 

The change escaped the notice of 
the controller’s office, with the re- 
sult that the fee system has con- 
tinued in effect. Total payments 
since 1950 amount to $13,600. 


R. I. Bills Would Restrict 


Insurance Agents’ Scope 

Business operations of insurance 
agents or brokers would be re- 
stricted by identical bills introduced 
in both branches of the Rhode 
Island Legislature. 

Similar measures last year failed 
in the face of stiff opposition from 
auto dealers. A spokesman for the 
Rhode Island Assn. of Insurance 
Agents was quoted as saying the 
measure in its present form would 
have “no impact on the operations 
of an auto dealer.” 

* * * 


2 Auto Bills Pass Senate, | 


Die in Michigan House 

Two bills affecting Michigan’s 
auto dealers failed to be reported 
out of a House committee by dead- 
line time after being passed by the 
Senate. 

One bill provided that liens on 
motor vehicles be recorded on the 
certificate of title. This would have 
made it unnecessary to record the 
liens in the county seat. 

A companion bill, which would | 
have taken motor vehicles out of 
the jurisdiction of the Chattel Mort- 
gage Act, also died. 


* * * 
Anti-Diversion Proposal 


Killed by Va. Senate 

A bill approved by the Virginia 
House to write into the constitution 
a provision that would have pre- | 


Montreal Dealers 

. . 
Aid in Telethon 

= 7 

Charity Campaign | 

MONTREAL.—More than a score 
of auto dealers here cooperated , 
with the Kinsmen Club in the} 
recent presentation of a eee | 
telethon’ to raise $150,000 for the | 
Cerebral Palsy Assn. | 

Collection stations where the af- 
fair could be seen by Stavdaevenn | 
were for the most part located at 
the dealers’ showrooms. Guy Fa- 
fard, of Maurice Jarry, Ltd., was 
co-chairman of the automobile com- 
mittee. 

Dealerships taking part in the 
drive were: 
- Lapointe Garage, Rocheleau Ga- 
rage, Duval Motors, Jarry Auto, 
Fifle Auto, Lanthier, Lalonde, Pa- 
tenaude Automobile; Trans Island 
Motors, Langlois Motors, Pouliot 
Motors, Blue Bonnets Auto, Maur- 
ice, Jarry, Page Motors, Genereux 
Motor, Leduc Motors, Midtown Mo- 
tors, Town & Country Garage, 
Girard Automobile, Modern Mo- 
tors, Omer Barre, Doyle Motors, 
Sternthal Motors, Chevrolet Motors 
and Lanrol Motors. 


Coward Heads Ala. Group 


Of Automotive Jobbers 

MONTGOMERY, Ala. — Edward 
Coward, local auto dealer, has been 
elected president of the Alabama | 
Automotive Wholesalers Assn. 

John D. Lee, of Anniston, was 
named vice-president. 

Members of the board are Lee 
W. Meriwether jr., Montgomery; 
John Cunningham, Birmingham; 
James M. Taylor, Andalusia; J. C. 
Parker, Mobile, and J. E. Combs, 
Anniston. 








vented the spending of highway use 
taxes for anything other than high- 
purposes, has been killed by 
the Senate rules committee. 

The move to guarantee the use of 
license and gasoline taxes only for 
the maintenance and construction 
of roads was sponsored by Delegate 
Julian B. Rutherfoord, of Roanoke. 

* + + 


Mich. Rejects Speed Curb 

A Michigan bill to limit speeds 
on the State’s highways has been 
rejected by the house, 57 to 27. The 
bill asked a daytime limit of 65 
miles per hour and a nighttime 
limit of 56. 


* * * 

N. Y. Bill on Driver Eye Tests 
Lauded by Safety Council 

Proposed New York State legis- 
lation requiring eye tests of auto- 
mobile operators before each re- 
newal of their licenses has been 
approved by the Rochester Safety 
Council. 

In lieu of the eye examination, 


HOSPITALITY 
CANNOT BE 


“MASS 


PRODUCED” 


Devotion to service and 
pride in management 
characterize these 
independently owned 
hotels, creating for 

each traveler a truly 


distinctive and 


enjoyable visit. 


Nationally Represented by 


ROBERT F. WARNER, INC. 


NEW YORK 
588 Fifth Avenue, 
JUdson 6-5500 


CHICAGO 


77 W. Washington Street, 


RAndolph 6-0625 
BOSTON 


73 Tremont Street, 


LAfayette 3-4497 


WASHINGTON 
Investment Building, 


REpublic 7-2642 


.- Offices in Los Angeles, 
San Francisco and Seattle— 
Glen W. Fawcett Associates 


NOT A CHAIN .. 
Individually Owned 


Call the hotel nearest you for 
free teletype reservation service. 


motorists would be permitted to file 
certificates of licensed physicians 
or optometrists that the applicants 
have recently been examined and 
found competent. 


15,000 Ore. Drivers Clash 
With Law in Two Months 


Nearly 15,000 persons were con- 
victed of violating Oregon traffic 
laws during January and February, 
records of the secretary of state’s 
office disclosed. 

During the same period, 396 driv- 
ing licenses were suspended after 
court convictions of driving while 
intoxicated. 

* * * 
Massachusetts Dealers Fight 
Law Taxing Machines 

William A. Plunkett, secretary of 
the Massachusetts State Automo- 
bile Dealers Assn., joined forces 
with the Council of Retail 
Merchants to ask relief from the 
state machinery tax at a hearing 
before the Legislative Committee 
on Taxation. 

The association seeks to amend 
the law, which makes cash regis- 


ters, calculating machines, type- | 


writers and other pieces of ma- 
chinery subject to property taxes. 


Ford Billboard for1954— 


Walter J. Cooper (left), Los Angeles district sales manager of the Ford division, 
and Arthur S. Hatch, western regional sales chief for Ford, check a billboard pre- 
sentation of the Ford sales slogan for 1954. The billboard was set up at a Ford dis- 
trict sales meeting in Los Angeles. 
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Hotel Commodore 


BALTIMORE 


Netherland Plaza & 


Nutt Appoints Craig as Parts Manager 


Clifford T. Nutt, Packard and| ment of Joe Craig as parts man- 
foreign-car dealer at Monrovia,| ager. Sales manager is Jack Ey- 
' Calif., has announced the appoint- | man. 















Terrace Plaza 





LOBE e Be aes 


The Adolphus 





...also—BOSTON—the Parker House, LOS ANGELES—The Biltmore, 
SAN FRANCISCO — The Mark Hopkins, SEATTLE — The Olympic. 
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Easter Giff— 


Nash dealers of southern California have 
made available a car to the Crippled 
Children’s Society of Los Angeles County 
to intensify its Easter Seal campaign. Fred 


H. Stang! (left), business management 
manager of the Los Angeles zone, turns 
over the keys to two members of Phi 
Beta sorority, which supplies the drivers. 


Detroit Dealers Charge Illegal Conspiracy . - . 
Teamsters Push for Salesmen 


we'll see that Teamster members| vacations. There were no com- 


(Continued from Page 6) 


of the approximately 3,200 salesmen 
in Detroit’s 370 dealerships. 

This, he asserted, is the largest 
meeting that this organization 
has ever had, and “we believe it’s 
really going to go this time. 


“At next week’s meeting,” Lower 
said, “we’re going to have a sales- 
men’s union official from the west 
coast to give us some suggestions 
on organization and procedure. I 
expect we'll name a_ temporary 
chairman and possibly a five-man 
executive committee. Frankly, I 


'|don’t know too much about this 


business. I was a car salesman be- 
fore.” 
‘. &..2 
PEAKING for 30 minutes at the 
meeting, Hoffa said that the 
Teamsters’ Union already had 
spent $125,000 to organize Detroit 
auto salesmen and was prepared to 
throw its entire resources into the 
present drive. 
He added: “If it reaches the 
point where you have to strike, 











@ Carry-All Model B-750 
with new Upper Structure provides 
enclosed working area, extra inside shelves, 
extra cubic feet of carrying space and six lock- 
able, weathertight compartments. 


HOW TO SELL MORE LIGHT TRUCKS 


@ OFFER YOUR PROSPECTS MORE THAN JUST A TRUCK — sell them 
a completely equipped work unit, ready to go right out on the job. 
To sell trucks to the service trades — plumbing and heating contrac- 
tors, builders, electricians, appliance servicemen, etc. —equip them with 
Carry-All Service Bodies and Carry-All specialized service accessories. 


CARRY-ALL MODELS TO FIT ALL 12, % and 1- TON CHASSIS — 
dependable delivery from Carry-All Distributors — Carry-All adver- 
tising in national service trade magazines — will all help to establish 
your agency as the one place where 
truck buyers can get everything 
from a single source. 


Call Your Carty-All 
Distributor Today... 


he'll tell you how to make more 
money and how to have more trad- 
ing margin. 








Auto Safety House 
Phoenix, Arizona 
Southern Eq ipment Co. 
Fort Smith, Arkansas 
No. Little Rock, Arkansas 
Jumbo Equipment Co. 
Los Angeles 15, Californio 
The Winter-Weiss Co. 
Denver 2, Colorado 
$. J. Meeks’ Son 
Washington 1, D.C. 
DeBoliac Truck Equipment Co. 
Miami, Florida 
Rivers Bédy Factory 
Jacksonville 4, Floride 
Orlando, Florida 
Tampa, Florida 
Truck Equipment Co. of Atlanta 
Atlanta, Georgia 
Olson Manufacturing Co. 
Boise, Idaho 
Platt, Inc. 
Chicago 20, Illinois 
Seruggs-Drake Equipment Co. 
Decatur, Illinois 
Moline Body Co. 
Moline, lilinois 
Dr: 


ake-Scruggs Equi nt Co. 
Springfield, \ilinois 


Hallenberger, Inc. 

Evansville 12, Indiana 
Allied Truck Equipment Corp. 
Indianapolis 18, Indiana 
lowa Body & Equipment Co. 

Des Moines 9, lowa 
Harry Young & Sons 
Wichita 4, Kansas 
Tom Rice, Inc. 
Lovisville 1, Kentucky 
Blattman Sheet Metal Wks., Inc. 
New Orleans 16, Lovisiana 
Dealers Truck Equipment Co. 
Shreveport, Lovisiana 
Hercules-Campbell 
Body Co., Inc. 
Portland, Maine 
Hercules-Campbell 
Body Co., Inc. 
Cambridge, Massachusetts 
Continental Body Co. 
Bay City, Michigan 
Neil's Automotive Service, Inc. 
Kalamazoo, Michigan 
Burch Body Works 
Rockford, Michigan 
Roadway Mtg. & 
Equip. Co., Inc. 
Van Dyke, Michigan 


Duluth 6, Minnesota 


Billings, Montana 
Badger Body Mfg. Co. 

Omaha 2, Nebraska 
The Winter-Weiss Co. 
of New Mexico 





Mada 
Buffalo 11, New Yo 

Hercules-Campbell 

Body Co., Inc. 
Latham, New York 





Canfield, Ohio 
Cincinnati 13, Ohio 
Columbus 3, Ohio 


HERE’S THE NAME OF YOUR CARRY-ALL DISTRIBUTOR 
West End Auto Body Co. 


Keystone Trailer & Equip. Co. 
Kansas City 1, Missouri 
Eaton Metal Products Co. 


Albuquerque, New Mexico 
Body & — Co. 


Tarrytown, New York 
Waterloo, New York 
Baker Equip. Eng’g Co., Inc. 
Charlotte 1, North Carolina 
Swanston Equipment Co. 
Bismarck, North Dakota 
Fargo, North Dakota 
Myers Equipment Corp. 


R. P. Hummel Dist. Co. 


Buckeye Truck Body Bidrs., Inc. 


make it difficult for cars to be de- 
livered from the factory to the 
dealers.” 

Any salesmen who were attend- 
ing the meeting “to take the 
news back to your bosses” were 
invited by Hoffa to leave. 

In a newspaper ad last week, 
Hoffa told the salesmen, “The meet- 
ing was very encouraging. How- 
ever, the attendance was not as 
good as I expected. We are going 
to vote on earnings at this next 
meeting.” 

* * 

‘- ANY of you can be pacified 

by a steak dinner with mush- 
rooms and a pep talk” the ad con- 
tinued—“stop down and see me— 
I'll give you both—plus action after 
the pep talk—and I don’t mean for 
a week or two.” 

A talk with several salesmen 
after the meeting disclosed that 
they felt their grievances were 
mostly economic, induced by 
new-car discounting. 

Some of them spoke up for paid 


Adjustable Compartment Shelves. 






Overhead Ladder Racks 





Covered Steel Material Trays 
with Adjustable Partitions. 


Pr 


Carry-All Division, Morrison Steel Products, Inc., 680 Amherst Street, Buffalo 7, New York 








Riedy-Manner Truck Equip. Corp. 
Toledo 4, Ohio 

Perfection Equipment Co. 
Oklahoma City, Oklahoma 









M. A. Brightbill Body Works 
non, Pennsylvania 
Eastern Bod 





Co. 
Philadelphia 32, Pennsylvania 
Auto Truck Equipment Co. 
Pittsburgh 8, Pennsylvania 
Roy F. Drake Body & Equip. Co. 
Sioux Falls, South Dakota 
A. Fassnacht & Sons 
Chattanooga, Tennessee 
W. T. Stringfellow & Co. 
Nashville, Tennessee 
Williamsen Body & Equip. Co. 












den, Utah 
Boker Equip. Eng’g Co., Inc. 
Richmond 11, Virginia 






Nelson Truck Equip. Co., Inc. 
Seattle 9, Washington 
American Machine Co. 
kane 11, Washington 
Baker Equip. Eng’g Co., Inc. 
Bluefield, West Virginia 
Charleston, West Virginia 
Clarksburg, West Virginia 
Huntington, West Virginia 
Lindsay Bros. Inc. 
Milwaukee 1, Wisconsin 















plaints about hours. 

There was considerable sentiment 
for a guaranteed minimum com- 
mission per car, which would be 
added to the costs of the dealer. 
Some dealers have a minimum 
commission now. 

: * *. 


ISSATISFACTION with a 20 
percent commission system was 
almost unanimous. 

One salesman said: “At our deal- 
ership, that 20 percent usually 
dwindles to 13 percent by the time 
the house slaps on the expense 
packs. 

“And some of the deals they 
okay at our place are just mur- 
der. Why, on a recent sale which 
took a lot of effort on my part, 
I finally ended up with $7.56.” 

Another man stated: “This isn’t 
@& move to break the dealer. We 
know the deals he has to make. 
And we know he frequently has 
his back up against the wall, But 
we have to get a living wage.” 

* a 


A FEW complained that their 
dealers favored a 20 percent 
commission until some salesman 
had a good week. Then the deal 
was off. 

Said one salesman: “One month 
I happened to hit it lucky and 
racked up $1,600 in commissions. 
When I got paid, I found a check 
for $1,200. 

“So I go see the sales manager. 
He sends me to the dealer, who 
says, ‘Sorry, but that’s it. That’s 
all we got. So what are you 
going to do?” 

Some of the men claimed that 
their dealers were recklessly add- 
ing salesmen, further splitting up 
the reduced commissions. Dealers 
are sometimes ordered by the fac- 
tories to up sales forces, the sales- 
men said. 


* * * 

OME felt that auto salesmen 

should be given more training. 
They cited other fields, in which 
salesmen are well-grounded in the 
product before ever facing the pub- 
lic. “Excessive” use of parttime 
salesmen was also a sore spot. 

There were several complaints 
that dealers were making too many 
house deals in which the salesmen 
were completely excluded. It was 
said that one dealer sold more cars 
through “bird dogs” than through 
the whole sales force together. 

Said one man, “When cars were 
selling for $800 in 1941, I used to 
make $35 a sale. Today, with cars 
selling for three times as much, 
I’m damn lucky to make $35 on 
@ deal.” 

There were individual complaints 
that: 

Some salesmen have to pay $14 
for a color book. 

Some have to make $5 deposits 
for dealers’ plates. 

Some are required to check all 
cars arriving in haulaways — re- 
gardless of the weather. 

Some salesmen are strictly for- 
bidden to answer the phone at 
the dealership. 

One dealer charged two expense 
packs against each sale. 


Special Showing 
Of Motorama Set 
For Chicago 


CHICAGO.—General Motors last 
week announced that it will present 


the 1954 GM Motorama here this, 


month in a special showing, the 
largest of its kind ever staged by 
the company. 

Bringing the Motorama to Chi- 
cago for the first time, GM will 
open the free show Apr. 24 for a 
nine-day run at the International 
Amphitheatre. 

The Motorama combines futuris- 
tic “dream cars” with more than 
100 science exhibits, a musical 
stage and fashion show, a “Kitchen 
of Tomorrow” and GM’s full line of 
cars, trucks and appliances. A spe- 
cial feature is GM’s gas-turbine 
“Firebird.” 

In New York, Miami and Los 
Angeles, the Motorama this year 
drew crowds totaling more than a 
million persons, and final figures at 
San Francisco are expected to boost 
this to more than 1.3 million. 
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Easy-to-use 
MAKE Econ 
COLOR Actual Size 
SERIAL# 1% x2% 
STOCK* Tags & Chains 
KEY # Complete 
ANTI- FREEZE 200...... $ 4.95 
500...... $ 9.75 
PRICE 1000... $17.75 
2000...... $34.00 
Send your check 
Shipments Pprepaic 





SANZO SPECIALTIES 


Box 68A-Endicott,N.Y. 


NEW 1954 MODEL 





AUTO-TURNTABLE 

© Lew priced—Portable 

© Move it enywhere—Just plug in 

© Rigid all steel construction 

© Full length steel runners 

© Will fit all cars 

© Uncenditionel 1 year guarantee 
Send for brochure No. 7 


AMERICAN STAGE EQUIPMENT CO. 
805 East 134 St. Bronx 54, N. Y. 


AUTOMOTIVE 
DISTRIBUTION 
AVAILABLE! 


If you produce Auto Parts, Ac- 
cessories, Supplies or Equipment 
that are sold to: 


© Automotive Jobbers 
© Car Dealers 

® Service Stations 

©@ Repair Shops 

@ Commercial Fleets 
© Tractor Dealers 


WOULD INCREASED VOLUME 
AND REDUCED SALES COSTS 
SOLVE YOUR PROBLEMS? 


Our client is a long-established 
leading automotive manufacturer. 
They are doing something about 
meeting the new trend in the 
industry. They have an outstand- 
ing regional sales organization 
of 75 salaried full-time men, plus 
4 branch offices and 15 ware- 
houses. They would undertake a 
complete sale of your line on a 
fixed percentage basis against the 
quota. Invoicing could be handled 
by either party. Prefer lines with 
annual potential of over one 
million dollars. Private brand 
opportunities considered. Reply to: 


Automotive Manufacturer 


ADVISORY SERVICES EXCHANGE 
2128 Pittsfield Building 
Chicago 2, Illinois 
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for Stability ... 





Industry Gives Views 
On Guaranteed Wage 


NEW YORK.—Although sympa- 
thetic with union goals of steady 
work and pay, industry feels that 
these aims can be more effectively 
achieved through a “campaign for 
employment stabilization” than 
through a guaranteed annual wage, 
according to the National Assn. of 
Manufacturers. 


Herbert J. Woodall, president of 
Woodall Industries and an NAM 
regional vice-president, said: 

“A guarantee may delay the 
hardship of a layoff, but if it 
weakens the financial structure 
of a company, it can do more 
harm to employes in the long 
run. The only satisfactory answer 
to the problem of layoffs is sta- 
bilized or expanding employment 
in a free or flexible economy.” 

Employment can be stabilized, 
NAM said, by reducing the fluctu- 
ation of sales volume, by leveling 
out the ups and downs of produc- 
tion and by im proved personnel 
techniques. 

Suggested methods of reducing 
sales peaks and valleys include: 
Analyzing the cause of sales fluctu- 
ations; developing new products 
and markets; introducing new 
models at times of decline; greater 
promotion, advertising and sales- 
man incentives during the seasonal 
decline, and persuading customers 
to buy during the off-season with 
special discounts. 

NAM « says that production fluc- 
tuations can be ironed out by 
stockpiling raw materials that 
are available only in a particular 
season, by making sales estimates 
and building inventories accord- 
ingly, by subcontracting produc- 
tion during seasonal peaks and 
by employing air conditioning or 
refrigeration to overcome produc- 
tion difficulties arising from vary- 
ing atmospheric conditions. 

The improved personnel tech- 
niques would include: Centralized 
control of hiring, transfers and dis- 
charges; flexible work schedules; 
use of production personnel for re- 
pair work; planned vacations; di- 
versification of the skills of work- 
ers; using plant seniority versus 
department seniority; flexible over- 
time rules for averaging work 
weeks; community interplant co- 
operation; controlled hiring; 
planned introduction of technilog- 
ical improvements, and tthe encour- 
agement of outside seasonal work 
such as farming. 

In discussing the guaranteed an- 
nual wage, NAM cited the follow- 
ing union arguments for the GAW 
and industry’s replies: 

Union: The GAW would boost the 
country’s purchasing power. 

Industry: The GAW for a frac- 


Economy Run 


(Continued from Page 2) 


containing AAA officials, repre- 

sentatives of auto manufactur- 

ers, newspaper, wire service and 
e writers. 

The complete list of starting po- 
sitions follows: 

1, Nash Ambassador Super; 2, 
Ford Mainline 6; 3, Chrysler 
Custom Imperial; 4, Mercury Mon- 
terey; 5, Hudson Jet-Liner; 6, Ford 
Mainline V-8; 7, Studebaker Cham- 
pion Custom; 8, DeSoto Fire Dome 
V-8 overdrive; 9, Studebaker Land 
Cruiser overdrive; 10, Chrysler 
New Yorker; 11, DeSoto Fire Dome 
V-8 automatic; 12, Studebaker 
Land Cruiser automatic; 13, Olds- 
mobile Super 88; 14, Packard Clip- 
per Deluxe; 15, Lincoln Capri; 16, 
Plymouth Belvedere; 17, Hudson 
Hornet; 18, Dodge Royal V-8 auto- 
matic; 19, Chevrolet Two-ten; 20 
Dodge Royal V-8 overdrive. 


From Nash to Dodge 


Fox Brothers, Inc., South St. 
Paul, Minn., has staged an open 
house to mark its changeover to 
Dodge-Plymouth. The firm former: 
ly sold Nash cars, and, according 
to Frank Fox, secretary-treasurer, 
will continue to service that make. 
The company has a staff of 10 
salesmen and will add four more 
shortly, Fox said. 


tion of the nation’s employes 
would contribute little to overall 
purchasing power. Furthermore, 
‘if a worker is laid off, he would 
still be reluctant to spend, even 
if his wages continue, 

Union: Why shouldn’t wages be 
a fixed cost, just like dividends, in- 
terest and depreciation? 

Industry: Dividends, interest and 
depreciation are relatively minor 
costs. Large fixed costs contribute 
to the instability of a business. 

Union: The GAW would give 
management an incentive to stabil- 
ize employment. 

Industry: The addition of a 
financial liability like the GAW 
would cause a company to avoid 
investment and expansion. 

Union: Labor turnover and train- 
ing costs would be reduced by the. 
GAW. 

Industry: This is partly true, al- 








Gotham Turns to Shorter Cabs— 


This stock-size Chevrolet taxi, which soon will make its appearance in New York, 
is two feet shorter than the type hitherto used. It is hoped that the smaller cabs 
will relieve traffic congestion.—United Press photo. 


though some employe turnover may 
be beneficial when it moves work- 
ers from a declining company, in- 
dustry or area to one that is grow- 
ing. 

Union: A guaranteed wage would 
make workers more efficient. 

Industry: Assurances of income 

may just as readily make em- 
ployes lax, and steadiness of pay 


does not preclude dissatisfaction 
with other features of the job. 
Union: The GAW would greatly 
help hourly employes who are sub- 
ject to layoffs on short notice. 
Industry: A guarantee may delay 
the hardship of a layoff, but if it 
weakens the financial structure of 
a firm, it will do more harm to 
employes in the long run. 


DeSoto Dealers 
Pick ‘Top Value’ 
As U.C. Theme 


DETROIT.—DeSoto dealers have 
selected “Top Value” as_ their 
theme for a continuous and ex- 
panding used-car merchandising 
program, it was announced last 
week by Clyde Mix, used-car 
merchandising manager. 


Initial use of the “TV” theme 


was in connection with the dealer- 
sponsored Groucho Marx radio and 
television shows, Mix said, and 
dealers are currently being 
supplied with special Top Value 
newspaper ads, radio and television 
spots, and point-of-purchase signs, 
posters and pennants. 

He said the factory is co- 
operating by making available 
custom-designed lot and showroom 
signs and displays. 


All future used-car promotional 
material, advertising and displays 
will carry the identifying “Top 
Value Used Car” shield and 
“Spinning Top” insignia, Mix said. 
Yellow, blue and red are the Top 
Value colors. 









Wz HAVE your name —and your address. We 
know what kind of car you drive—and how 
old it iss We know how many cars you own. 
And what kind and how old they are. 


From what we know about you, we —and 
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others —can pretty well judge how good a 
prospect you are for, say, an eluctronic organ. 
Or a new clothes dryer. Or a 3-D camera. Or 
almost any product or service that anyone has 
for sale to consumers. 

But you are only one in 39 million! To be 
more exact, we know as much about 38,977,423 
other people as we know about you. 

These people are your best prospects. They 
are all the car and truck owners in this country. 
Marketing analysts tell us that they account 
for somewhere between 80% and 90% of the 
US. total retail purchases. And the facts about 
them are compiled anew every year from the 
records of all the states. 

Because we know so much about so many, 
we can provide for your advertising messages 
the circulation most accurately fitted to your — 
and your dealers’ — particular needs. This cir- 
culation will consist entirely of these best pros- 
pects. It can be as large or as small as you 
require. It can be chosen by neighborhood, by 


NEW YORK 
CHICAGO 
PHILADELPHIA 
CLEVELAND 
ST. LOUIS 





city, by county, by state. It can include owners 
of all car makes for all model years registered — 
or owners only of selected makes for selected 
years. 

Now that it is necessary to go out after the 
retail business that is no longer walking in, it 
is extremely important that your advertising 
establish direct contacts between your retail 
outlets and your best prospective customers. 
By picking out the people most likely to buy, 
this highly selective circulation, together with 
Polk’s unmatched direct mail distribution facili- 
ties, keeps your advertising on target . . . with 
each advertisement carrying a single retailer’s 
name and address ... and circulated only in 
his sales area. 

If you want your advertising dollars to buy 
more selling power, let’s talk things over. Drop 
us a line. 


R.L. POLK & CO. 


DIRECT MAIL 


ADVERTISING PUBLISHERS 


431 Howard Street ¢ Detroit 31, Michigan 











NATIONAL 
CONSUMER 
MAGAZINE 


Reaches the Heart 
of the 
American Automotive Market 









Send for the 

amazing Market Survey 
that analyzes CAR LIFE’S unique 
coverage. It reaches a responsible 
male audience (over 60% own their 
own homes! ). Average reader is 36 
years of age with an annual income 
of $6600. 100% are automobile own- 
ers; in fact, there are 1.89 cars per 
reader household. This market spends 
$559 a year per reader to run and 
maintain each of its over 500,000 
cars, exclusive of insurance, garag- 
ing, depreciation, etc. CAR LIFE, 
brings you this market at a fraction 
of the cost of similar coverage in the 
two leading general magazines. Here 
is a quality consumer magazine with 
infinite appeal for the people who 
actually buy your product. See what 
it can do for you! 


Pie Vibe 










































fe CAR LIFE AUTOMOTIVE 


SEAL OF MERIT! 





It’s the ONLY Seal of Approval devoted exclu- 
sively to automotive products. A nationwide 
survey by a nationally known independent sur- 
vey organization reveals that 94.7% of CAR 
LIFE readers enthusiastically welcome this serv- 
ice. 89.5% regard it as definitely important for 
the protection and safety of themselves and fam- 
ily. 90% assert that the CAR LIFE Seal will influ- 
ence their choice of two like products. Backed by 
exhaustive laboratory tests, it is promoted among 
dealers and consumers, has genuine selling 
power. Put it to work for you! 


Low COM in ‘aida 


White page (one time rate} buys over $100,- 
000,000 of Automotive Sales Potential. In- 
fluences motoring readers who drive more 
than 5 billion miles annually. 


We'll be happy to send you the complete Market Survey 
(just off the press) 


Ask for a Rate Card or Representative Today! 





New York: ce Annales 
WESTON & WESTON B & BRAND 
6 East 39th Street, 1052 West Sixth Screet, 
New York, Y. Los aa eles 17, —- 
MUrray Hiil 5-9450 ison 6-1371 
Chica 
LE & MASON 
605 N. Michigan Ave., 
Chicago 11, Ill. 


Supecier 7-6558 


INC. 
of CAR LIFE, the National Illustrated Motor Magarine 
11th Street N. W. Washington 4, D. C. 


On sale ot newsstands throughout the world 


MOTOR PUBLICATIONS, 


35¢ per copy 
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Sales Conditions in Various Areas... 





New England 

The New England Council sees 
“another very good business year 
ahead” for New England, “perhaps 
the second or third best on record.” 

The prediction came from Curtis 
M. Hutchins, president of the 
council, who said: 

“More New Englanders were 
at work than ever before in his- 
tory in 1953, and they made more 

money, spent more and salted 
away more. 

“If the best minds in the country 
agree that 1954 is likely to come 
within 10 percent of 1953, who am 
I to disagree? And if it does, it 
will still be a boom in terms of 
1949.”—(Guy Livingston.) 


* * * 


Providence 


New-car sales in Providence in 
February totaled 813, compared 
with 914 in January. New-truck 
sales were 74, compared with 102 
in the previous month. 

New-car sales were: Chevrolet, 
186; Ford, 134; Plymouth, 100; 
Buick, 84; Pontiac, 62; Oldsmobile, 
55; Mercury, .54; Chrysler, 29; 
Dodge, 24; Cadillac, 17; Nash, 15; 
Studebaker, 13; Hudson, 12; De- 
Soto, 10; Lincoln, 8; Packard, 7; 
Willys, 1, and miscellaneous, 2. 

New-truck sales were: Chevrolet, 
31; Ford, 24; Dodge, 6; White, 6; 
International, 2; Mack, 2; Autocar, 
1, and miscellaneous, 2. 

* 


Manhattan, Kans. 


| 
| 
New-car sales in Manhattan in 





February totaled 57, the lowest 
month recorded in a year. Sales in 
January had totaled 75. 

Sales by makes were: Ford, 19; 

| Pontiac, 9; Chevrolet, 6; Plym- 


bile, 2; Hudson, 13 ‘Nash, 1, and 
Willys, 1 


Used-car sales in February 
totaled 306, compared with 288 in 
January. New-truck sales held 
steady at 11 units, and the score on 
used trucks was 88 in February 
to 26 in January. (George M. 
Hunholz.) 


Buffalo 

A seasonal pickup in car sales 
has been reported in the Buffalo 
area, but the volume of many 
dealers continues to lag behind a 
year ago. 

A considerable number of new 
/1958 models is still being offered 
in this market. In one case, it was 
said, a dealer took a large group 
of new 1953 cars on consignment 
| from the factory, instead of buying 
| them outright. 

Dealers are encouraged by the 
| increasing demand for both new 


were near record levels for the 
| month. 

| It was reported that auto finance 
firms and banks are screening ap- 
plications more sharply than a 
year ago. Delinquencies and repos- 
session have increased slightly.— 
(George Toles.) 

« 





* + 


Houston 


Officials of dealer organizations 
| in Houston report a steady im- 


‘McGrath Heads 


‘Fruehauf Finance 


DETROIT. — Election of E. J. 
McGrath as president of Fruehauf 
Trailer Finance Co. was an- 
nounced last week by Roy Frue- 
hauf, president of Fruehauf 
Trailer Co. 

McGrath, who has been identi- 
fied with the sales-finance business 
since 1929, was vice-president of 
General Finance Co., Chicago, from 
1946 until last year. 

The trailer finance company, a 
Fruehauf subsidiary, was organ- 
ized in 1948 to help. truckers 
purchase freight-hauling trailers 
on a time-payment basis. 


provement in car sales in recent 
weeks. 

“Business is picking up steadi- 
ly,” said Bill Lee, president of 
the Houston Auto Dealers Assn. 
“The outiook is very bright.” 

Percy Henry, president of the 
Independent Car Dealers Assn., 
said, “February was my best 
month. Business is up 30 percent. 
“Anybody in the auto business 
who is singing the blues is spend- 
ing more time singing than sell- 
ing.”—(Ruby Fenoglio.) 

* + 


Cleveland 


New-car sales in the Cleveland 
area set a high for the year in the 
week ended March 20. 

The turnover was 1,778, an in- 
crease of 200 units over the previ- 
ous week. Used-car sales moved 
up to 1,696, also a high for the 
year. 


The Federal Reserve Bank, com- ing 


menting on the first three weeks 
of March, said the second seven- 
day period saw: “metor vehicle 
trade, particularly in passenger 
cars, recover sharply from storm- 
depressed levels ... Sales of new 
passenger cars climbed about 40 
percent from the week before. Used 
passenger car sales jumped 50 per- 
cent . 


Most used-car dealers anticipate 
a sharp rise in sales during the 
next 10 days.—(Sanford Markey.) 


* * * 


Denver 


With the coming of spring, used- 
car sales in Denver are reported 
running higher than they have for 
nearly a year. 

“Business has been increasing 
since the first of the year,” said 
one used-car dealer. “Our margin 


| 


of profit per car has dropped, but | 


if the volume stays up, there’s 


Auto Market Reports 


nothing to worry about.” — (Ira R 


Alexander.) 
. as * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area have taken a 
counter-seasonal drop, according 
to the University of Pittsburgh’s 
Bureau of Business Research. 

The overall business level last 
week reached a new low for the 
year, falling to 150.8 percent of 
the 1935-39 average, the bureau 
said. The index stood at 169.8 a 
month ago and 194.7 in the com- 
parable week a year ago.—(Leon 
M. Lefingwell.) 


Mewnpiite 


Ford has taken over the lead in 
new-car sales in Memphis for 1954, 
relegating Chevrolet to second place 
in figures compiled through the 
first two months by the Shelby 
County court clerk, Hickman Ew- 


Business has been fairly good but 
nothing spectacular. 

Here are the totals sold in Mem- 
phis this year: Ford, 1,067; Chevro- 
let, 849; Plymouth, 271; Buick, 213; 
Pontiac, 150; Oldsmobile, 182; Mer- 
cury, 102; Dodge, 100; Nash, 51; 
Studebaker, 48; DeSoto, 38; Cadil- 
lac, 27; Chrysler, 26; Packard, es 
Hudson, 14; Lincoln, 14; Willys, 4 
Henry J, 1, and miscellaneous, 6.— 
(Emmett Maum.) 


Wisconsin City Makes Bid 
For New Industries 

STEVENS POINT, Wis.—A cam- 
paign is under way here to lure 
to Stevens Point industries who 
plan to expand or relocate. 

A package promotion, developed 
from an industrial survey of the 
area by Sherrill-Noonan, Inc., is 
being handled by the Stevens Point 
Industrial Development Committee. 
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Double rein- 


forced metal eye- 
lets — Hang keys 


from either end 
— Complete in- 
formation. 
TAGS & RINGS 

Priced At 
000 


250 .... 
Enclose Check 
with Order. 
Shipments 
Prepaid. 
Free Used Cor 
Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE 
(SYSTEMS DIVISION) 
Sta. "A", Box 1037 

fearon acl] lo mmr, 


EM, 


100 Feet of 48-12” x 18” Pennants 
All-Weather Durafiim Only $6.00 
refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohio, dept. \ 
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TCHR 
News Classified 
ECMO aT 


WINTER or SUMMER 


America’s 


FINEST 
Heater 


For ’53-’54 
Popular Make Cars 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 


WOULD YOU SPEND 


$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 3,000 Dealers in the 
United States and Cunada are 
new using our “Profit Sharing 
Bird Dog Pian" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 





Correspondent George Glaser Writes . . . 


Auto Letter from Europe 


Gamera. Switzerland. — After 
the show in Brussels, I am 
reporting on an auto exhibit in the 
“French-iest” corner of Switzer- 
land, one of the beautiful cities in 
this blessed oasis of Europe. 
Switzerland is a test market 
where everybody starts out with 
equal chances. Germany present- 
ly is getting the lion’s share in 
sales of imported cars, with 


Volkswagen and Opel leading. 
The average Swiss buyer is so 





Sei 


European Baby— 

The VDB, a utilitarian vehicle for ‘‘rough- 
ing it,"" is being tested in Paris. The unit 
seats three persons, one in front. 

= * * 


discriminating in regard to details 
that he could easily work as a 
final-assembly inspector. Most firms 
presented their chassis at Geneva 
in order to assist the mechanical 
minded Swiss in making their 
choice. 

The small but wealthy potential 
market in Switzerland lures the 
industry’s custom tailors to create 
individual body styles, regardless of 
price. A good number of these 
special types were on hand at the 


show. 
* * x 


‘Dream’ Era Fading 


gyownven, there may be a 
twilight looming for these sen- 
sational models and super-elegant 
creations. The appearance every 
week of another “Fire” coupe, etc., 
may backfire. 
Dream cars make production 
models look backward. Some 
dealers I have talked to think 
that the money spent on those 
extra-luxurious creations could 
be better utilized for making 
showpieces from production types 
in order te help dealers sell more. 
A trend, perhaps not even recog- 
nized in the U. S., is the constantly 
growing importance of roadholding. 
This safety factor is difficult to 
explain. Perhaps I should express 
it in the way J. Fischer, editor of 


the German Motor Rundschau, | 


does. He says: The engine should 
definitely be slower than the 
chassis. 

What he meant is that, with in- 
creasing top speeds, the car’s 
roadholding ability must be good 
enough for the top speeds. 

* * * 


Two Sensations 
HERE were two sensational de- 
velopments at Geneva which 





Front-Door Model— 


isetta, a miniature car displayed at the 
Geneva auto show, boasts a front exit. 
The vehicle actually is an Italian cabin 
scooter. The steering column, runnieg 
through a universal joint, swings with the 
door. 


concerned both roadholding and 
top speed. 

Mercedes, going forward with 
unprecedented speed in regard to 
new introductions, showed the 
totally revamped Model 220, a six- 
cylinder car. 

The Mercedes boys are fanatics 
when it comes to rear suspension 
developments. Only recently the 
new “180” showed remarkable 
improvements. Now they have 
gone a step further. This time it 
is really revolutionary. 

I'll attempt to explain the new 
suspension. The differential is now 
a part of the left rear-axle hous- 
ing and the driveshaft runs from 
the end of the transmission at a 
slight angle toward the differential, 
which moves up and down with 
the swinging axle housing. 

A fork connects to two bearings 
which are mounted in the chassis 
frame. This fork permits the axle 
housing to move up and down. The 
right axle housing also has the fork 
attachment. 


The differential, on the left axle, 
has a universal joint which con- 
nects to the right axle. 


This design saves one U-joint, as 
in previous swing-axle suspensions 
the differential was mounted in the 
chassis frame and required a U- 
joint for each axle. 

* * * 


New German V-3 


HE other sensation at the show 

was the first postwar German 
V-8, short-stroke engine. Fiedler, 
one of the foremost chassis and 
engine designers in Europe, has 
done it again. 

Using this engine, the BMW 
car of Munich will deliver 100 
miles per hour with the 105- 
horsepower engine, which has 
about % the displacement of the 
Ford six-cylinder engine. 


The engine has an aluminum 
alloy housing, rocker arms with 
automatic compensation for vari- 
ous temperature conditions and an 
oil cooler. A 12-volt ignition system 
is used. This engine bears a certain 
relationship to the aircraft engines 
for which BMW had been famous 
before the war. 


The BMW sports car, in prepa- 
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should be able to run the pants off 
some of the competing makes. 
+ + + 


U. S. Cars on Display 


| Geneva show otherwise pre- 
sented largely the same models 
and makes as I reported from 
Brussels. 


Naturally, all American 1954 
cars were well displayed. For 
roominess, comfort and dur- 
ability, I believe nobody can com- 
pete in Europe within the price 
limits. 


The Amag, a Swiss distributor, 
had a separate hall in which was 
installed a “Riviera” strand scene 
setting to display the Porsche and 
Volkswagen. Dr. Heinz Nordhoff, 
the GM-trained boss of VW, should 
certainly send them a box of cigars 
for this masterpiece of showman- 
ship. 

+ ad 7 
Windup Bus Displayed 
= is believing: I had heard 
‘7 of the Gyro-Bus made by Oer- 
likon, Switzerland. This bus has a 


* x * 


Swiss Move Riviera Indoors— 


gyro motor, a fiywheel engine, 
which is wound up and then oper- 
ates by the inertia accumulated in 
the turning weight. 

At every stop, overhead rails 
touch against contact makers on 
the top of the bus to rewind the 
engine electrically. 'That way bus 
lines save the cost of overhead 
wiring. 

What the passengers must do if 
the bus ever -has to stop on the 
road and the inertia power runs 
out, I don’t know. Perhaps they 
get a reduced fare for pushing the 
bus for a stretch. 


* * s 


Ah, Budapest! 

HEN there was the Ikarus over- 

land bus from Budapest, Hun- 
gary, with its diesel engine 
mounted in the rear. As much as 
I would love to see Budapest, the 
once-famous city (for wine, women 
and food), I still prefer to look at 
the bus here in Geneva. 

A large section of the show was 
devoted to motorcycles, boats, house 
trailers and service equipment. 

Extra: Volkswagen and Mercedes 
have made substantial price reduc- 
tions in Germany. VW is shooting 
for 1,000 cars per day. 


* * * 





Indoor strand was created for Geneva show by Amag, Swiss distributor for Porsche 
ration for use with this en gine,! and Volkswagen. Most European models and all American makes also were on display. 








‘‘Truck Operators in PEORIA, ILL. 
look to WHITE for Right Truck!’”’ 







“OUR EXPANDED sales and service facilities have 
made us the Truck Headquarters of the Peoria 
area,” S. T. Hobson, White Distributor in 


Peoria, says. 


“Modern facilities that we have achieved in 
our new location match the modern design of 
the White 3000—and both are paying off in our 


sales and service business.” 


Located on busy U. S. Route 24, Hobson’s 
White Truck Service is equipped to give prompt, 
quality service using most modern equipment. 


.. S. T. Hobson, President 


HOBSON'S WHITE TRUCK SALES AND SERVICE 
Peoria, Ill. 


Shop facilities can accommodate 14 tractors and 
two trailers at one time. 

Complete parts facilities, plenty of parking 
area and room for growth, here, too! 

“The complete line of Whites and the forward- 
looking service policy are the big reasons truck 
Spores in the Peoria area look to White as 


ruck Headquarters. Whites are tailored right 


to today’s operating conditions for more miles at 
lower cost. No doubt about it, Whites are Right 
for Peoria ...and for truck-users everywhere!”’ 


THE WHITE MOTOR COMPANY 


Cleveland 1, Ohio 
FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
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Formally Presented to Justice Department... . 





U.S. Gets NADA Bootleg Plan 


(Continued from Page 1) 


them only for the purpose of re- 
tail resale. 

NADA, he said, had in mind a 
penalty of 25 percent of the net 
cost of the car for the dealer who 
would violate any such agreement. 


Freed said he believed that “auto- 
mobile dealers are going to have to 
accept territory protection.” 

* * . 


ERE have been increasing in- 

dications that fewer new cars 
are being bootlegged. An NADA 
spokesman said some dealers be- 
lieve that the warning letters is- 
sued five weeks ago by Harlow H. 
Curtice, president of General Mo- 
tors, and Henry Ford II, president 
of Ford Motor Co., have had a good 
effect. 

But other restraining factors 
have been cited. Among them are 
the vigilant efforts of state and 
local dealer associations in track- 
ing down the serial numbers of 
bootlegged cars and threatening 
expulsion of offending association 
members, and the gradually im- 
proving retail sales in legitimate 
channels. 


As the pressure is taken off deal- 
ers, they naturally are less tempted 
to “dump” their stocks. 

That factories are doing some- 
thing about investigating bootleg- 
ging was indicated last week when 
the proprietor of an Illinois auction 
house reportedly “invited” two 
Ford field men to leave the prem- 
ises. The Ford investigators were 
checking the engine numbers of 
new Fords on the block, it was re- 
ported. 


* * * 

ans in New York and At- 
lanta, however, denied that 
bootlegging is drying up. It is flour- 
ishing and increasing, they said. 
New York dealers also complained 
that the factories, as yet, have done 

nothing to stop it in their area. 
And at the Iowa Automobile 
Dealers Assn. convention in Des 
Moines last week, a resolution 
was adopted declaring that boot- 
legging was the “direct result of 
overproduction by automobile 
manufacturers and the maldistri- 


Reo’s Directors 
To Act Today on 
Purchase Offer 


LANSING.—Directors of Reo Mo- 
tors will meet here today (Apr. 5) 
to decide on a stock-purchase offer, 
reportedly made by a New York 
“non-automotive” group. 

President Joseph S. Sherer jr. 
would not disclose details of the 
offer or whether more than one 
offer had been made. 

Reo began car production in 1904 
and continued until 1936. At that 
time, it dropped its car line and 
now concentrates on trucks, truck 
engines, bus chassis and power 
lawnmowers. 

The firm’s financial statement for 
1953 reveals that earnings dropped 
to $2,226,363 from $3,266,565 in 1952. 

Sales in 1953 amounted to $144,- 
741,703, against $156,138,826 in 1952. 


bution by of their 
products.” 

The resolution asked that NADA, 
if it is unable to obtain immediate 
cooperation from the manufactur- 
ers, “take whatever drastic action 
is necessary.” 

Charles D. Henderson, executive 
vice-president of the New York 
State Automobile Dealers Assn., 
said last week: 

“We're still doing our part. We 
continue to get reports of new 
cars offered for sale on used-car 
lots. These reports are sent on to 
the manufacturers with our pro- 
tests, but nothing seems to hap- 
pen at the factory end.” 

Henderson said he had heard of 
a dealer whose order of 22 new 
cars was filled with a shipment of 
57 autos. Henderson said that the 
dealer, by accepting the 35 extra 
units, had saddled himself with a 
load he couldn’t expect to carry 
without resorting to some desperate 
measure, 

As long as dealers permit them- 
selves to be pressured into taking 
more cars than they can use, Hen- 
derson said, they will be in trouble. 

- * * 


“q)F COURSE, it takes courage 

to put your franchise on the 
line and refuse to accept what the 
factory sends you,” Henderson said, 
“but experience has shown that 
dealers aren't risking their fran- 
chises when they say no. I haven't 
heard of any dealer being canccled 
for refusing to take more merchan- 
dise than he can sell. 

“Every man must stand up and 
be counted sooner or later—and 
the longer he delays the longer 
he can be intimidated.” 

Bootlegging has grown to such 
proportion in the Atlanta arca that 
franchised dealers simply cannot 
continue to meet the compctition, 
said Alton Costley, president of 
East Point Chevrolet and a direc- 
tor of NADA. 

Some dealers are operating in the 
red, Costley said, while the profits 
of larger dealers are down as much 
as 70 percent from last year. 

o * * 


OSTLEY estimated that about 

100 cars are being sold through 
bootleg channels in Atlanta each 
month. The bootlegger can make a 
profit at selling a car $50 above 
cost, he said, while the franchised 
dealer must gross $250 per car to 
break even. 

One Atlanta dealer said boot- 
legging could be stopped in a 
week’s time if manufacturers 
really wanted to put the boot- 
leggers out of business. It could 
be done, he said, by checking 
serial numbers and following 
through with the necessary ac- 
tion. 

Georgia dealers are hopeful that 
NADA’s program will bring about 
a prohibitive sales clause in dealer 
contracts as well as national legis- 
lation to counteract bootlegging. 

If a national legislative program 
is not forthcoming, they say, a 
State program is sure to come be- 
fore the Georgia Legislature in the 
next session. 
* 


them 


* a2 


'W-CAR dealers in Miami have 
joined the trend toward direct 








Chevrolet Dealer Planning Committee Gathers— 


The 18th year of the Chevrolet National Dealer Planning Committee conferences 
was opened by this group of dealers in Detroit. They are (clockwise around the table), 


Thomas W. Brown, LeSuveur, Minn.; H. W. Price, Baxter Springs, Kans.; J. W. Lowrey 
ir, Mansfield, La.; Stanley Nelson jr., Sedro Woolley, Wash.; Roy Evett, Winona, Minn.; 
Ray Hamlin, Blackwell, Okla.; R. T. Scott, Oklahoma City; R. Mitchel McClure, Los 
Angeles; Arthur Haas, Cleveland; C. J. Clark, Maplewood, N. J.; G. A. Fogarty, 
Washington; J. T. Anderson, Marietta, Ga.; J. Frank Shumaker, Delphos, O.; S. S. 
Giles, Port Jefferson, N. Y.; T. B. Blatt, Milford, Va., and H. W. Winslow, Kingstree, 
S. C. The 16 national committeemen were elected by Chevrolet dealers, eight as 
representatives of larger dealerships and eight as spokesmen for smaller dealerships. 
McClure and Lowrey are chairmen of the respective groups. The Committeemen discuss 
retail methods and problems with Chevrolet executives. Meetings will be held again 
in June and December. 


action in fighting bootlegging. At a 
meeting last week, they threatened 
to expel from the Miami Automo- 
bile Dealers Assn. any member who 
bootlegs a car. 

“The group unanimously adopt- 
ed a resolution to that effect as 
part of a nationwide effort to con- 
trol undercover sales of new cars 
to non-franchised retail outlets,” 
said Robert McGahey, association 
president. 

The Automobile Trade Assn. of 
Maryland, meanwhile, called on its 
members to supply ideas on how to 
break up bootlegging. 

The association said many deal- 
ers in Maryland feel that the re- 
turn of territorial protection would 
go a long way toward ending boot- 
legging. If such protection were in- 
stituted, the association said, deal- 
ers feel the penalty for violations 
should be pegged at half of the 
gross profit. 

* * . 
“AMOST dealers don’t want gov- 
ernmental controls on pro- 
duction or sales,” J. C. Darrell, gen- 
eral manager, said. “Most dealers 
don’t want a ‘knock-down, drag- 
out’ fight with the factories. 

“What most dealers do want is 
cooperation from the manufac- 
turers so that everyone can re- 
alize a reasonable profit and stay 
in business.” 

Registration reports in St. Louis, 
for the first three weeks in March 
indicated that 178 new cars had 
been registered in the name of St. 
Louis used-car dealers and 58 new 
cars had been registered in the 
name of retail buyers by used-car 
dealers, according to Rus. B. Ham- 
mond, manager of the Greater St. 
Louis Automotive Assn., Inc. 

“This indicates,” he said, “that 
4.1 percent of all new-car registra- 
tions, as reported by the State of 
Missouri during the first three 
weeks of March, were either to or 
by used-car dealers.” 

a + * 
AMMOND said that in every 
case the scrial numbers of the 
bootlegged cars had been regis- 
tered, making it “an easy matter” 
to determine the originating new- 
car dealer. 

That the individual dealer can 
build good public relations for 
himself by refusing to stoop to 
bootlegging was indicated last 
week in Lake Orion, Mich. a 
small town not far from Detroit. 

L. C. Anderson, a Buick-Chevro- 
let-Pontiac dealer, refused the offer 
of a quick-profit operator to buy 44 
new cars. Anderson then bought 
full-page ads in local and neighbor- 
ing newspapers to tell the public 
what he had done and how he was 
trying to protect the traditional 
new-car distribution system. 

* * x 

N BRIDGEPORT, Conn., a war 

between franchised and non- 
franchised new-car dealers has 
broken out in full-page newspaper 
ads. ; 

One group of four Chevrolet 
dealers warned in a full-page ad 
that persons who buy from non- 
franchised dealers run the risk of 
getting cars with faulty titles. 
The ad also offered a 1954 Chev- 
rolet sedan with “full factory 
equipment” at $1,585 “delivered.” 

The Greater Bridgeport Car 
Dealers, Inc., an association of non- 
franchised dealers, answered the 
warning on titles by offering to 
post $1,000 bond in guarantee of 
titles on all cars offered for sale by 
members of the association. 

In the meantime, nonfranchised 
dealers in the Bridgeport area con- 
tinued to offer new cars for sale. 





Bus Speed Recording 


Now Law in New York 


ALBANY.—A bill empowering 
the Public Service Commission 
_to require speed-recording de- 
‘Vices on big buses has been 
signed by Gov. Thomas E. 
Dewey. 

The governor had asked the 
Legislature to approve such a 
measure and said that “one of the 
familiar nightmares of ordinary 
motoring is the huge long- 
distance bus driven at excessive 
speed.” 








Where Is the Baby Reo Hiding?— 


Reo Motors, Inc., Lansing, would like to find the Baby Reo which back in 1906 
proved the sensation of the New York Auto Show. This year, as Reo is preparing to 
celebrate its golden anniversary, it would like to display this 238-pound car which 
is believed to be the first working miniature model of a gasoline motor car ever 
built in this country. Reo officials believe the car may be gathering dust in some 


attic, barn or rural museum. 


TV Set for Auto Show 


Electric Auto-Lite to Sponsor National Telecast 
Of Annual N. Y. Cars-Stars Exhibit 


NEW YORK.—Millions of tele- 
viewers from coast to coast will see 
a preview of the third annual 
Easter Parade of Stars Automobile 
Show tomorrow (Apr. 6). 

The program will be televised 
from the Waldorf-Astoria Hotel by 
CBS from 9:30 to 10 p.m. (Eastern 
Standard Time). The telecast will 
be sponsored by Electric Auto-Lite 
Co 


Forty automobiles, including 
eight show cars, will be shown on 
the program, with 10 of TV’s 
famous lovelies to point out their 
features. 

Irene Dunne will be mistress of 
ceremonies. “Salesladies” will in- 
clude Eva Gabor, Ann Rutherford, 
Miss America (Evelyn Margaret 
Ay), Roxanne, Peggy Ann Garner, 
Buff Cobb, Nancy Olson, Robin 
Chandler and Phyllis Kirk. 

Five cameras in the ballroom will 
show Miss Dunne and Royce G. 
Martin, president and chairman of 
Electric Auto-Lite, chattting at 
different times with top auto exec- 
utives. 

Show cars to be displayed are 
two Kaiser-Darrins, the Plym- 
outh Belmont, Dodge Firearrow, 
Packard Panther-Daytona, Chrys- 
ler Special, Hudson Italia and the 
DeSoto Adventurer. 

Firms which will show 1954 mod- 
els are Chrysler division, DeSoto, 


Dodge, Hudson, Kaiser, Nash, 
Packard, Plymouth, Studebaker 
and Willys. 


The automobile show will open 
officially on Wednesday (Apr. 7) 


and will close Sunday (Apr. 11). |} 


A portion of the TV program will 
be devoted to the Auto-Lite Family 
Supper Party, proceeds of which 
go to the Armed Services Emer- 
gency Relief. Last year the affair 
brought $24,000 to the fund. 

The cameras also will televise 
the 45-piece Air Force Symphony 
Orchestra, the “Singing Ser- 
geants,” the Marine Corps’ “Har- 
maniacs” and the Navy’s “Naval- 
aires.” 

Background for the cars will be 
10,000 living wild flowers, trees, 


shrubs and ferns from all sections 
of the U.S. 
Auto-Lite says the initial Easter 





Parade of Stars Automobile Show 
was the first collective auto show 
held in New York since before 
World War II, as well as the first 
auto show to be televised nation- 
ally direct from the scene. 


DeSoto to Fete 


Eastern Dealers 


NEW YORK. — DeSoto will be 
host to dealers of the New York 
region at a breakfast meeting 
Wednesday (Apr. 7) in the Wal- 
dorf-Astoria Hotel and a preview 
of the Auto-Lite “Easter Parade of 
Stars” automobile show. 

A. B. Nielsen, eastern sales man- 
ager, said about 200 were expected 
to attend. The group will include 
representatives from dealerships in 
New York and adjacent New 
Jersey and Connecticut areas. 

Company representatives include 
L. I. Woolson, president; J. B. 
Wagstaff, sales vice-president; 
Nielsen, and C. L. Davis, regional 
manager. 





Self-Inflating Tires— 


Pressure lines and connections on the 
hub installation of the Super Duck permit 
inflation or deflation of tires while the 
vehicle is operating. 





te 


Baie sabe ‘ 





World War Ii Duck Grows Into Super Duck— 
Development of a Super Dyck, described as superior to the amphibious truck 
produced by GMC during World War li, has been revealed by GMC Truck & Coach. 
Known as the XM 147, the vehicle has a four-ton capacity, compared with the 244-ton 
rating of the original Duck. Its 302-cubic-inch engine develops 145 horsepower, while 


the first Duck had 104 horsepower. Hydra-Matic drive is incorporated. The vehicle , 
has automatic central tire inflation which permits the driver to select the proper tire - 


Pressure to meet varying surface conditions. Road speed is 60 miles per hour, and 
speed on the water has been increased to seven miles per hour despite additional 
weight. 
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Hoosier Dealers Stage Open House [2 Refiners Claim 


LAFAYETTE, Ind.—Ten new-car| of 297 years in the retail auto 

business. A double-page newspaper N ew Advances 
launched the event. Twelve 
cash prizes totaling $1,000 were 


dealers have staged a two-week 
spring open house at their show- | ad 
rcoms here. 

The dealerships represent a total‘ given away. 


Make 26% More Sales Calls 
wih THE OREGONIAN! 


HERE IS YOUR The Oregonian reaches 60.7% 
DAILY SALES of Portland homes... 


1 
| 
COVERAGE | 45.2% read only The Oregonian 
OF THE HOME | 15.8% tebe beth papers 
MARKET IN | 32.8% read only the 2nd paper 
PORTLAND, | 6.5% take neither paper 
OREGON | pong dy ny tg Be Ke 


it & Associates. 


the Oregonian «21: ow 


PORTLAND, ORIGON 285,142 SUNDAY 
Represented Nationally by Moloney, Regan & Schmitt, Inc. 





UTHAT REMINDS ME... | 
THE WIDE-OPENING TAILGATE ON A HEIL BODY 
CERTAINLY SPEEDS UP OUR OPERATIONS!” 


ANOTHER reason why your customers will appreciate your recom- 
mendation of Heil Bodies! They can dump fast and clean with Heil 
specially designed tailgate action. Double-acting tailgates are fitted with 
offset hinges to permit an extra large opening. Horizontal and vertical 
box ais reinforcement provides a rigid, husky unit. 

Subframe construction of Heil Bodies has both cross members and 
long members interlocked and welded into a single assembly to prevent 
sagging of the body floor. For extra strength under load, this reinforced 
steel subframe is welded integrally with the body. 

Other Heil features your customers look for include: Weight-saving 
design for bigger pay loads and lower operating costs; sturdy con- 
struction for long, low-maintenance service life; a choice of bodies and 
hoists matched to the truck and the load. 

Keep your customers satisfied . . . call your Heil distributor today for 
details about all Heil advantages. 


STRONG-ARM HOISTS 
Trouble-free hydraulic hoists 
assure faster dumping, shorter 
cycle time and keep trucks 
working longer with fewer re- 
Pairs. Hoist frame takes all 
stresses without transferring 
any stress to truck frame. 


ALWAYS SPECIFY HEIL 


THE HEIL co. 


DEPT. 5945, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 
Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 
~ los Angeles, Seattle. 
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Albany U. C. Dealer Fined in $19,000 Tax Fraud 
ALBANY.—William P. Hourigan, ; ment of $19,000 in his 1947 income- 


operator of Bill’s Motor Sales, Al-| t#x return. 

bany, used-car concern, has been guna See ne elas 
fined $1,500 and given a suspended | attempted evasion of $35,000 in 1948 
sentence of a year and a day on/| and failure to file in 1946, were dis- 
charges of defrauding the Govern- | missed. 


















In Motor Fuels 


NEW YORK. — Two new gaso- 
lines, both said to reduce engine 
wear and give greater economy 
and power, were announced last 
week by Socony-Vacuum Oil Co., 
Inc., and Texas Co. 

At the same time, Socony- 
Vacuum announced that it had de- 
veloped a new motor oil that in 
actual tests averaged 23 percent 
more mileage per gallon of gaso- 
line. 

Socony-Vacuum claimed its new 
motol fuel, Mobilgas Special, would 
increase engine power up to 25 
percent. 

Improved refining techniques, 
the company said also are being 
used to prevent knock, provide 
faster starting and warmup, con- 
trol vapor lock, relieve pre-ignition 
ping, correct spark plug misfiring, 
control engine stalling due to icing 
of the carburetor and combat 
engine-formed gum. 

In addition to providing more 
miles per gallon of gasoline, 
Socony- Vacuum claims its new 
motor oil will reduce carbon de- 
posits in the combustion chamber, 
and cut down on knock and pre- 
ignition ping, thereby adding 
octanes to the gasoline—the im- 
provement being as much as five 
octane numbers. 

Texas Co.’s new premium - type 
gasoline, Top Octane Sky Chief, is 
supercharged with Petrox and is 
said to “reduce engine wear and 
offer greater economy than other 
fuels now on the market.” 

Augustus C. Long, president of 
Texas, said the development 
“marks the first time in automo- 
tive history that a petrochemical 
compound, as distinguished from 
an inorganic derived chemical ad- 
ditive, has been successfully used 
for this purpose.” 

Test of the new gasoline, Long 
said, showed that piston-ring wear 
was reduced 45 percent, valve per- 
formance was increase 300 percent, 
and intake-system cleanliness was 
increased 38 percent. 


R.I. Dealers 
Meet Thursday 


PROVIDENCE, R. I.—Frederick 
J. Bell executive vice-president of 
the National Automobile Dealers 
Assn., will speak at the 44th annual 
dinner meeting of the Rhode Island 
Automobile Dealers Assn., which 
will be held in the Sheraton-Bilt- 
more Hotel Thursday, Apr. 8. 

Other speakers will be Gov. Den- 
nis J. Roberts and Registrar of 
Motor Vehicles Laure B. Lussier. 
Retiring President Romeo D. As- 
selin will deliver his annual report. 

The dinner committee comprises 
C. George Destefano, of Barrington; 
Philip Dwares, of Pawtucket, and 
David F. Fitzgerald, of Newport. 


Dealers Tell Me 


(Continued from Page 3) 
entirely united during the Amer- 
ican Revolution. Some _ Torries 
clung to England — Benjamin 
Franklin’s son, for instance, who 
was at that time governor of New 
Jersey. But, because good leader- 
ship was offered, the citizens fol- 




































The big, fluffy, Chenille wash mitt that 
has outsold all competitive articles in . 
numerous sales tests. Nicely made, with 
elastic cuff and put up in a reusable 
plastic bag. Also-for your wash racks- 
BIG BILL MITT. 





LAS-STIK MFG. CO., HAMILTON, OHIO 





. . « installed as original equipment in transmission, rear 
axle and crankcase, remove abrasive metal particles from 
lubricants. A strong, permonent magnet in each LISLE 
PLUG attracts and holds metal particles between oil 
changes. Eliminates this common cause of premature wear. 


REPLACE 


ORDINARY 
PLUGS 






owes It wes necessary in the WITH SAMPLE 

meantime, however, to form com- 

mittees and write brochures and SRE PL U cs 
pamphlets to sell the citizens on the PLUGS furnished free 
advantage and opportunities of in- for testing 
dependence. Dealers are in that . » 
state now where they need to be Simply state 
sold that this is a year of decision size and 


TO REMOVE 
IRON AND 


Saat 
PARTICLES 
FROM OIL 


CLARINDA, |OWA 


aod that the principal decision to 
he made is the improvement of the 
contractual relationship between 
the production and selling ends of 
this great trade. 


* * * 


Readers, who were interested in 
reprints of the series, “Letter to 
Salesmen,” which appeared in 
Automotive News last fall, will be 
glad to know the 26 installments 
have been put into booklet form. 
Copies may be had for $1 each 
by addressing J. O. Munn, care 
See News, Detroit 26, 











Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


ate W. K, 
of Automotive Soe tetas het Trainers 
A :upeTéas OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 

WwW. K, 
FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 


Money back if not 
ORDER THESE SPECIALIZED MANUALS * TODAY! 


Please send me the following NEW MANUALS: : 
1—The Eight Automotive Success Fundamente!s. 
Sone ao Find Ne ——_ $2 .00 
s to jew Prospects. 
4—Porsonality—the Key each 


to Leadership. 
5—tThe fociaene of f Used Car Salesmanship. 
Your Sales Tolk. 


All six monvals for only $10.00. 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 








EASY INSTALLATION 


The Perfection Hydra-Power End Gate 
is designed for easy installation on any 
truck or trailer—and to save mounting 
time and costs. It has a large and ready 
market because its use reduces labor 
costs, employee accidents and cargo 
damage. Ramp-type platform - gate 
available in three sizes to meet all re- 
quirements. 


Superior Features of the 
erfection Hydra-Power 
End Gate 
@ ONE hydraulic cylinder (operating 
from truck motor) performs all oper- 
ations of lowering, raising, end 

closing the platform-gate. 





STOPS automatically at truck 
floor level. Gate may be 


sad track floor, Gate 


rides haere under un- 
balanced loads. 


@ Operating controls are conveniently 
located at the rear of truck platform; 
also can be operated from the gate 
itself—either by foot or hand. 


@ The 6” hydraulic cylinder with 11” 
stroke permits ample hydraulic power 
to lift maximum loads easily. 

@ Precision-honed cylinder walls, and 
the use of patented hydraulic seals, 


eliminate ene of oil and “cree 
ing” of bp . 





o— devices prevent accidental |/ 
dropping of gate, and assure a safe,| |. 


cloees the. fusged” god wood uniform lowering speed—always 

; oe Bela ie under control. 

P'oake. eso wtf “pons For literature—write Dept. A-24. 
Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY CO. 


GALION, OHIO 
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Used-Car Notes 


CHICAGO. — Ed Addison, one of 
the founders of the Greater Chi- 
cago Used Car Dealers Assn. and 
its first president in 1945, has again 
been elected president for 1954.’ 


Also elected were Morry Koff, 
vice-president; M. Scheckman, 
secretary; Berel Storck, treasurer, 
and Phil Zoloto, sergeant-at-arms. 

The board of directors for 1954 
consists of Bill Zimmerman, Joe 
Rosengarden, Nate Lomansky, Sid 
Ruben, Bill Wolf, Louis Spritz, 
Harry Levin, Lou Rane, Joe Hirsch 
and Bill Bass. 

Addison, who also is a former 
vice-president of the National 
Used Car Dealers Assn., told the 
membership that ‘every indication 
points to a good year, and the 
association intends to do its utmost, 
through cooperative advertising 
and other educational means, to 
see to it that our dealerships get 
their full share of this available 
market.” 


Ethics Code Gains 
In Corpus Christi 


CORPUS CHRISTI, Tex.—A code 
of ethics has been proposed for the 
Corpus Christi Independent Auto- 
mobile Dealers Assn. 

J. W. Ellidge, president, said Tom 
Blundell, general manager of the 
Texas Independent Automobile | 
Dealers Assn., recommended adop- | 
tion of the code. 

It calls for independent dealers | 
to employ truth and accuracy in 
advertising and selling; stand by 
any guarantee given with the sale 
of any vehicle; guarantee the title 
of each car sold; comply with na- 
tional, State and local laws pre- 
scribed to regulate the business; 
not to perform any act which would 
bring disrepute to the independent 
automobile industry; expose or 
halt, wherever found, any scheme 
designed to deceive or defraud the 
automobile buying public and aid 
in prosecuting those guilty of such 
acts; strive constantly to improve 
our business methods to the end 
|that the public will be better 
| served, and encourage the Ameri- 
|can system of free enterprise.” 
Dealers attending the code- 





formulation meeting were Owen 
Henson, John Jinks, Melvin Moran, 
Jack Wilson, Max Gaither, Billy 
Hammock, Dutch McGregor, Ted 
Estrada, Marion Moran, Buddy 
Shelton, Buddy White, Barney Mc- 
Bride, “Fat Man” Thompson, L. M. 
Hawkins, D. B. Stone, I. E. Crane 
and Johnny Jones. 

CZ * * 
Tampa Dealer Acquitted 
Of Larceny Charge 

TAMPA. Fla. —Nick Furci, Tam- 

pa used-car dealer, has been ac- 
quitted of a charge of larceny of 
$1,145 from the State Game and 
Fresh Water Fish Commission 
while he was itg automobile resale 
| agent. 
| The $1,146 was the amount re- 
ceived for a used car appraised by 
the commission's representative at 
$1,600. 

Testimony was presented that the 
cheok for $1,145 was deposited to 
Furci’s account in a Tampa bank, 
but subsequently the commission 
refused to accept a transaction for 
less than the $1,600 appraisal value. 

Furci’s counsel contended the $1,- 
145 then was legally applied against 
a balance of several thousand dol- 
lars the a one Furci. 


aoe Studies Revision 
» Seer of Dealers 


TORONTO.—The Toronto Board 
of Control is studying the licensing 
of used-car dealers. 

At present, they are licensed as 
public garages. The board feels it 
would be more suitable to bring 
the used-car dealers under the 
same Police Commission licensing 
as dealers in second-hand goods. 


Considine Plans Cafe 


LOUISVILLE.—James G. Consi- 
dine, used-car dealer, has applied 
for permits to operate a supper 
club here. Considine said he would 
have neither gambling nor floor 
shows. The club formerly was oper- 
ated by a gambler who lost his 
liquor license. 
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"Great" Umbrella CENTER of Attraction! 


MULLINS MOTORS, RICHLANDS, VIRGINIA used car lot pictured 
above is one of the most attractive in the country. The McFarland 
“Great” Umbrella (21 foot spread) is located in the center of the lot 
The picture above shows the size of this Big Umbrella—room for two 
cars, chairs and people. Make your lot more attractive with a “Great” 
Umbrella or “Whirlabout”, the “Great” Umbrella that turns. A full color 
illustrated booklet that tells all about the “Great” Umbrellas and how 
dealers from coast to coast are using them to get more business is yours 
for the asking. Write, wire or call today for yours. The McFarland 
Great Umbrella Company, Division of McFarland Awning Corporation, 
742 S. W. 8th Street, Miami, Florida—Phone—2-8153. 


ADVERTISEMENT 








has t f industry’s top 


-_ CE INSURANCE 


Plan 
Dealers who do all or part of their own financing con get 
HIGHER PROFITS with Stuyvesant'’s Profit Sharing Plan; full 
coverages coast to coast, backed by a nationally famous leader 


in the automobile finance insurance industry. 
*except in Ohio 


ASK FOR PROOF ! Our nearest field 


man will present all the facts without obligation. You 
still have time to cash in this season if you write today. 





THE STUYVESANT INSURANCE COMPANY 


953 Hamilton Street Allentown, Pennsylvania 


CIALIZING IN AUTOMOBILE FINANCE INSURANCE est. 1850 


NEW patents and equipment 
NEW vinyl and rubber automotive products 
NEW representation 


SUN research has paid off .. . 
real advances in NEW automotive applications for vinyl, 
vinyl foam and rubber. 


now we can announce some 


It will pay you to get the facts on SUN's molded trim pads, 
arm rests, trim strips, snubbers, grommets . . . and SUN's 
new representatives have these facts. 


For INTERIOR decor and styling: 


Gardner S. Staunton 
406 Fisher Building 
Detroit 2, Michigan 
TRinity 3-1430 


For FUNCTIONAL integrated parts: 
Metalec Sales, Inc. 
1135 Fisher Building 
Detroit 2, Michigan 
TRinity 4-2270 


the SUN RUBBER company 
BARBERTON, OHIO 
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Car, Truck Output Estimates | 


By Automotive News ial 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week dan, 1 dan, 1 
Ended Same Ended Mar., a Pay ‘ oon t 
Arie’ Toot Mitel” toc “tot “ee” | 
CHRYSLER. ..................... 16,000 27,032 15,628 67,335 351,468 189,696) — 
CI insist ccc scesisnsics 2,300 3860 2,293 10,003 52,686 32,154) | 
SO is cciasscsonsssncctisbnsed 1,600 3,120 1,307 6,050 35,869 21,458 
GI asics tissccsncsnionnss 2,450 7,198 2,400 11,934 94,605 32,340 
PIED, sossseciacicconcensce 9,650 12,854 9,628 39,348 168,308 103,744 
PN Sc KR iscacestvcintavvctes 34,925 27,639 35,532 168,406 336,017 482,574 
ME sip haciovc el vndccetndie 28,500 21,303 29,130 134,744 259,912 381,443 
SER asese canvansstseccoieseee 950 1,059 949 4,602 10,231 13,428 
Mercury ........0..:.00000 5,475 5,277 5,453 29,060 65,874 87,703 
GENERAL MOTORS .. 59,625 60,606 60,031 268,742 727,121 731,126 
MII caionsecsapsetresoncretin 11,050 11,954 10,804 50,795 131,236 136,100); >’ 
II eiindibecnceticcorvhe 2,300 2,493 2,638 12,244 31,750 26,953 
Chevrolet 0.00.0... 28,900 29,934 30,516 130,957 368,209 371,075 
Oldsmobile _.................. 9,175 7,484 8,157 39,298 90,459 94,896 
7,100 8,741 7,921 35,448 105,467 102,102 
800 = 2,572 642 «2,978 +«=— 26,521 6,550 
1275 4998 1260 5,546 56,915 20,834 
510 = 2,227 638 2,730 29,039 5,485 
160 806 228 975 12,432 1,971 
350 1,421 410 81,755 = 16,607 3,514 
1,000 =: 1,554 942 3,840 31,791 11,957 
240 «65,111 Ss 2,208 «= 7,086 «= 39,016 §=—- 25,255 
Total Cars, U. S. ......114,375 131,739 116,881 526,613 1,597,888 1,473,477 





*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 Jan, 1 
Ended Same Ended Mar., to to 
Apr. 3, Week, Mar. 27, 1954 Apr. 4, Apr. 3, 
1954 1953* 1954* Total 1953* 1954* 
CHEVROLET .............. 7,100 9,360 7,045 32,008 119,605 95,078 
DIAMOND T ................ 70 181 74 279 2,375 848 
I iscsi. Suk sceptics iets 80 30 80 368 i 1,040 
IED Bex! sdecktsinisssiavagcaakas 2,000 2,224 1,997 8,941 33,716 24,866 
FEDERAL. ....................... 35 38 50 258 408 686 
NI io isd wciansasicvapiinitias 6,140 7,743 6,189 28,799 65,589 87,458 
MIE ace Zeq nts ctlagass corstecaecsstvces 1.900 2,685 2,286 8,918 38,308 25,063 
INTERNATIONAL ..... 2,280 3,058 2,296 10,547 37,646 28,571 
RI fs eda sae ti ouidis 170 186 138 745 2,927 1,743 
I hacscsRivdeekesiahan si nsaKsasgusans 235 363 235 1,029 4,708 2,983 
STUDEBAKER. ............ 336 1,055 324 1,608 18.230 3,135 
Roses ee hi cs acto iczdnce 250 300 251 1,053 3,897 3,104 
WOUNDED coo cncsceesiesdessisesesee 940 1,464 1,035 4,893 28,616 15,364 
MISCELLANEOUS ...... 105 300 105 437 4,354 1,390 
Total Trucks, U. S. . 21,641 28,987 22,105 99,883 361,096 291,329 
Total Cars, Trucks, 
sch ut tig. acess idoned 136,016 160,726 138986 626,496 1,958,984 1,764,806 
Total Cars, Trucks, 
PIER ccd ta cceaisccacersdtea 10,300 10,176 10,237 47,653 125,498 132,901 
Grand Total 


Cars and Trucks, 
U. S. and Canada ....146,316 170,902 149,223 674,149 2,084,482 1,897,707 
*Revised, Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Nash, ete. 
N.B.: All U. 8. totals include cars and trucks for military orders. 


April Production Starts — | 
At a Slower Pace 


‘Continued from Page 1) 


bile and Buick, both of which just| to close its Toledo plant for half | 
boosted their rates. a day. Absenteeism was so high 
Hudson closed last Friday until| that the other workers were sent 
Apr. 13 to adjust production with| home... Lincoln-Mercury’s Wayne 
dealer stocks. | (Mich.) assembly facility was down 
2 | two days for plant realignment. 
GENERAL MOTORS produced a| Ford’s new assembly plant in 
whopping 52.1 percent of last| Oakville, Ont., will be producing 
week’s car total, against 51.4 per-| 1,000 cars a day by fall, according 
cent e: ee: aa Motor - to Rhys M. Sale, Ford of Canada 
coun or .0 percent, compar resident. Its pr i i 
with 304 percent, and Chrysler 546 cars. When Ford of Canais 
Corp. rose to 14 percent from 13.4| marks its golden jubilee in August, 
percent. Sale said, the firm will have pro- 
Chrysler was the only Big | duced its three-millionth unit. 
Three member to build more 
cars last week, mainly because | 





of DeSoto. tock S 
U. S. Plants so far this year mee! Auto s 
made 1,473,477 cars and 291,329) — a a co 
rucks, down 7.8 percent and 19.3 
percent, respectively, from last Chrysler 68% 61% 64% 56% 
ro’ 1,597,888 cars and 361,096 We = “4 i a 
rucks. udson 4 4 8 
* * «€ Kaiser 2% 2% 2% 2% 
NOTES: The unexpected snow-| Nash 14% 14% 18% 18% 
storm which hit the Midwest! Packard 8% 3% 4 3% 
last Tuesday caused Kaiser-Willys | Stude. 18% 18% 23 18% 





Average 25.41 25.02 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 


Lyons Adds U. C. Center 


Lyons Buick, Erie, Pa., has opened 
& used-car center. 





| highest weekly levels in more than 
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Get Those Dodge Prospects, Men!— 

These Chicago salesmen who manned the Dodge truck exhibit at the Chicago Auto 
Show took down the names and addresses of 537 prospects from many states. They 
were offered 10 pounds of coffee and three household appliances as incentive prizes 
by William S. Woolsey (standing sixth from right), general sales manager for trucks. 
First prize was won by Ed Miller (second from left in first row), of Clauson Bros. Auto 


Sales Corp., who lined » lined up 54 prospects. 54 prospects. 


But March Total Is Still High . 


Bad Weather A Sfects 
Auto Sales Upswing 


(Continued from Page 1) 


made up by extra gains as soon 
as warm and sunny days return. 
a + * 


auctions last week declined $4 to 
$885, according to AUTOMOTIVE 
News’ index. 

The decline was the third in a 
row for the index, following two 
successive increases. total 
decline for the three weeks 
amounted to $11, but the two 
previous gains had totaled $16, so 
the index was still $5 higher than 
it was five weeks ago. 

Although the overall average 
price declined, a breakdown of the 
index showed gains and losses 
were evenly split among the eight 
models. 

Gains were limited to the 
“middle years,” which have been’ 
the hottest selling pieces on used- 
car lots for several months. Losses, 
in line with the recent trend, were 
noted on the newest and oldest 
models. 


PRIL will need all the addi- 

tional impetus it can gather, 
if it is to rank among the better 
Aprils of automotive sales history. 
The record April came last year, 
when 528,278 cars were moved. 

Even in two prewar years, 
April sales passed 480,000 units. 


Ford and GM Secure 


Bigger Market Slice 


DETROIT. — In the first two 
months of 1954, according to 
registrations tabulated last week 
Ford Motor Co. and General Mo- 
tors have sharply boosted their 
share of the market. 

Ford had 31.75 percent of the 
market, compared with 24.22 in 
the first two months of 1953. GM 
boosted its share from 42.50 per- 
cent to 45.43 percent. Chrysler 
Corp.’s share was cut from 21.84 
percent last year to 16.29 this 





* * * 
OTH ’54s and ’53s dropped $18 | 
last week, depressing the price | 
of ’54s to $2, 174 and the price of | 


year, while the independents |'°°5 to $1,521, a new low. | 
dropped from 11.44 percent to The price of 52s was off $6 to! 
6.53 percent. $1,069 and ’47s dropped $1 to $224. 


Ford was in first place at the 
end of the two-month period. For 
every 100 Fords sold in January 
and February, 99.09 Chevrolets 
were sold. 


The best showing of the week 
was made by ’50s, which climbed 
$4 to $583. The price on ’50s, how- 
ever, had dropped $10 the previous 
week. 


Both ’51s and ’48s gained $3, 
with ’51s winding up at $794 and 
"48s reaching $285. The increase 
for 51s was not quite enough to 
counteract a $4 loss in the previ- 
ous week, but the price hike on 
48s put them at the highest level 
they had enjoyed in six weeks. 
The price of 49s went up $1 to 
$433, the highest point it had 
reached since Feb. 1. 

The price spread between models, 
after last week’s adjustments, was 





In 1941, sales were 483,460 while 
in 1929 théy reached 481,675. 
Prior to last week’s storms, sales 
reports from various areas had 
been highly encouraging. In some 
cities, sales were running at the 


a year. In most cases they were 
|ahead of last year and were 
generally reported about 9 percent 
| ahead of February, 1964. 


Tae overall average price paid| (previous week’s spread in pa- 
for used cars at wholesale| rentheses): '54 to ’53, $653 (un- 
ee a Se ee ee Tee. on. co “ae meee COemers 
* | 52 to 51, $275 ($284); ’51 to ’50, 
Excise Cuts “$211, ($212); "30 to 48, $150. ($147); 
4 "48, $148 ($150), and ’48 to 

(Continued from Page 2) | ‘47, $61 ($57). 


included following representations 
by NADA and state and local 
dealer associations. | 

The cuts will cost the Treasury 
$999 million a year in revenue, | 
while the extension of existing | 
levies saves the Treasury nearly | 
$1.1 billion. | 

Rep. Daniel A. Reed, New 
York Republican and chairman 
of the House Ways and Means 
Committee, told the House that 
he was “not completely satis- 
fied” with the final bill. 

He explained that the original 
House bill had reduced to 10 per- 
cent all taxes above that level, 
while the final bill kept several 
20 percent rates and cut others 
below 10 percent. However, he 
said, Senate-House conferees were 
up against a deadline and some 
compromise was necessary. 





contained in the original bill, ons * © @ 


How They Fared 


New-Car Sales 
Feb. vs. Jan. "54 


Pontiac Names Schain 
Andrew F. Schain has been ap- 
pointed a Pontiac dealer in Cin- 
cinnati. He formerly was a Stude- 
baker dealer. A veteran of 34 years 





in the auto business, Schain is a| General Motors ......... vessseeee $18.72 
trustee of the Ohio Automobile| Ford Motor Co. .................... 8.95 
Dealers Assn. and an NADA com-| Chrysler .o.......0..000c0cccccccccseseseee —10.06 


mittee member for Ohio. 





-| Auto-Bar 





Wonderful Sign Kit 
To Pep Used Car Sales 
ON THE MARKET: 


i 


ames, 200 
all in brilliant Day-Glo, Kit makes thou- 
sands of signs during its lifetime. Tailored 
for each dealer. 

Send for samples, and prices. 


PLASTIKON DISPLAYS 
45 N. Division Street, Buffalo 3, N. Y. 
10 years of Successful Used Car Kit Promotion 





eee 
sells itself! 





Telescoping, Aluminum 
Clothes-Rod Fits All Cars 


Improved-type AUTO- BAR, the handsome, 
sturdy clothes-rod “‘sells itse!f'' without time- 
taking effort. Popular because: can be in- 
stalled, or removed and stowed away in 
seconds. Fits any car. Hangs from coat hooks 
already in car (two extra hooks supplied with 
each AUTO-BAR). Rigid strength, holds 36 
garments. Stock this quick-sale accessory. 
Place a trial order today. Your purchase 
order will be filled immediately, on open 
account. Shipping charges prepaid. Display 
cards included. 


LIST PRICE, $3.95 
Less Following Discounts 


Wet Cat OES... Sees eevee wee 30% off 
Sonal Witt OF 6. os 0. se ine baie 35%, off 
Headard Gon of 02.66.0505 cassie OY, off 


GOODE PRODUCTS CO. 


Dept. A, 7542 Maie Ave., Los Ange 





EASIEST Heater of All 


to Install! 


) No Holes 
To Drill! 


For ’53-’54 
: Popular Make Cars 
? HaDees 
Contitionane 
Write for free illustrated folder 


HaDees Heater Div., Gabriel 
- Rockford, ‘hi. 








Ea 


THAN ANY OTHER MAKE 


sank STEMAC 2c Sixes 


YOU DON’T KICK 


. € 


OUT THE DOOR 


But you do when your sales- 
men FAIL to follow through 


The SALESMAN’S SECRETARY 


An economical = odern foolproof 
follow through system is simplified and 
time saving. Write TODAY for Brochure. 


SYSTEMS CO. 


5549-304 ST., TOLEDO 11, OHIO 












ae 


a 
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Iowa 
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Convention Urges Poll on Protection . . . 


Bootlegging Blame 
Is Laid to Makers 


(Continued from Page 3) 


Culver (Pontiac), Cedar Rapids. 
He succeeds Larry E. Sinner (Ford- 
Mercury), Greenfield. 


William Cramblit (DeSoto- 
Plymouth), Ottumwa, was elected 
first vice-president and Lee A. 
Thomas (Nash), Burlington, was 
elected second vice - president. 
Howard Sole (Buick), Des 
Moines, was reelected treasurer. 


Safety awards were given to 192 
Iowa dealers who supplied cars for 
high-school driver-training 
program during 1953. 

W. E. Wissler, Des Moines, presi- 
dent of the former Herring-Wis- 
sler Co., was elected 1954 president 
of Old Timers, Inc., a group of 
those who have been in the auto 
business 25 years or more. 


Three vice-presidents — Ernest 
Wheeler, Waterloo; Glen Mace, 
Washington, and Chester Car- 
mer, Centerville—also were 
elected. Fred C. Claiborne, Des 
Moines, was reelected secretary- 
treasurer. 


In line with the association's 
policy of electing one-third of its 
county directors every year for a 
three-year term, the following 33 
county directors were named at 
the convention: 


L. E. Reed, Floyd County; Her- 
bert W. Wood, Franklin; Rex 
Canon, Fremont; J. U. Boulcott, 
Greene; Floyd A. Rouse, Grundy; 
Leo Hagen, Guthrie; iL J. ‘sandvig, 


| Obituaries 
Frank Briscoe, 79, 
Maker of Early 
Brush Runabout 


CLEARWATER, Fla. — Frank 
Briscoe, 79, founder and president 
of Brush Runabout Co., died here 
March 24. 

With his brother, Benjamin, Mr. 
Briscoe also was connected with 
Briscoe* Mfg. Co.. (1886-1902). His 
later business associations included 
the pioneer efforts of David Buick, 
Maxwell-Briscoe Motor Co., U. S. 
Motor Co. and Briscoe Motor Corp. 

Brush Runabout introduced in 
1910 a one-cylinder car featuring 
“convenience and economy” at 


$485. 


x * ® 


Dan Westhall 
CAMDEN, Ark. — Dan (Stumpy) West- 
hall, 54, used-car dealer, died March 20, 
at his home here. 
* * * 


Alvin E. Stumpf 

BUFFALO, — Alvin E. Stumpf, 57, a 
Partner in Stumpf Bros., Inc., Lancaster, 
N. Y., drowned in a private pool in 
Pompano Beach, Fla. Formerly operator 
of Al Stumpf Motor Corp. in South Buf- 
falo, he organized Stumpf Bros. with his 

brother, Herbert, in, 1945. 

* * * 


Gregory Gray Garland 
RICHMOND, Va. — Gregory Gray Gar. 
land, 64, 
<td Sales & Service Co., 


® * * 


James J. Gravley - 
PORTLAND, Ore. — James J. Graviey, 
65, owner of "Alemite Co. of Northwest, 
* _died in Tucson, Ariz. The firm distributes 
automotive lubrication supplies and 


equipment. 
oh. @ 


John L. Gibson 

MONESSEN, Pa. — John L. Gibson, 
Oldsmobile-Chevrolet dealer here, died in 
Charleroi-Monessen Hospital after a heart 
attack. Active in the automotive field since 
1921, Mr. Gibson was a member of NADA 
and the National Small Business Mens 
Assn. In addition to serving as vice-chair- 
man of the board of Polk State School 
near Warren, Pa., he was chairman of. 
the civic affairs committee of the Chamber 
of Commerce. He also was a former presi- 
dent of the Rotary Club, vice-president of 
the First Federal Savings & Loan Assn. 
of Monessen, and a director of the 
Chamber of Commerce. 

* 


Earl A. Mills 
ee Ind. — Earl Arthur Mills, 49, 
manager of Sciortino Motors *(De- 
- Boto-Piymouth, died unexpectedly March 


E. Daniels 

NEW YORK. — George E. Daniels, 79, 
who established his own factory in Read- 
ing, Pa., in 1918 and produced a car bear- 
ing his name, died here. When the Reading 
business was discontinued, Mr. Daniels be- 
came vice-president of Locomobile Co., 
Bridgeport, Conn. He had practiced taw in 
recent years. 


‘ 


retired district superintendent of | 
died March | 


Hamilton; J. W. Pritchard, Han- 
cock; William J. Johnson jr., 
Hardin; Roy Seabury, Harrison; 
Lyman W. Sheets, Henry. 

Ollie Bellmyer, Howard County; 
Harold Parsons, Humboldt; Frank 
Halloran, Ida; James E. Hogan, 
Iowa; Herbert Kendall, Jackson; 
Dale Schlotfeldt, Jasper; Edward 
Weber, Jefferson; E. F. Lenthe, 
Johnson; B. B. McLaughlin, Jones; 
James Madsen, Keokuk; Earl V. 
Jemison, Lee. 

W. C. Dan, Kossuth 
James McDonald, Linn; William 
D. Dunn, Louisa; J. I. Golliet, 
Lucas; Morton Moe, Lyon; Charles 
Mills, Madison; Paul Thayer, 
Mahaska; Don Tucker, Marion; 
Bernard Beaulieu, Marshall; Ernest 
Schoening, Mills, and Karl E. 
Jorde, Mitchell. 


Fellrath. Appointed 
Ford Secretary 


| DEARBORN. 
Charles J. Fellrath as secretary of 
Ford Motor Co., 
A. Thomson, who retired, was an- 
nounced last week by William T. 
Gossett, vice-president and general 
| counsel. 

Fellrath joined Ford in the 
general counsel’s office in 1945. He 
previously had been a practicing 
attorney in Detroit. 

Thomson started with Ford as a 
bookkeeper and stenographer at 
|the Highland Park (Mich.) plant 
| in 1918. He was appointed assistant 
|to the company secretary in 1926 


County; 





Bill Scott Retires 


Manufacturing Chief Leaves 


Chevrolet After 39 Years 


DETROIT. — W. J. (Bill) Scott, 
manufacturing assistant to the 
general manager of Chevrolet, re- 

tired last week. 
Born 


came to this coun- 
try in 1912 after 
a mechanical ap- 
prenticeship. He 
joined Chevrolet 
as a foreman at 
Flint in 1915 and 
after 19 years be- 
came manager of 
the motor plant 

Ww. J. Scott there. 

In 1934 Scott was named man- 
ager of the Chevrolet forge plant in 
Detroit and five years later was 
given the managership of the gear 
and axle plant here as well. 


Transferred to the central office, 
| he served successively as assistant 
| Manager of manufacturing plants, 
manager and finally general manu- 
| facturing manager before appoint- 
| ment to his present post on May 1, 
1952. 


Classified Want Ads 


Kindly Acknowledge 


AUTOMOTIVE NEWS 


HELP WANTED 


TRUCK MANAGER. One 


of country’s 
largest, 


long established Ford dealer- 
ships in metropolitan city has opening 
for ambitious, thoroughly experienced 
truek man capable of organizing and 
directing full management of large new- 
ly completed truck sales and service, 
merchandising 700-1000 new trucks per 
year. Must be volume minded, aggressive 
and capable of top flight operation and 
management. Write giving age, back- 
ground, qualifications and salary de- 
sired. Box 3649, c/o Automotive News, 
Detroit 26. 


— Election of| 


succeeding Fred | 


;and was elected secretary in 1947. 


in Scot- | 
land in 1888, Scott | 








‘CLASSIFIED WANT AD DEPARTMENT 


timated 000 
to California. RATES 


10c PER WORD 


Reaching an e et 


readers engaged in all 
TWENTY CENTS (20c) 


branches of 
PER WORD FOR EACH 


bar 
INSERTION. POSITION 
PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


industry from Maine 


WANTED ADS 


automotive 


CL address at regular rates. Add One Dollar ($1) per insertion for use of a box mumber, in care 


| of Automotive News 


day received. Display ads 
OF PUBLICATION DATE 
WANT AD DEPT., 


HELP WANTED 


WANTED 


Livewire salesman who wants to build 
a solid year-in, year-out big income 
selling franchised dealers high profit 
management program proved by over 
15 years of successful operation. Large 


repeat business. Straight commission 


basis—highly attractive for right man. 
Must have sound selling background 


in automotive or allied fields. Natural- 


ly, you'll travel must own car. 


Write, giving full particulars and ref- 
erences. All replies strictly confidential. 


Box 3666, c/o Automotive News, 
Detroit 26 


GENERAL MANAGER, Lincoln - Mercury 
dealership in midwest metropolitan city. 
Must be thoroughly experienced in all 
Phases of automobile business including 
sales, service and management; capable 
of assuming full responsibility of volume 
operation. Top salary. Write, giving full 
resume of background, qualifications, 
references and salary desired. Box 3621, 
c/o Automotive News, Detroit 26. 


USED CAR MANAGER. Large progressive 
Ford dealership in midwest metropolitan 
area has opening for thoroughly ex- 
perienced used car manager. Must be 
capable of buying, selling and trading 
on a large volume basis, directing sales 
personnel and assuming full manage- 
ment responsibilities. Must be ambitious 
and aggressive. Give age, qualifications, 
experience and salary expected. Box 
3648, c/o Automotive News, Detroit 26. 


| WANTED—AGGRESSIVE self-starting in- 


dividual who likes the truck business 
and can produce sales. Experience pre- 
ferred but not essential. References. At- 
tractive proposition. Can you qualify? 
Also, three experienced new passenger 
car salesmen who are ready and willing 
to work. Contact C. H. Elder at Elder 
Chevrolet Co., P.O. Box 870, Midland, 
Texas. 


CONTROLLER, ONE TO TAKE complete 
charge of cost and financial affairs of 
new, progressive, expanding manu- 
facturer of automotive unit. Must be 
able to invest a minimum of $10,000. 
Location southeast. This is well worth 
investigating. Address Box 3650, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER—Large Chicago Ford 
dealer. Must be experienced. Salary and 
bonus. Give experience and recom- 
mendations in letter. Box 3651, 
Automotive News, Detroit 26. 


AUTO SALESMANAGER—$100 per week. 
Ref. Landay Nash, 812-36 S. Paca St., 
Baltimore 30, Maryland. 


c/o 


POSITION WANTED 


POSITION WANTED BY man in late 
thirties, presently employed as officer in 
dealership with sales of nearly million 
last year. 3% years banking, 5 years 
automobile finance and insurance and 8 
years all phases of regular dealership, 
including office) new and used sales, 
parts and service. Have also had four 
years of manufacturing accounting ex- 
rerience. Married, three children. Write 
for further details and reason for want- 
ing change. Box 3624, c/o Automotive 
News Detroit 26. 


SERVICE MANAGER. Twenty years’ ex- 
perience service management as service 
manager and factory’ service’ repre- 
sentative. Thorough knowledge of ad- 
ministrative, merchandising and techni- 
cal procedures. Good record in all past 
employment. Age 45, married, will re- 
locate any area. Box 3652, c/o Auto- 
motive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


Replies to Box Number ads 
$11.20 per 


Teo 


column inch, insertion 


ig 


POSITION WANTED 


YOUNG GENERAL MANAGER, presently 
employed by large volume dealer de- 
sires change. Fifteen years unusual back- 
ground in all phases of automotive and 
finance management. Excellent business 
and personal references. Thoroughly 
familiar with today’s changing market. 
Prefer the south, but will locate any- 
where. Minimum salary—§$12,500. Box 
3669, c/o Automotive News, Detroit 26. 


YOUNG GENERAL MANAGER with 
capital to invest in GM or Ford deal. 
Fully experienced in all phases of 
management. California experience and 
residént but would consider good deal 
anywhere. If retirement with continued 
income {s what you want, I’m your man. 
I have a family and excellent references. 
Box 3605, c/o Automotive News, De- 
troit 26. 


YOUNG AGGRESSIVE family man with 
ten years’ experience in sales and service 
manager for Cadillac dealership would 
like position with dealer located in 
Florida. Box 3642, c/o Automotive News, 
Detroit 26. 


SALESMANAGER OR OWNERS assistant, 
age 45, 22 years’ managerial experience 
ell phases. Capable take complete 
charge. Last six years salesmanager 
1200 car dealership. Available May Ist. 
Box 3668, c/o Automotive News, Detroit 
26. 


SERVICE AND PARTS expert, 16 years’ 
experience Chrysler products, supervising, 
promoting and merchandising both de- 
partments. Wants to relocate in Texas 
or southwest. Presently employed. Box 
3608. c/o Automotive News, Detroit 26. 


GM SERVICE MANAGER desires position 
with aggressive dealer. Ten years service 
department experience. 859 E. Granada 
Ct., Ontario, Calif. 


DEALERSHIPS AVAILABLE 


DENVER, COLORADO, suburban deaier- 
ship, one of the best suburban dealer- 
chips, available by May 15th, now 
handling Dodge-Plymouth. Choice lo- 
cation just over Denver city limits, in 
adjoining county seat town. Excellently 
equipped and attractive service de- 
partment, nice sales room with sales 
lot adjoining. Unlimited potential, both 
sales and service. Very desirable rent 
with good lease, Parts and equipment 
about $12,000, used cars optional. Box 
3630. c/o Automotive News, Detroit 26. 


IF YOU LIKE SOUTH FLORIDA—Why 
not do as many other smart people are 
doing—Namely, sell out and move down 
and get in business? You can have a 
profitable Kaiser-Willys deal in one of 
the following open points: Coral Gables 
(Miami), Delray Beach, Vero Beach 
or Key West. A _ $10,000 to $30,000 
investment depending on the point. Our 
dealers are profitable and happy with 
this great dual franchise in this fastest 
growing area in the world. Write Kaiser- 
Willys Distributor, Box 640, Miami, Fla. 


LD ESTABLISHED DEALERSHIP, 
handling Chrysler-Plymouth, with trained 
organization, Eastern Pennsylvania city 
over 100,000 population in heart of rich 
industrial and farming area. No real 
estate, used cars, accounts receivable to 
buy. About $60,000 will purchase all 
other assets and supply adequate work- 
ing capital. Present owners taking larger 
deal elsewhere. Factory approval re- 
quired. Replies confidential. Box 3631, 
c/o Automotive News, Detroit 26. 


FOR SALE. Dealership selling Cadillac 
and Pontiac. Located in city of about 
80,000 in north central states. Last year 
sold almost 500 cars, Buyer must buy 
real estate, equipment, parts, etc. Will 
take about $200,000 to handle, selling 
property on contract. Do not inquire if 
you wish to do otherwise. Must have 
factory approval, state this in first letter, 
also amount of money you can raise in 
cash. Replies confidential. Write Box 
3634, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Piym- 
cuth, proven money maker, 150 cars an- 
nually, Los Angeles suburban area, In- 
ventory parts and equipment $16,000. 
New building and lot, reasonable lease. 
Box 3635, c/o Automotive News, Detroit 
26. 


IOWA DEALERSHIP HANDLING Ford. 
Over $200,000 gross 1954, good net. Buy 
or lease modernistic building. Excellent 
equipment including body shop, clean 
parts stock. Inventory or lump sum. 
Approximately $20,000 for all fixed 
assets. Factory approval necessary. 
Reason for selling, Doctor’s orders. Box 
3664, c/o Automotive News, Detroit 26. 


luvv CAR BUSINESS FOR SALE handling 
Cadillac and Oldsmobile. Profit rating 
excellent with or without modern build- 
ings on inventory basis. 12,000 popu- 
lation in very good farming area in mid- 
west. With buildings, $65,000. Box 3633, 
c/o Automotive News, Detroit 26. 

FIVE HUNDRED UNIT dealership han- 
dling Ford. City of 50,000. Trade area, 
100,000. Midwestern location. Modern 
well equipped building on lease. Verifi- 
cation financial responsibility and factory 
approval necessary prior negotiations. 
Reason for selling, other interests. Box 
3597, c/o Automotive News, Detroit 26. 


CHICAGO DEALERSHIP handling De- 


Soto-Plymouth sales and service, 
cellent location, doing large volume 
business, good deal to right. party, 
principals only, lease or sell property, 
selling order by doctor. Write Box 3663, 
c/o Automotive News, Detroit 26. 


ex- 


forwarded to the advertiser 


CLOSING 


unopened, the 
SIX DAYS IN ADVANCE 


same 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Chrysler- 
Plymouth - International in Fairfield, 
California, 50 miles N. E. of San Fran- 
cisco, Bay area climate. Population 8,000, 
farm trading center of 35,000. Six 
miles from Travis air base with 12,000 
personnel, Only Plymouth dealer in 
town, Excellent used car market. Owners 
expanding other business. $20,000 will 
handle (no used cars). R. T. Harris 
927 Texas St., Fairfield, Calif. 


AUTO DEALERSHIP in Port Arthur, 
Texas handling Nash franchise. Com- 
plete parts inventory including 24 parts 
Pins, special factory tools, shop 
equipment and tools, furniture and 
fixtures. If you are looking for a bar- 
gain, check this one. James Latimer 
Insurance Agency, P. O. Box 152, Port 
Arthur, Texas. Phone 2-4311. 


HANDLING GM DUAL with Cadillac. 120 
car contract—a third of which are 
Cadillac, Did over half-million in sales 
last year. Located in rapidly growing 
wheat belt state town of 10,000. Priced 
for quick sale as it must be sold by 
April 30th. Owner has larger dea! wait- 
ing. Box 3659, c/o Automotive News 
Detroit 26. 


AGENCY HANDLING DeSOTO - PLYM- 
OUTH in southern California. 100 car 
deal. Excellent climate — stable market. 
Will sell or lease modern building. Buy 
parts and equipment only. Terms to suit 
buyer. Box 3660, c/o Automotive News, 
Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


412 Fisher Bldg. Detroit 2, Mich. 


DEALERSHIP FOR SALE handling Chev- 
rolet. 1953 volume over $1,000,000. Net 
over $70,000. Service absorption 70 per- 
cent. Southeastern location. Town 10,- 
000. Trade territory 50,000. No used 
cars, notes, new cars, new trucks, nor 
real estate to buy. Can obtain short 
term lease cn building. Only men with 
cash and ability to qualify with Chevro- 
let should answer. $55,000 cash can 
handle deal. Box 3661, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE handling 


Pontiac. No used cars or accounts to 
buy. Excellent lease on building and 
used car lot. Will sell at inventory. Box 
3662, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Buick—Demopolis, Alabama. Located on 
two main highways. Good lease and 
building complete. Shop, parts, stock 
and office equipment. Extra nice display 
room and used car lot. Trade area in- 
cludes thirty towns. James Stewart 
Webb, P. 0. Box 444, Demopolis. Ala. 


DEALERSHIP AVAILABLE handling 
Pontiac-GMC. Growing north Georgia in- 
dustrial area. Only operating equipment 
end parts to purchase. Good lease. Box 
3656, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC in 
northwestern state. 80 to 90 car with 
desirable lease. Inventory parts and 
equipment. Part terms if desired. Owner 
has other interests. Box 3657, ¢/o Auto- 
motive News, Detroit 26. 


A DEALERSHIP LOCATED in a small 
town. A county seat with a ‘‘Big Ten’”’ 
State University located there. Close to 
a large town. Very profitable dealership. 
Box 3658, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING Dodge-Plym- 
outh—Texas’ largest eity. Average $3,- 
600,000 gross annually. Purchase parts, 
equipment only. Good lease. Established 
15 years. Part cash will handle. Box 
3612, c/o Automotive News, Detroit 26. 


IOWA TOWN 33,000 handling DeSoto- 
Plymouth. Has been very profitable. 
Reason for selling—buying larger deal. 
Box 3670, c/o Automotive News, De- 
troit 26. 


LOS ANGELES AREA handling popular 
high profit line. 1953 return on in- 
vestment—$19,000 net. Low investment 
required. Excellent lease available. Must 
qualify with factory. Write Box 3671, 
c/o Automotive News, Detroit 26. 


AGENCY HANDLING BUICK-CHEVRO- 
LET in central Pa. Sales $500,000. 30 
years continuous profitable operation. 
Very prosperous territory. Box 3672, c/o 
Automotive News, Detroit 26. 


AGENCY HANDLING DeSOTO - PLYM- 
OUTH. Sold over 700 new units last 
year. Located in Chicago area. Will sell 
or lease. Outstanding facilities. Does 
volume service and parts business. Box 
3673, c/o Automotive News, Detroit 26. 


AGENCY HANDLING STUDEBAKER, 
northeast Indiana. Low rent and over- 
head. Owner has other interests and 
will finance right party. Box 3636, c/o 
Automotive News, Detroit 26. 

DE. ANTED 

PRESENT CHEVROLET DEALER desires 
250 up contract. Prefer south or south- 
west. Will consider partial or complete 
buy out. Your reply strictly confidential. 
Reply Box 3653, c/o Automotive News, 
Detroit 26. 








DEALERSHIP WANTED 


nm ‘RESTED IN 100-200 car deal, GM 
oriy; no real estate, used cars or ac- 
ecunts receivable. Factory approval as- 
a Box 3654, c/o Automotive News, 
. j troit 26. 


A 
|, WANTED—FORD OR Chevrolet—150 or 
; more cars. Twenty years’ experience. 
Factory approval assured or will finance 
a good sales manager in Florida or near 
by. Replies confidential. Box 3655, c/o 
Automotive News, Detroit 26. 





CHEVROLET — WEST, southwest — town 
12,900-25,000. Approved. Confidential. 
Apt. D, 1404 Pratt, Dallas, Texas. 


GM OR FORD DEALERSHIP 
Minimum allotment of 400 units. Must be 
oS int" location in middie west. Have 

and Ford factory OK. Plenty of 

a. Just sold sma = deal. Have 
per liquid cash. Will 2 
complete a assets. Either me most ad- 
vantageous you tax-wise. Strictest confi- 
1 All rootle will be answered immedi- 


4 3667, c/o Automotive News, Detroit 26. 
SS 


‘a DEALER SERVICES 
mo INVENTORY SERVICE, 124 
Birmingham, Mich., Mid- 


Woodward, 
4-5355. 


Clean Off Your 
Used Car Lot 


AT PUBLIC 
AUCTION 


Results Guaranteed 
20 Years Experience 
Complete Sales Service 


Phone—Wire—Write for 
Sale Date and Particulars 


WM. A. LEIGH 


ASSOCIATES 
“Nation Wide Sales Service" 
Phone FO 5-5832 or WI 3-8104 

P.O. Box 7061 
Oklahoma City 12, Okla. 





















LET US MOVE THOSE 
USED CARS 
AT PUBLIC AUCTION 


An experienced reliable auction organiza- 
tion, we have sold in 24 states and Canada. 


More than 4,000 various type sales. 
Phone, wire or write for 
Sale date and information 


(References: First Hardin National Bank 
this city.) 
Bowen & McCullum Auction Service 


, Phone 4232 or 5110 
8 Public 


mn 





INVENTORY SERVICE 


now — find out if you are in 
'54. Obsolescence and shortages can 
so don't wait for the year end to 
Se a is operating. 
is and testing of 
oe cost of Inventory 


Full time experts. No pick-up part time help. 








NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
Sioea ceeg ls oth ane it 

w jealer 
aes 


— @ 


system 
curate, rnory tap, renee tow cost. 
INVENTORY PARTS SERVICE CO. 
Joy Road Detroit, Michigan 
Texas 4-7450 








INVENTORY SERVICE 
PARTS, ACCESSORIES & EQUIPMENT 
YEAR & OBSOLESCENCE REPORTS 
Fast rendered 


Call or write for details 

LLJEO peventoar Cco., INC. 
E. 79th St. Chicago 49, Ill. 
ESsex 5-8300 


| Penobscot Bidg. Detroit 26, Mich. 
P WOodward 2-8242 


(ih 


‘¢ 


BUSINESS OPPORTUNITIES 


TO RENT—GARAGE and terminal facili- 
ties of former Riverdale, Illinois GMC 
dealership. Chicago city limits south 
Near U. 8S. 1, Perfect for any phase of 
trucking—sales, service. Right size for 
large operation or half dozen small— 
low rent—immediate occupancy. Spee-Dee 
Super Gas & Supply Co., 496 West 138th 
8t., Riverdale, Ill. 


1000 BUSINESS CARDS—$2.95 postpaid. 
Raised letters in black or blue ink— 
7s. Two color in red and blue ink— 

%4.95. Free samples. Scull’s, Dept. Ps 
121 West 25th Ave., Wildwood, N. 


et, ene awe So 
HANDLING DODGE - PLYMOUTH, fully 
equipped, gross sales about $400,000. 
Will give % interest to capable oper- 
for small investment. 
vestigating — Vermont 
area, Box 3665, c/o Automotive News, 
Detroit 26. 
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BUSINESS OPPORTUNITIES 


UNUSUAL 
OPPORTUNITY 


Manufacturing new three minute dry- 
ing paint. Eliminates flags, saves labor 
and traffic congestion. Proven! Other 
highly profitable fast movers. Exclu- 
sive. Royalty basis. Space required is 
approximately 2,400 square feet. An 
investment of $15,000 can easily re- 
turn $50,000 annually. Can be in oper- 
ation within two weeks. Selling season 


just around the corner. Write or wire. 


Zipp-reme Chemical Co. 


Greensburg, Pa. 





CARS FOR SALE 

FOR SALE. 1952 CHEVROLET sedans, 
ex-taxicabs. Good bodies, good motors, 
upholstery clean. Sun Cab Co., Inc., 2600 
Sisson St., Baltimore, Md. Belmont 
5-0300. 

1948 LINCOLN CONTINENTAL hardtop. 
Mint condition bumper to bumper. New 
V12 engine—$2,475. Janesville Lincoin- 
Mercury, Janesville, Wis. Phone 6651. 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 





Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
_ 1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 








We 
Located on U. Route 11, 3 
of Syracuse viuburbs 2/2 . 


unction of 20 and (Greyhound 
us ne 


Auctioneer: A. V. Zogg, Jr. 
Irving C. Mondore, Owner 


AUTO AUCTION 


TIM ANSPACH 


""Midway,"’ Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





CARS WANTED 


WANT PERMANENT WHOLESALE con- 
nection on west coast for heavy used 
cars. Only interested in dealers who 
can pay for cars here. Furnish excellent 
financial and experience record. No other 
buyers in territory for your markets. 
Mel Jacobson, 2401 Canal St., New 
Orleans, La. 

CASH TO AUTHORIZED Oldsmobile- 
Cadillac dealers for new, 1954 models. 
Any quantity to take care of heavy 
local oil deal demands—we transport. 
Don Pierson, Olds-Cadillac Co., East- 
land, Texas. 


NORTHWEST'S LARGEST volume used 
car dealer wants permanent wholesale 
connections. We buy all year! Grant’s, 
200—6th Ave., N., Seattle, Wash. 


We Will Buy Any Model Used 
Car—Or Even An Entire Lot 


1954 MODELS PREFERRED 
CASH IMMEDIATELY 


Call Sidney 8800 
St. Louis, Mo. 


. . (2 
1,000 MATCHED SETS of used, perfect 
Goodyear, Firestone, Goodrich’ U. 8. 
Royal — 670x15 at $4.75 each, Deep 
original tread design regrooved, Clean. 
Free of any repairs. Other sizes at low 
prices. Allied Tire Sales py and 
Atlantic Ave., Camden, N. J 











PARTS FOR SALE 


Must Reduce 
Inventory 


OVERSTOCKED 
ON ALL 


Genuine Studebaker Parts! 


aah 


Immediate Shipment 
Anywhere! Same day! 


All items at COST—LESS 


Quantity Discount 
All Shipments COD 


NORTHSIDE MOTORS 


4232 Natural Bridge, St, Louis, Mo. 
(LUcas 4860) 


ae FREE 


GM ILLUSTRATED 


PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 

® Buick 

® Cadillac 

® Oldsmobile 

® Pontiac 

® Chevrolet 
One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
Cc.O.D. 


GORDON BUICK 


(formerly Robertson Buick) 


1000 S. WABASH AVENUE 
Chicago 5, Illinois WAbash 2-1030 
Saget» a 





HUDSON PARTS 
DISTRIBUTORS 


LARGE PARTS INVENTORY 


WE SHIP ANYWHERE 
THE SAME DAY 


Wire, Write or Phone 


GIL SCHAEFER DIST., 
INC. 


101 Weston S. E. Grand Rapids, Mich. 
Phone 8-1183 


CROSLEY PARTS. Service Motors, Box 7, 
Elmont, New York. 


BUSES FOR SALE 


SCHOOL BUSES 





THE LARGEST DISTRIBUTOR OF SCHOOL || 


BUSES IN NEW. ENGLAND 
Call us first for units that we stock 
CARPENTER PREMIER & DELUXE BODIES 
WARD SCHOOL BUSES 


Transit Sales and Service, Inc. 


23 South St, Danbury, Conn. 
Frank T, Mee, Jr. 
Tel. 3-4437 


SCHOOL BUSES 
NEW AND USED 


Largest Stock in Midwest 


WHOLESALE TO 
DEALERS 
SUPERIOR COACH 
SALES COMPANY 


1215 Lyons Street Evanston, Illinois 


UNiversity 4-2334 












































TRUCKS FOR SALE 


WRECKERS FOR SALE. 1948 Dodge 1% 
ton long wheel base, 2-speed axle—515 
Holmes hoist truck has new 1953’ Dodge 


engine. 1953 Chevrolet %-ton with 
Holmes 330 hoist. Truck has 4,000 
miles. Will sell outright or trade for 


new cars. Terminal Garage, 217 W. 


Depot St., Knoxville, Tenn. 
WRECKER FOR SALE. Holmes twin 
boom. Heavy duty. Holmes body. 


Equipment includes blocks, chains, drive 
in bars, trailing carrier and all acces- 
sories. GMC truck like new, including 
dual spotlights, fog lights, back-up 
lights, two speed axle, 8.25x20 ten ply 
tires. Low mileage. Cab over engine 
model. Will sell for $2,500 or accept 
used cars in trade at wholesale prices. 
Contact Watsor Buick, 40 W. Law- 
rence, Helena, Mont. 


1950 CHEVROLET 1%-ton factory built 
wrecker, ten ton winch, 250’ %’’ cable. 
Built new Nov}, 1953. Sharpest in town 
—$2,000 firm price. Lew’s Service, 4025 
Salem Ave., Dayton, Ohio. (Phone Or 
5339). 


SHOP EQUIPMENT FOR SALE 
NEW SHOP EQUIPMENT. New Van Nor- 
man boring bar— model 777S_ with 
vacuum, Cost new—-$1,030. Sell $850 fob 
Whittier. H. F. Arnold, 312 West Phila- 
delphia St., Whittier, Calif. 





Attention Ford Dealers 


FOR SALE 


F-700 and F-750 (Eaton 16600) complete 
2-speed Hypoid third members including 


carrier and head assembly, 6.5 and 9.04 


to 1 reduction, electric shift. New—crated. 


Box 3674, c/o Automotive News, 
Detroit 26 





ANTIQUE CARS FOR SALE 


1929 LA SALLE PHAETON, Restored at 
great expense. Mint condition—price $1,- 
795 or trade for Cadillac equal value. 
Show piece for Cadillac dealer. Runs 
fine. Color photo—-50c. R. H. Haynes, 
Fae _ Jefferson, Detroit. Phone LOrain 
~6480. 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P, Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


COLLECTION OF ABOUT 150 automobile 
name plates. Some over 35 years old. 
Melvin Busch, Middleton, Wis. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 
Meets 1.C.C. Requirements 
Cannot Be Matched 
At Any Price 
Write Today For 
Illustrated Catalog 


FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 














igen 
57 

MISCELLANEOUS 
AUTO BELTS,.All colors, Made 
in accordance with AA technical 


standards. Order C-22, $9.95 list, Dealer 
inquiry invited. City Lincoln 
Company, 605 South Arroyo Parkway, 
Pasadena 1, Calif. 


NEW WURLITZER ACCORDION, 120 
Bass. Large saving, owner does not 
play. Original bill of sale, Ralph 

St., Buffalo 11, 


Kreusch, 655 Genesee 
me es 


Automatic BraKinG 


With BRAKE HOOK-UP 
i 


& 45 
ONLY ..°51" ai 
Meets 1.C.C. Strength Requirements 
* * e 
COMPLETE with 2 
Guide Cables and *6] 4° 

BRAKE HOOK-UP .......... 
Meets All 1.C.C. Requirements! 
—SPECIAL— 
Protecto Covers (Tailor Made) ....$6. 
SAFETY CHAINS, set of 2, only ....$2.50 


GET ACQUAINTED OFFER 
WANTED!!! 
1000 NEW CUSTOMERS 


SPECIAL IntRA-state $66.30 
TOW BAR DEAL 


TRI-KING 3-Point Hook-Up 
(Folding “V" Type) 
a Bumper-to-Bumper 


THE ABOVE Only *50” 


(Offer Expires April 30th) 
© + . 
All Prices Include 8% Fed. Excise Tax 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


Old Model Cars 


Stick—Move Them Fast for 
High Dollar 


Finance Question Easily Solved 


No Strings Like Furn. 
or Co-maker 


MAIL $4.95 
PROVEN PLANS 


207 W. Schreyer Pi. Columbus 4, O. 





EXCESS SHOP EQUIPMENT? 
Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answerl 


AUTOMOTIVE NEWS 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8-[_] or Two Years $14 [_] 
for which check is attached [_] or send bill [—] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Always good for extra bases | 





The INTERNATIONAL Truck Dealer has the hitting} 
power for extra sales. Every truck owner is his} 
prospect; because he offers the world’s most com 
plete truck line. He offers exactly the right truck} 
from 4-ton pickups to 90,000 lbs. GVW off-high 
way models. He offers a wide choice of power, 
including gasoline, LPG, and diesel engines. 4 




















He out-hits other truck dealers, too, with the long-| 
respected INTERNATIONAL reputation for quality. 
Because he sells quality, he has more satisfied | 
customers. Their loyalty safeguards his profits” 
for years to come. 








Franchises are available, in a few choice locations | 
If you want to be on a winning team, and you car | 
qualify, phone your nearest INTERNATIONAL Dis” 
trict office. Or write in strict confidence to: INTER 
NATIONAL HaRvESTER Company, 180 N. Michigar 
Avenue, Chicago 1, Illinois. . 











International Harvester Builds McCormick® Fart | 
Equipment and FARMALL® Tractors...Motor oe 
Industrial Power . . . Refrigerators and Freezer™ 










Better roads mean a better Americ : 





= 


J INTERNATIONAL TRUCKS 


SS Standard of the Highway 









